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/ The Line That 
Sets the Pace 


Children everywhere want a wagon, or an auto, or 
a velocipede—They give their parents no rest until 
they get what they want. If you have a child you will 
know what this means. 






The demand for Juvenile vehicles is ever present. 
Spring days find children eager for coaster wagons, 
velocipedes, automobiles, scooters, tot bikes and the 
like. Every hardware store can sell them. 


Gendron—the Pioneer Line—is complete. It is a world 
standard. Since 1872—fifty-two years—it has set the 
pace in Juvenile Vehicles. 


In every center of distribution there is a reliable jobber 
carrying a good stock of Pioneer Wheel Goods. 


The complete line includes— 


AUTOMOBILES SCOOTERS TRICYCLES 
COASTER WAGONS’ TOT BIKES WHEEL BARROWS 
VELOCIPEDES HAND CARS DOLL CARRIAGES 


The GENDRON Wheel Co. 
728 Superior Street, Toledo, Ohio 
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The wanderings of Polly 


How could a mother help being a little dis- 
appointed when Polly’s vacation developed into 
one long series of parties—always at the homes 
of her school friends? Last night she went to 
the Osgoods; the night before to the Clarks; to- 
night she is being whisked away to a dinner- 
dance at little Miss Baxter's. In vain had 
mother suggested luncheons and dinners at their 
own home. Polly had been evasive. At last, 
however, she admitted they just didn’t have the 
necessary things to entertain as the other girls 
did. Silverware, for instance! 























Are you doing your part 
to keep the Pollys home? 


There are hundreds of Pollys whose mothers might 
be buying silverware from you, in order to make 
their homes more attractive to their daughters. 







Our advertising is awakening these mothers to 
their problem and suggesting a way to solve it. 
Silverware plays an important part in making 
their homes attractive. Are you getting your 
share of the sales that result from this reawakened 
interest on the part of the mothers? ' 









Every one of our advertisements to the Growing 
Circle of silverware buyers tells them that 1847 
ROGERS BROS. Silverplate is handled by their 
local dealers. 


Silverware Week, May 12-17 







AMBASSADOR 
Meat Dish, Vegetable 
Dish, Gravy Boat and 
Plate, Chop Dish, 
Candlesticks, Vase. 






This is your opportunity to sell Polly's mother. 
Ask your jobber for 1847 Rogers Bros, advertising 
and display helps or write to Sales Promotion De- 
partment, International Silver Co., Meriden, Conn. 







These useful and deco- 
tative pieces match 
knives, forks and 
spoons in the Am- 
bassador pattern. 







INE EEINALIOONAL SILVER CQ. 
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V & B Vanadium Hammers are dis- 
tinctly the choice of the carpenter. 


from special V & B formula 
m steel, handled with the finest 
ji. second growth white 
(ance ected and approved 

by the wri 
are uniqué 


aboratories they 


The patented 
Wedge firmly locks 
and is absolutely positiv® 
a tight head at all times. 


The octagon neck and round faced p 
tern is neat and practical, and the 
special non-slip claw firmly grips either 
a brad or a spike. 


The wax hole is a feature especially 
appreciated by those who work with 
hard wood. ) 





The special shaped handle. and head 
of the tool gives a hammer of min- 
imum vibration and nice balance—has 
created a steadily growing demand. 
Stock them—it pays. | 








VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


(wWAakers Of Fine Toots 
2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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Fahnestock Spring 
Clips on No. 7111 


at no extra cost 















DRY CELL 


the Oxy CMe to thot Pres watery will oft comby 


an 
: oes wise shoe br 
No. 7111, single Cotte boy Rigen domes Damen ox A sheeuit. 


cell, 1% volt 





‘NATIONAL CARBON CQ. INC. 
MEW Y KX. Ww 
bad, 34 x22! < LAeD 
PAIRS. Cre'S_ LOOMS SHANG COSTS Ge PREIS 
Meek me OR. 





to you. 
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No. 7411, four-cell 
power, 134 volt 


EVEREADY 
Radio Batteries 


—they last longer 


a EVEREADY) 





RA DIO 
‘A BATTERY 


- 1% VOLT UNIT, 4 CELL POWER 


THE LONC SERVICE BATTERY 


















lve VOLT UNIT 2 CELL POWER TERS 


y The Dry Celle on thse This’ Battery will - 
te Ba bem de i 
TE vleped 











4 x 
Sagem THE LONG SERVICE BATTERY BZ 
NATIONAL CARBON CO. Inc. 
mew 


YORK. NL, 





No. 7211, tworell 
power, 134 volt 











The Popularity of the Eveready Radio “A” 
Dry Cell is growing like wildfire 


ECAUSE it lasts longer and gives more 
satisfaction to the radio user— 


Because it is backed by a national adver- 
tising campaign in general magazines, radio 
publications and newspapers— 

Because thousands of people are buying 
new radio sets every day— 


The Eveready Radio “A” Dry Cell is the 
dealer’s best bet to-day. 


Remember this is a special purpose cell. 
Its only function is to light the filaments of 
dry cell tubes. The service required of a 
radio dry cell differs materially from that 
required of dry cells developed for general 


purpose uses, and the usual initial amperage 
test has much less significance in determining 
the value of a dry cell for radio use than for 
any other purpose. 

It is a specialized cell, so highly special 
that you can tell your customers that they 
will get from 25 to 125 per cent more “SA” 
Battery life from it than from the usual 
general purpose dry cell, depending on the 
tubes used and the amount of listening done. 


The Eveready Radio “A” Dry Cell is the 
fastest-growing and fastest-selling radio dry 
cell on the market to-day. Stock it—display 
it—sell it! . Ask your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, 


Inc., New York—San Francisco 


Headquarters for Radio Battery Information 


Canadian National Carbon Co., Limited. Factory and Offices: Toronto, Ontario 
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Atkin Silver Steel Saws 


: SAS i "i YToMy Fellow Hardware Dealers” 
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ae L. M. ORCUTT 
.f OF THE 
i g. FRANK BURKE HDWE. CO. 
a | WAUKEGAN, ILL. 


WRITES FINE LETTER 


Mr. Orcutt of the Frank Burke Hardware Company wins 
the $10.00 check this week. The letter brings out many 
good reasons why a dealer should handle Atkins Saws. 
ye Send us a letter written on the stationery of the concern 

PSs with whom you are connected, and if we accept same for 
E. C. Atkins & Co., publication, you win $10.00. 
Indianapolis, Ind. 
Gentlemen: 

Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow 
Hardware Dealers. 

The finish is so distinctive in itself that it attracts and holds the at- 
tention of the prospective buyer. It is far superior to anything put out 
by other manufacturers. 

The perfection handle gives the saw a perfect balance thereby doing 
away with all wasted work on the part of the operator. 

The Taper Grinding eliminates the “pinch” in all kinds of wood. 
The guarantee is stronger than that of any other make, in that the 
customer must be satisfied with his purchase. 
Selling assistance and advertising matter is free for your distribution. 
a We have handled Atkins Saws exclusively for years and have no 
: desire to make a change. 
Yours very truly, 
FRANK BURKE HARDWARE CoO. 
Per L. M. Orcutt 


A FEW POINTERS ON ATKINS NO. 3 TROWEL 


Silver Steel, the material from which Atkins Saws are 
made, is well adapted for use in trowels. It will hold a 
straight, true edge and take a very fine temper. The No. 
3 Trowel illustrated has become very popular owing to 
the curved “easy-grip” handle. It is a well balanced tool 
and will stand a most severe usage. Every dealer should 
have this trowel in stock. 








E. C. ATKINS & COMPANY 


Established 1857 


Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
New York Atlanta New Orleans San Francisco Seattle Paris, France 
Chicago Memphis Minneapolis Portland Vancouver, B. C. Sydney, N. S. W 


VAAWWAWWAWYNSSWN: “4.7KINS ALWAYS AWBAD” bh mn" 
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Saving without sacrifice is always 
worthwhile. Certain-teed Roofing, 
moderate in cost, inexpensive to 
lay, will make you a life-long, 
weatherproof roof, 


















| You will delight in the soft- 
toned Certain-teed Slate 





=e Your plaster walls are the groundwork 
_ for your decorations, Insure the 
permanence of your decorations by 
using a hard, white Gypsum Plaster 
like Certain-teed. 


t4 Certain-teed Insulating Pa- 
per will keep your home 


' 

Surfaced Shingles—single 
| coat and warm and saves 

> 


or 4-width. These fire-re- 
tarding shingles combine 
beauty and economy 








coal bills, too, 
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Waterproof your foundation 
with Certain-teed Asphalt Coat- 
ing. A dry cellar is a constant 
satisfaction. 











Certain-teed Plants 


When they Build their Dream Home 


A ANY such families in your community 
are this year planning to build a home. 
You can supply much of the needed material. 

You will find it easy to sell them Certain-teed 
products, for extensive advertising over many 
years, has made your customers well acquainted 
with Certain-teed high quality and reasonable 
prices. 

And you can sell Certain-teed products know- 
ing that they will give satisfaction. For the 
finest raw materials, efficiently manufactured 
in modern plants, by skilled workers, assures 
an unvarying high quality of products upon 
which you may absolutely rely. 

Behind you, helping you render the service 


BUILD TO ENDURE 


Each a complete manu facturing 
unit producing a group of 
allicd products 


Philadelphia, Pa. 

St. Louis, Mo. 
Richmond, Calir. 
Niagara Falls, N. Y. 
East St. Louis, Il. 
Acme, N. Mex. 
Grand Rapids, Mich. 
York, Pa. 

Acme, Texas 
Marseilles, Ill. 
Gypsum, Oregon 
Laramie, Wyo. 
Acme, Okla. 
Cement, Okla. 
Trenton, N. J. 
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Children « can’t mar,weath- 
er injure,or scalding water 
turn white the beautiful fin- 

ish provided by Certain-teed 
Universal Varnish. 















Enameled woodwork is a delight. ° 
Certain-tced Enamel, in soft, deli- 


’ cate tones, gives a smooth, tile-like, 
- lustrous surface, easily cleaned, al- 
ways attractive. 


4 The appearance of the ong pro- 
claims the-man. Make it express your 
taste by choosing from the many at- 
tractive shades of Certain-teed House 
Paint. 


Certain-tecd Flat Wall Paint,in [ 
many attractive colors, produces }} 
F a beautiful,washable finish that | 
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Linoleum is most attractive in 
many rooms, Certain-teed Lin- 
oleum, in marty attractive pat- 
terns, is easily cleaned and a 
real economy 
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—Certain-teed FloorteX Rugs, (gt: 
j in attractive patterns, They are “di 
i inexpensive, durable, easy to [Re 
Sorat beautiful and practical. a ; 
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i Certain-teed Products 


—Help them Build to Endure } 


eis of w hich more than one hundred are 


included in the follo wing 


that makes satisfied customers, is the Certain- | classifications ; 
teed distributing system. Plants and distributing ig ss 
centers in all parts of the country offer you HB = Asphalt Roofings 
quick deliveries on any quantity, saving you WE = Asphalt Shingles 
time and freight. You can keep your stock | House Paints 
complete with minimum investment, make i get 
quick turn-overs and better profits. a S 

One management, one overhead, one sales a 
organization, through the manufacture and dis- 8 = Gypsum Blocks 
tribution of more than a hundred related Keene’s Cement 


products, not usually grouped in one business, Battleship Linoleum 


have effected economies which enable you to 


Inlaid Linoleum 


Linoleum Rugs 


meet competition and still sell at a good profit. Oilcloth 
Certain-teed products mean satisfied cus- PLOORTEX 
tomers (Felt Base Floor Coverings) 


FLOORTEX Rugs 
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Every Dealer Should Carry Matchless Screw Drivers 


Nearly all of them sell a driver of this type in one make or 
another and there is a constant and growing demand for 
them. 



















The Matchless has several features of merit which 
make it superior to others of similar construction 
and this can be proved by a competitive test. 


An assorted dozen are now packed with 
an all-steel display stand as shown. This 
handsome efficient silent salesman pro- 
vides a rapid turnover. 


Sell Matchless Screw Drivers; 
they please the most exacting 
mechanics and they will come 
back for other tools of like 
quality. 


A Real Dealer Help 


Color combination of green, 
white and gold. 


gotta, ‘Ah 


CREW DRIVERS @~ seo I 
DFOR A GENERATION dl | 


<0 '§ 
Goo 


No. 40 Assortment 
Comprises 2—3 in., 4—4 in., 2—5 in., 4—6 in. 


It Pays to Keep Screw Drivers Prominently Displayed all the Time 
Everyone Uses Them 


~@ tRad 


B _ The Bridgeport Hardware Mfg. Corp. __.[Q _.. 
iM 


Bridgeport, Connecticut, U. S. A. M 
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To satisfy your customer 
satisfy yourself 


When you sell a customer rope, can you tell 
him with assurance that it is the best rope you 
are able to get? 

Whether you tell him that or not, a great 
deal of the future confidence he will place in 
you as a merchant will depend on the results 
he has with your rope. 

Good business policy demands that you sell 
rope that you know is of the best quality. You 
must have confidence, yourself, that it will 
give perfect satisfaction. The way to make 
sure is to look inside. 


H. & A. “Blue Heart’? Manila Rope has a 
distinctive mark of quality—that quickly 


recognized blue thread marker in the center 
between the strands. This sure identification 
of dependable rope not only makes it 
easier for you to sell the first time, but gains 
permanent customers for you as well. 


It is a guarantee of rope spun from pure, 
long, manila fibre by skilled rope makers, rope 
that will wear longer and deliver without fail 
the strength you have a right to expect. 

You can depend, too, upon H. & A. “‘Red 
Heart”’ Sisal Rope, spun from pure sisal fibre 
by the same skilled rope makers. 

Build a permanent rope business in your 
territory with the well-known H. & A. brands. 


The Hooven & Allison Company 
Spinners of fine cordage since 1869 


Xenia, Ohio 


Mills: 
Xenia, Ohio 
Cincinnati, Ohio 


Hé&A“Blue 





Mills: 


North Kansas City, Mo. 
Covington, Ky. 





Trade-Mark Reg. U.S. Pat. Office 


© 1924, The Hooven & Allison Company 
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HE same dependability and cooking satisfaction that has made New 
{ Perfection oil cook stoves the standard of the world, gives you abso- 

- lute assurance of profit and success with this big, complete line of 
New Perfection “Live-Heat” Ovens. 
They share in the great year’round New Perfection advertising cam- 
paign. They are stocked at convenient points, the country over, to 
insure prompt deliveries of all styles and sizes. 

Show them and sell them with the 100% complete CMP Co. Line of Oil cook stoves and ranges. 


THE CLEVELAND METAL PRODUCTS CoO., 7107 Platt Ave., Cleveland, Ohio 


Also makers of the world famous New Perfection Oil Cook Stoves and Ranges and Puritan Short Chimney Oil Stoves. 


a 
““Live-Heat” Baking is an exclusive New Perfection 
principle of circulating hot air which makes it 
possible to bake strong flavored foods side by side 
with delicate desserts without the slightest mixing of 
flavors or odors. 


No greater test of baking result: could be imagined 
L FA I 


than the fish, onion and cake shown above, 
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A New Big Oven 


for your Koaster 


You can meet the baking 
needs of the farm and of 
homes where the family is 
large, with this newest New Perfection Oven. 





odel 42-G. The PURITAN Oven. A low 
priced oven built on the “‘Live Heat’’ prin- 
ciple that insures perfect baking results. 
Asbestos lined, finished in Morton Polished 
teel. Substantial door lock. The market’s 
greatest value at.its popular price. 






4” deeper than the regular large size portable oven, 
it accommodates a large roaster or four 10” pie 
tins easily. Made with white porcelain enameled 
door frame only. 


If you haven’t the complete oven and 
cook stove catalog write for it today. 


PERFECTION 


OVE N S Equally Satisfactory on Oil or Gas Stoves 
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This attractive Walden- 
Worcester Display 
Board sells wrenches 
for every dealer who 
hangs it on the wall, or 
on a post in his store. 
And it only requires a 
space of 3’ 9” x 1’, so 
it’s never in the way. 


Displays the 8 
Best Sellers 


Remember these 
wrenches are needed 
by every car owner. 
Think of the prospects 
who visit your store 
every day. 








‘ 


Sells Wrenches for the Dealer 


Why shouldn’t it sell 
them when it displays 
a stock of 40 socket 
wrenches, comprising 
five wrenches each of 
the eight best sellers 
ever made for owners 
of Ford and other cars? 





Every Car Owner 
Is a Prospect 


These tools are the ones 
most needed by them 
for every day general 
home garage service. 





Get one of these “Silent Salesmen” Display Boards—place 
it near your auto accessory stock and you'll soon realize 
what a sales producer it 1s. 


We've brought the cost of this assortment down to a point 
where the dealer can secure it at a very small outlay. There 
is no charge for the Display Board—that is sent free with 


your order. 


As soon as you get one of these Boards you'll begin to 





Incorporated 


General Offices and Factory 


475 Shrewsbury Street 


Worcester, Mass., U. S. A. 


realize what real wrench turnover means. 


WALDEN-WORCESTER 
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1864 SIXTIETH ANNIVERSARY 1924 


SAMSON 
STEEL FISHING RODS 


a LA. a 














All Agate Casting Rod No. BCAA 4 to 6 ft. 


CASTING REELS 





SAMSON 





PRODUCTS OF 


UNION HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
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The Original Policy 
Stull Holds Good 


The basic principles adopted at the 
time of the first patent grant for Coes 
Wrenches 82 years ago have not 
changed. 


Refinements in methods of manufac- 
ture, in material, have kept pace with 
the growth of the wrench trade. 


Increased production has been at- 
tained by expansion rather than by 
slighting of methods of manufacture 
—and low price has never been sought 
at the expense of quality. 





J. C. McCarty & Co., 


Distributed by 
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Coes Steel and Knife- 
Handle Models are 
made in the following 
sizes: 6, 8, 10, 12, 15, 
18 and 21 inch. 


29 Murray St., N. Y. 


John H. Graham & Co., 113 Chambers St., N. Y. 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 


COES WRENCH ‘COMPANY 


“In Business Since 184]1”’ 


Worcester 


Mass. 
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By DP 6 cuadscdeéseosn $2.25 
a AW] wccccccvccccces .30 
Ml ¢en66eu6000 0-00 2.50 
Dee deeep eee occese 1.25 

PEED coeesctecceces .50 

WOME ccceccccccecs 1.50 

1.00 

















EEQUBENGP ccccccccces 

a. EE 0666 6% écees .75 
es BED sc cccceee 1.75 
; Bees WEED weesecceces .25 

BOS BRED ccccccces 2.00 
Jack Plame ......<. 3.75 
; Block Plane ....... 1.50 
4 Putty Bee ccccece .25 
2 Zig-Zig Rule ....... 35 
% Boxwood Rule ...... -20 
e 4%” Auger Bit...... .50 
3 %” Auger Bit...... -50 
: — %” Auger Bit...... .50 
2 - 54” Auger Bit...... .60 
& %” Auger Bit...... 75 
¥ 3° Se Bees cece 1.00 


; %” Wood Chisel.... .90 
; HOUSEHOLD OOLS 4” Wood Chisel.... _95 
248) j %” Wood Chisel.... 1.00 


1” Wood Chisel.... 1.25 
; ; ; 1%” Screw Driver... .15 
are a definite business asset for you. 2%” Serew Driver.. .30 
4” Screw Driver... .35 
4 5” Screw Driver... .40 





They are made for home use. They are fast Slim Taper File..... 
: ; : : Try and Mitre Square 1.00 
4 sellers. They will bring you more action for your Pubisstaiiie Raine 

: money. A short easy line to handle that will turn 7 in Canada 

; quickly because of a constant demand which we 

i are creating for you. 


Advertising in large national consumer publi- 
cations every two weeks insures a speedy move- 
ment of this line through your store at a profit, and 
you get this profit a number of times each year. 


An advertisement of Stanley Four-Square House- 
: hold Tools appears in The Saturday Evening Post 
| of May 10, and The Literary Digest of May 24. 


STANLEY 


NEW BRITAIN, CONN.US.A. 


THE STANLEY WORKS — THE STANLEY RULE & LEVEL PLanT 
Siw YORK - CHIE AGO + SAN FRANCISCO LOB AMGELESE - SEATTLE 

















Each of the 32 tools comprising 
the Stanley Four-Square line is 
individually packaged, marked 
with the name Stanley and the 
Red Four-Square, and retail price- 
tagged. 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 





Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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Make This Test YOURSELF 


An excellent way of testing the relative qualities of tape 
is to hang the two rolls to be compared in some place ex- 
posed to the weather and see how long they remain sticky 


If you try this test with our 
BULL DOG Tape, you will find it 
still usable after months of expo- 
sure to sun and rain. Many other 
tapes exposed for the same period 
become dry and lose the fibrous 
tacky quality so necessary to fric- 
tion tape. 


BULL DOG 
FRICTION TAPE 


Made by BOSTON WOVEN HOSE AND RUBBER COMPANY Cambridge, Mass. 


BULL DOG stays sticky because 
there is plenty of live rubber in 
it. The fabric is specially prepared 
to receive the friction mixture 
before the latter is applied. This 
keeps the friction mixture from 
being absorbed by the fabric 
and drying out. It pays to buy 
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Quality SCREEN DOORS =e and 
WINDOW SCREENS 


Complete Line—With One Source of Supply: 


The Jobber or Dealer selling the Continental 
Line has the advantage of obtaining from the same 
source of supply, Sherwood All-Metal Screens, 
Knock-Down Window Screen Frames, Continental 
Combination Screen and Storm Doors and Fresh 
Air Window Ventilators as well as the Continental 
standard line of Screen Doors and Window Screens. 
CONTINENTAL SHERWOOD 
woul Meee mn cy. 
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FRESH AIR WINDOW VENTILATORS 
PROTECT CURTAINS. DRAPERIES AND FURNISHINGS 
KEEP THEM CLEAN 














CONTINENTAL 
CUSTOM Combination Screen and Storm Doors 
Knock Down 
Window Screen Frames 


The Continental Company alone supplies immediate Shipping Service at the height of the season 
—*Continental’’ stands for—not only Quality and Satisfaction but real Service as well. 
THE CONTINENTAL COMPANY, Detroit, Michigan 
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“T was blind to Elm Street’s possibilities 


until I dug up these interesting facts—”’ 


“T was a doubting Thomas—once! door bell ringing. Then there’s Joe Williams’ 





“Dry Batteries,” I laughed, “there’s just 
about as much profit in them as there is in 
sugar for the grocer. I wouldn’t feature bat- 
teries if I had a window one hundred feet long. 


“Yet in ten short months I changed from 
the-most rabid knocker to the most ardent 
. battery booster in the city. 


“And Elm Street did it. 


“Elm Street —stately, conventional, Elm 
Street. Who'd ever think that the folks on 
Elm Street consumed more batteries in a month 
than I sold in a year. But they did! And if 
you'll take a walk down Elm Street with me 
I can easily prove it, 


“Remember the tall brick house on the 
corner where Ed Wilson lives? Ed buys bat- 
teries three at a time for his radio set, to say 
nothing of the dry cells it takes to keep his 


house next door. That son of Joe’s uses a 
battery every week or so just to run those 
new fangled electrical téys. And speaking of 
good customers—see the little gray house over 
there that Doctor Jennings owns? Doc buys 
a couple of Red Seal Sparkers for his motor 
boat every year, besides one or two for that 
‘flivver’ of his. But why continue the stately 
roll? Practically every house on Elm Street 
uses dry batteries—lots of them. 


“How did I find it out, you ask? That’s 
easy. The jobber’s salesman said that I ought 
to be getting more battery business, so I took 
a little prospecting trip up Elm Street the other 
day and sort of looked at it through a micro- 
scope. I asked a few: questions— made a few 
observations—and soon discovered that what I 
had been passing upas‘poor-diggings’ was really 
a ‘gold mine’—and believe me, from now on I’m 
getting my share of these worth-while profits.” 




















Now! 





—you can reach these Elm Street 
prospects in a direct and simple way 


How often have you said to yourself, “I be- 
lieve I could make real money selling Dry 
Batteries, if only I had the right kind of co- 
operation behind me.”’ 


That is precisely what the Red Seal Mer- 
chandising Plan will do. This plan is not just 
another conventional, law-of-average scheme 
that helps a trifling percentage of dealers every 
year. It is a striking improvement in sales 
cooperation. 


It is so different, in fact, that it will actually 
increase the Dry Battery sales of every dealer 
_ who adopts it. 


The most important step in the plan 
—a good battery 


Search as you may, you cannot find a better 
battery than the Red Seal. From the time the 
raw materials come into our factories until the 
finished batteries are shipped, each tiny step 
in the manufacturing process is checked and 
rechecked. Raw materials are tested; zinc cans 
are examined for leakage; the paper liner is 
thoroughly inspected; each chemical formula 
mixed must come up to our uniform standards; 
every battery must test the same dependable 
amperage; and finally the finished product must 
be aged and retested before shipment is made 
to you. Because of these unusual precautions, 
every Red Seal Battery reaches you in a fresh 





ed Seal 


» THE ALL-PURPOSE BATTERY 


clean carton, powerful in amperage and with a 


remarkably long life. 


The second important factor 
—a profitable turnover 


Some dealers sell as many as 20 complete 
stocks of Red Seal Batteries in a single year. 
Others report 30 turnovers and one aggressive 
dealer writes “During the past twelve months 
I have sold a case of Red Seals every week.” At 
a total investment of slightly over fourteen dol- 
lars this represents a yearly net profit of 500%. 
Red Seals sell rapidly because they are well 
known and because their red cartons are accepted 
without question by consumers everywhere. 


Moreover, you will find that the people who 
come into your store for Red Seals will buy 
other profitable merchandise. Dry batteries are 
an excellent product wjth which to attract new 
customers. 


Unusual Dealer Cooperation 


The Red Seal Merchandising Plan places in 
your hands a series of striking and effective 
window displays, counter racks and other dis- 
play material that enables you to effectively 
reach the battery prospects right in your own 
neighborhood. Residents in Elm Street cannot 
help but see this material when they pass your 
store. And every prospect that sees this sales- 
building material means increased battery and 
other profitable business for you. 














This book is a GOLD MINE 
of useful information 


O the dealer who has been in business for 

years, to the retail salesman who knows, 
and knows that he knows, every secret, trick 
and knack of the trade, this message on Dry 
Batteries is directed. 


Between the covers of this thirty-six page 
book will be found a wonderful aid to retail 
salesmanship — not an elementary lesson in 
salesmanship prepared for an amateur, but a 
specially prepared working plan, studied and 
designed for the dealer to use in his daily 
work. 


And the very first thing the Red Seal Mer- 
chandising Book does is to show you the tre- 
mendous market for dry batteries and how to 
reach it right in your city and in your neighbor- 
hood. So that you can the more intelligently 
sell your goods it next explains each step in the 
manufacturing process. And finally, it shows 







NEW YORK 
ST. LOUIS 


No. 113 Printed in U.S.A. 


you the many useful merchandise-selling-helps 
we place at your disposal. 

This book is not for sale. You could not buy 
a copy at amy price. Yet we will gladly place 
it on your desk absolutely free—and without 
charge —our only request being that when it 
comes you will read it and then see that a// your 
salesmen read it. 


Your part is easy —just put your name and 


address on a postal card and say,“Send me your 


book, ‘How to make more money selling Dry 
Batteries.’”” 

And don’t forget to order Red Seals next 
time you buy dry batteries. Be specific! Write 
“Red Seal—do not substitute’’ on the order.. 
Start at once to get your share of this profita- 
ble business. 


MANHATTAN ELECTRICAL SUPPLY Co., INC. 
17 Park Place, New York City 


ANHATTAN 


ELECTRICAL SUPPLY CO.,INC. 


CHICAGO 
SAN FRANCISCO 
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APCO 


Equipment for Fords 











In Tremendous Demand 


Right NOW! 








All aboard’ for another record- Assortment No. 1 consists of the fol- 
breaking season for APCO Deal- lowing items, carefully packed in in- 
dividual cartons. 


ers! 
With it you get a 24 x 36 inch litho- 
Quota makers, go-getters and live graphed metal display board—FREE. 
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wires are cashing in 61g on APCO é Mai O Mee Bettoin 
Assortment No. 1. 5 No. 138 Horn Buttons 
; : : 3 No. 30 Crank Case Arms 
This consists of a picked selection 1 No. 20 Windshield’ Cleaner 
of the fastest selling of all the fast 2 a 60 Prt 
lling APCO items—at a special 3 No. 12 Glass Oil Gauges ' 
- " <a ne P 5 No. 36 Fan Belt Guides i 
Pore ee 2 No. 40 Dash Oil Gauges ; ‘ 
> tes 10 No. 21 Radius Anti-Rattlers (3 
Consumers Price, $49.45 10 No. 51 Steering Anti-Rattlers i 
Regular Dealer Price, 35.21 4 No. 42 Steering Column Braces ; 
(Black) 
SPECIAL, $30.57 3 No. 4214 Steering Column Braces i 
(Polished) ’ 
or 38% !—_NOW, go to it! 1 No. 11 Rear Wheel Brake. 


“Use "Em Yourself to Sell ’Em” 


APCO MANUFACTURING CO. 
Factory and Main Offices: Providence, Rhode Island 


APCO BRANCHES 


APCO Mfg. Co., 180 North Market St., Chicago, I. Canadian Factory, Apco Canadian Co., Ltd., 3150 Jeanne 
APCO Mfg. Co.. Export Office, 130 West 42d St., New Mance St., Montreal, Canada. 

York City. Southwestern Office, M. L. Martin, 2006%, Commerce 8St., 
APCO Mfg. Co., 2005 E. 15th St., Kansas City, Mo. Dallas, Texas. 


APCO Mfg. Co., 224 Peachtree St., Atlanta, Ga. 
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The complete Simplex 
_ Cord-Set should be on 
your counter. Send for 
special offer. 





handle 


GREEN 
Bakelite fits 
the hand ~ 
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. Nothing like it has ever been seen before. The pveautiful 
moulded handle of green Bakelite—the sturdy Cord-Set with 
the all-steel plug that won’t chip, crack, crumble or break— the 
Ever-Cool Ball Grip—these new, exclusive Simplex features 
make this iron irresistible. Every woman who sees it wants it. 

To dealers, this New Simplex Electric Iron represents a 
selling opportunity of untold value. It will sell not only because 
it is correctly designed and manufactured but because it has an 
appeal tothe eye never before possessed by anyiron at any price. 
Women, everywhere, will wanttoreplace their inferior irons with 
this beautiful New Simplex. And women who have never before 
owned an electric iron will say — “This is the iron I must have.” 


Write for details of special introductory offer. 


SIMPLEX ELECTRIC HEATING COMPANY 


85 Sidney Street, Cambridge, Mass. 
120 West 32nd Street 15 South Desplaines Street 
New York City Chicago, Illinois 
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Reproduced from four- 
color page appearing in 
Architecture 
Arts & Decorations 
Country Life 
Garden Magazine 
House Beautiful 
House & Garden 


in March, 1924 
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PEEPLES APUEPAEEEEOASS 


O act as ‘‘a supplementary traveling salesman” for every dealer who sells 
Russwin Hardware is the mission of the advertisement reproduced here. 


Well fitted in dress and language to win the interest and approval of people 
who appreciate and can afford the best equipment for their homes, the list of 
publications shows how carefully this salesman has been “routed” to reach 
your most likely prospects for Russwin Hardware. 


Russell & Erwin Manufacturing Company 
The American Hardware Corporation, Successor 
New Britain, Connecticut 


New York Chicago San Francisco London 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL, 
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“Have you a tire gauge?” 
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“Sure! we sell ’em” 


**Free-air’’ customers like to 
borrow tire gauges. When the 
next one sings out, “Hey, 
where’s your gauge?” that’s 
your chance to sell a Schrader 
Gauge and make a good profit. 


He wants to use your tire 
gauge because he knowsalready 
that his tires give their full 
service only when he keeps 
the right air pressure in them. 
He realizes that unless he rides 
on correctly inflated tires all 
the time, his tire bills are cer- 
tain to mount up. 


But he won’t always be able 
to borrow a gauge when his 
tires need testing. Some day 
someone is going to sell him a 


gauge. Why not doit yourself? 


Besides the new Schrader 
Balloon Tire Gauge shown 
here, there are two other types 
of Schrader Gauges: the 
straight gauge for regular pas- 
senger car tires and an angle- 
foot gauge for truck tires and 
regular tires on disc and wire 
wheels and wheels with thick 
spokes or large brake drums, 


Get a stock of these three 
Schrader Gauges from your 
supply house. Then let every 
motorist knuw why he should 
buy—not borrow. By doing 
this you do the motorist a real 
service—and boost your own 
profits. 


DEALERS: Send for a supply of free booklets, ‘““Air—the most elusive prisoner,” ror distribution among 
your customers. This booklet is being nationally advertised to motorists. 


A. SCHRADER’S SON, Inc., Brooklyn, N. Y. 
Chicago Toronto London 


Schrader 





Tire Valves . 


akers of Pneumatic Valves Since 1844 


Tire Gauges 








New Schrader Balloon 
Tire Gauge for mea- 
suring air in balloon 
tires. It is graduated 
in 1-lb. units. 
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“— That’s an Amazing Bolt’ 


UST run a nut up on an Empire New Process bolt, 
and then on a gauge, and see if you can feel any dif- 
ference. There isn’t any difference—to speak of. A com- 


The thread of the Empire New Process bolt is built up 
in a new way—by a new kind of tool that has no equal 
for precision. It is so strong that no nut can strip it. 





Empire New Process bolts are available to all who want 
them at the cost of previous Empire bolts! 


parator photograph shows the thread of an Empire New 
Process bolt and the thread of a hardened and ground 
gauge to observe about the same tolerances! 


RUSSELL, BURDSALL & WARD 
BOLT & NUT COMPANY ©® 


PORT CHESTER.N.Y. 


PEMBERWICK,CONN. ~~ CHICAGO - SAN FRANCISCO - 
Makers of Bolts,Nuts and Rivets Since 1845 








ROCK FALLS ,ILL. 
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AMERICAN BRAND 


Screen Wire Cloth 


American Brand Screen Wire Cloth is woven on modern steel power 
looms of wire specially drawn and tempered for the purpose. The com- 
bination of proper equipment, good materials and excellent workman- 
ship, produces cloth of even mesh and good selvage. A rigid inspection 
system is maintained so that nothing that is not first-class leaves the 
mills. All cloth when shipped is wrapped in 90 lb. stock of kraft paper 
with labels on both ends, the labels being reinforced to insure delivery 
in good condition. Each kind of cloth has a different colored label in 
order that each may be easily distinguished. 


American Brand Painted Screen Cloth. Not only the quality of the paint 
mixture, but our methods of application have been improved from year 
to year, and our painted cloth is rec>gnized as second to none in quality. 
A thick elastic non-porous coating of paint is applied to the cloth, and 
there is a good bead where the wires cross, the cloth being dried in the 
paint tower at a very high temperature. 


American Brand Galvanized Cloth. This grade is made of wire Galvan- 
ized before weaving by the hot process. It has a bright finish and so far 
as this particular type of cloth is concerned, there is no better grade pro- 


duced. 
American Brand Galvanoid Cloth is heavily electro-zinc-coated after 


weaving by our modern electric process. After this the cloth receives a 
covering of transparent varnish which is baked on. Being galvanized 
after weaving, the zinc tends to bind the wires together. The attractive 
coating is scientifically applied, and Galvanoid is known for its great 
durability, firmness and attractiveness. 


American Brand Bronze Cloth. The demand for this gradé¢ has grown by 
leaps and bounds because the consumer has recognized its ultimate 
economy. If screens are wired with American Bronze and properly cared 
for, they should last as long as the frames which hold them. American 
Bronze is produced of wire 90% pure Lake Superior Copper and ‘10% 
non-corrosive alloy. It is made in two colors, bright and antique. On 
account of its greater durability and firmness, it is superior to so-called 
pure copper grades which can usually be purchased at a lower price. 
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AMERICAN WIRE FABRICS CORPORATION 


SUBSIDIARY OF 
WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 So. LaSalle Street, Chicago 


BUFFALO PHILADELPHIA SAN FRANCISCO 
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A RECISTERED TRADE NAME 
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POWER PUMPS 


—~FOR GENERAL SERVICE 


HIS type of pump has proved an unusually good 

seller because of its broad general use, economy 
of operation, simplicity, durability and power. Complicated 
parts have been entirely eliminated so that installation can 
be made without the help of an expert. 


SELF-OILING—This is of particular interest to buyers. Working 
parts of the MYERS are completely covered and constantly bathed in 
oil. Never any repair bills due to lack of lubrication—the MYERS 
takes care of itself and therefore gives longer and more satisfactory 
service at a minimum cost. 


The entire Myers line has been tested, proved. Known to the 
trade for over fifty years. Write today for the Myers Catalog. 


SELF- “OILING 


"SILENT 
SURE 
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THE F.E.MYERS¢é BRO. CP /ron over riety years oF 
ASHLAND, OHIO. Ais roos boon HANGS 
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The Electric Cleaner That 


Gets ALL the Dirt by Air Alone 


ROYA 


Users Help Sell Them 


“I receive more enthusiastic com- 
ment from owners of Royal 
Cleaners than from users of any 
other electrical appliances sold 
on our floors,” writes the 
Appliance Manager of a large 
Central Station (name on re- 
quest.) Continuing he says— 


“We sold 220 Royals last year, 


and I never heard a customer 
complain. We expect to sell 400 
Royal Cleaners this year.” 


we already have. 


Manufactured in Canada by 
CONTINENTAL ELECTRIC CO., LTD.,. 
Toronto, Ontario 


It is this absolute satisfaction 
with the Royal which makes it 
easy to sellthem. Over half of 
all Royal sales can be directly 
traced to the voluntary endorse- 
ment of enthusiastic, satisfied 
owners who tell their friends, 
“Don’t buy any other cleaner 
than Royal.” 


Isn’t that the sort of machine 
you want to handle? 


Territory Open 





Talk to our dealers and they will tell you, “I like the Royal 
policies.” That is because we believe in making dealers instead 
of making only sales. The increased output of Royals dur- 
ing the past two years has not been due to our getting many 
new dealers—it is the result of increasing the business of dealers 


Due to enlarged manufacturing facilities, we cam now give 
you the same Royal service and sales co-operation. 


Writeus. Now is the time to“cashin” on Royal Cleaner sales. 


The P. A. Geier Company 


540 East 105th St., Cleveland, Ohio 
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15 Shot 
Repeater 
$12.00 





HARDWARE AGE April 10, 1924 


Sell the Rifle That Boys Are Demanding 


VERY live dealer knows the value of getting behind 

and pushing the item that is being widely advertised. 
Here is the most sensational rifle campaign to boys that has 
ever been placed before the trade. 





In the first place, the rifle itself is sensational in price and 
value. Think of a modern 22 calibre repeating rifle, 15 shots 
pump action, for $12.00. Never before has such a rifle at such 
a price been placed before the boys of America. 


The story of this new rifle is being told in strong, compelling 
space in all the principal boys’ magazines. Over ten million 
boys are getting this message not once but many times, 
straight through the year. 


Hamilton Rifles have long been known as the lowest-priced 
dependable hunting rifle for boys on the market. The famous 
Hamilton single shot models for $3.00 and $3.50 cannot be 
beat for value; now that we have added the Hamilton Re- 
peater to this famous line, we have given the live dealer a 
splendid opportunity for quick sales and larger. profits. 


Get behind this big campaign. Display Hamilton rifles, all 
models, in your window, and see the sales double up. 


If your stock is low order from your jobber today. 
Descriptive circular and prices sent on request. 


C. J. HAMILTON & SON 
321 Hamilton St., PLYMOUTH, MICHIGAN 








Hamilton 
Single Shot 
$3.00 and 
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Your “Turnover” 


and 


Our 135 “KIDDIE” Ve- 
hicle Distributing Centers 








There are 135 specially appointed Wholesale Dis- 
tributors in the United States, taking in “Kiddie 
Kars” and “Kiddie” Vehicles in car lots. 


These strategically located distributing centers 
link the H. C. White Company and the dealer to- 
gether in a national service on a more extensive scale 
than offered by any other line of Juvenile Vehicles 
in the country. 


This network of “KIDDIE” Vehicle centers, scat- 
tered throughout the country, makes available to 
dealers at all times substantial stocks which are 
quickly available as occasion demands. 








The vital problem of rapid turnover is adequately 
solved for dealers through the co-operation of these 
135 distributing points. 





Many of the largest department stores of the coun- 
try are getting a turnover of six to eight times a year 
in the “KIDDIE” Vehicle Line. A product of large 
national demand, offering to dealers a liberal margin 
of profit, is doubly profitable when the means of rapid 
turnover are also available. 


Get in touch with one of the 135 wholesale dis- 
tributors most conveniently located for you. Names 
of those nearest you furnished on request. 


H. C. WHITE COMPANY, North Bennington, Vt. 


““KIDDIE- KAR”? and ‘‘KIDDIE’’ Vehicles 


TRADD MAREK TRADE MAREK 


New York Sales Office—Fifth Avenue Building 
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This remarkable new Skate 
meets with astonishing success 


Dealers find new patented Skate 
offers tremendous sales advantage 


LUMO is a brand new skate. There is no 
other skate like it in the world. And there 
cannot be, because the features which make 
Alumos superior are patented and fully pro- 
tected in every important country in the 
world where ice skating is enjoyed. 


Alumo Skates are made and sold by a thor- 
oughly reliable company—the same people 
who control the patents of Kryptok Glasses, 


with which they have made one of the out- 
standing merchandising successes of the past 
ten years. 


The features which make Alumo Skates 
superior are welcomed by skaters everywhere. 
As has always been the case with new, pat- 
ented articles of great merit, dealers are 
realizing an excellent sales opportunity in 
Alumos. 


Points of superiority that build 
up sales 


Alumos are different—an entirely new 


l. type of skate, designed and built on an 


2. 


entirely new principle. The fine steel 
runner and aluminum body are insepar- 
ably molded together in one operation. 


Alumos are light in weight—the only 
aluminum skate. Markedly reduce 
weight on skater’s feet, making skating 
easier, faster and less tiring. Made of 
aluminum alloy that will not rust and 
takes a permanent finish. 


terial and extremely accurate patented 
construction. 


4 Alumos are durable—no rivets or joints 
¢ to collect rust, loosen or come apart. 


Alumos are fast—scientifically design- 
ed to give greater speed. 


ai 


Alumo Skates are sold only on Alumo 
Skating Shoes—Alumo Skating Shoes, 
stylishly cut on original patterns, are 
made on lasts formed to fit exactly the 


curvature of the scientifically shaped 
heel and sole plates of Alumo Skates. 
A combination wonderfully comfort- 
able and heretofore unobtainable. 


Alumos are strong—practically indes- 
« tructible, because of the selected ma- 













Alumo Skates riveted to 
Alumo Skating Shoes are 
made for men and women. 
Models: Racing, Hockey 
and Arena. Finishes: 
Polished and Satin. 


Alumos are advertised. Well-planned 
advertising is run at the height of the 
selling season to reach consumers. 


7. 





| Send for catalog 


Hundreds of dealers already know the pos- 
sibilities for profit in Alumo Skates. They 
have made money with them. So can you. 
Get complete information for yourself. 
Ask your jobber about Alumos or write 
direct to us today for a catalog. This puts 
you under no obligations to buy. The 
catalog will be sent to you by return mail, 
postage paid. 





INTERNATIONAL DEVELOPMENT CoO. 
Sole Owners of Alumo Skate Patents 


Arena Model ALUMO Skate, satin finish, on Malden, Mass. 


man’s ALUMO skating shoe 


Alumo SKates 
and Skating Shoes 
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Janesville 


for Spring Business 





OW that the coaster roads are 
open again, hardware retail- 














Whos e Birthday ers will soon be called upon by 

Is this Month? delegations of small boys and their 

HAT a corker of a birthday dads to view Janesville Wagons, 
ae San Se See Scoots, Skudders and the like. 


Bearing Coaster Wagon makes! 
As soon as it appears on the | 


block, it attracts as much atten- | Spot deliveries are demanded— have 
tion as a new car in the family. 

It’s fast enough to make things you got yours? 
easy in a race and strong enough 
for even the heaviest loads on 
Mother’s ‘‘special errands.’’ 


Get Dad to look at one in the Janesville Products Co. 


hardware store next time you J ille. Wi P 
happen around that way. The anesvilie, sconsin 


rest is easy! 


Mfrs. of a full line of ball and roller bearing 
vehicles for children from 6 to 16. 


Janesville Products Co. 
Janesville, Wis. 
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HE protection of the justly earned reputation 


for superiority of Smith and Wesson lies in the 


! 


quality of each arm. For seventy-one years each 
SUPERIOR revolver has added to the reputation and 
prestige of its maker for dependable craftsmanship. 
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SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


| Hi » 


SPRINGFIELD 
MASSACHUSETTS 
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Catalogue sent on request. Address Department N 
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No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 
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SMITH & WESSON, SPRINGFIELD, MASS. 


HHH 
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Western Representative: 


= Andrew Carrigan Company, Rialto Bldg. , San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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The Greatest Achievement, 
in Miniature Electric 
Train Engineering ~~ 

The Lionel Automatic Train Control 


HE simplest and most amazing accessory ever invented. 

Place it at any desired spot in the track formation. The train ap- 
proaches! The red signal light shows vividly! Thetrain stops! It’s absolutely 
automatic. After an interval of from 2 to 30 seconds the red signal light turns 
to green. Line’s clear! All aboard! The train is on its way again. 

Can you imagine anything more realistic? Is there anything in the world 
that will increase your sales of Electric Trains more than this marvelous acces- 
sory? The Lionel Automatic Train Control will.delight the heart of every boy. 

Its action is absolutely automatic and positive —the length of the interval 
between stopping. and starting is fixed before the train is set in motion—after 
that it functions continuously and does not require any attention on the part 
of the operator.//, |: 
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ou) ‘ant to draw the crowds to'your show window or store 
be sure to dofig@iSttate this wonder-working device. It surpasses anything 
“pic duced i in the way of a miniature electric train accessory. 

+o a] to introduce the newest and most desirable features 

ao in miniature electric train engineering. Just such 
= -¢reations as the Lionel Train Control have given 
===. Lionel the leadership it has enjoyed since 1900. 
WSS. Never content: with the ordinary “toy” eles ctrig 
“~~, ‘train, Lionel has won the _approyal-of the x whol 
country by making trains that are one 1odels ie * 
the great electric engines so univer ye 
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- Lior el Trains will be on exis 
- the Hotel La Salle, Chicago, duet : 
\ the Toy Fair from April 6th. to 
April 19th. 


b The LIONEL CORPORATION |: 


48-52 East 21st Street, New York City 


Western Coast Representative 
M.Sweyd, 180 New Montgomery Street, San Francisco, Cal. 


—— = 
&Maltivolt Transfarmers 
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Vacationists Know This Famous 
Outdoor Furniture 


VERY seasoned camper and tourist has heard 

good things about Gold Medal Folding Furniture. 

For over 32 years it has been accepted as the 
leader in quality and value. 


The makers of Gold Medal have developed a line 
that is ideal for all outdoor use. It is both sturdy and 
attractive; yet it can be packed and carried easily, for 
it folds to compact size and is surprisingly light, con- 
sidering its strength. 


Last year thousands found genuine comfort in dwell- 
ing in the open because of Gold Medal. This year the 
demand will be greater than ever. Will you be ready 
to supply your customers’ needs? 


An effective national advertising campaign headed by 
the Saturday Evening Post will bring the public to 
Gold Medal Dealers to buy. Along with this we have 
developed a plan of sales and merchandising helps that 
keeps your stock turning over throughout the season. 
Read this letter from a successful merchant. It will 


give you an idea of the possibilities in handling Gold 
Medal. 


The Gold Medal Camp Furniture Mfg. Co. 
Racine, Wisconsin 


Gentlemen: 


After selling and using your furniture for twenty-two 
years, I have found it not only practical in merchandis- 
ing, but most satisfactory in actual use. 

The price of good merchandise is not always con- 
sidered, as proven in the case of one of my customers, 
who, when travelling in South Africa, purchased ~ 
camp cot for thirty-five dollars and after setting it u 
for the night, discovered the name on the frame “Gold 
are a Furniture Mfg. Co., Racine, Wisconsin, 

I think your complete success has been based on 
close application, prompt shipments, and willingness 
to co-operate.” 


(This dealer’s name and address 
furnished upon request) 
Write us now, without delay, and let us give you full 
particulars about plans to multiply your sales of out. 
door furniture. 


GOLD MEDAL CAMP FURNITURE MFG. CO. 


1706 Packard Avenue 





‘GOLD MEDAL 


Racine, Wisconsin 





TRADE MARK REG. 


FOLDING FURNITURE 


For 32 Years the Recognized Standard 
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~The New 
Liberty Twin 


39 


Our Challenge 
to other builders to 
follow us through 
weeds, shallows and 
over sunken obstruc- 
tions has never been 
accepted and still 
stands 

















Handle the Motor That 
Leading Dealers Sell 


The success of leading merchants is based very largely on the careful 
selection of the products they handle. Wanamaker’s of Philadelphia, 
Macy’s of New York, Belknap Hardware Co. of Louisville, Von Len- 
gerke & Antoine of Chicago, Van Camp Hardware & Iron Co. of 
Indianapolis—all represent outstanding successes in their respective 
centers. They are careful buyers and select the products they sell 
only after the most careful investigation of various makes. All of 
these, and thousands of other highly successful dealers, handle the 





They were not slow to recognize its outstanding selling features. They readily 
appreciated the correctness of the Liberty Direct Drive principle. Tested by 
thousands of users over a period of four years, it has proven its superiority over all 
vertical and so-called “‘tilting’”’ motors. Drives any boat through thickest weeds, 
shallowest water and over hidden obstructions that would wreck any other motor. 


And note these additional advantages: 


Has Bosch Magneto 


Standard the world over on high-class motors. 
Mounted on a special rocking cradle, designed by 
Caille and Bosch engineers, it gives a uniformly 
hot spark at all speeds. 


Zenith Carburetor 


Specially designed for the Caille Liberty Twin. 
Operates automatically at all speeds without any 
adjustment whatever. No needle valves to fool 
with. Proper mixture of gas is always assured. 


Motorcycle Control 


Simply turning the grip on the steering handle 
adjusts the timing of the hot Bosch spark and 
controls the speed of the motor. Pressing button 
on end of steering handle stops motor. The easiest 
operated motor in the world. 


Easiest Motor to Carry 


The telescoping shaft can be quickly detached to 
facilitate carrying. Motor comes in chest having 
convenient handles. Can be shipped anywhere 
or carried on running board of car. 
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Easiest Selling 
Motor You 


Ever Handled 
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The Single Liberty 
Same principle as the Twin 
but having only one cyl- 
inder. Just the motor for 
those wanting a high-grade 


engine at a moderate 
price. 



















Handle the Entire Caille Line 


Provides a motor to meet every purse and every fancy as regards types. But you'll find the 
Caille Liberty Twin will be your leader by a wide margin. Good territory is going fast. 
Hundreds of dealers are accepting the liberal Caille Agency proposition for 1924. Don’t 
delay. Send for discounts and your territory rights now. Use the coupon. 

THE CAILLE PERFECTION MOTOR CO., 6236 2nd Boulevard, Detroit, Mich. 
See our exhibit at the Outdoor Life Exposition, Coliseum, Chicago, May 12th to 17th 


CAILLE 


PRONOUNCED ‘*CAIL’’ 


Rowboat Motors 











The Caille Perfection Motor Co. 
6236 2nd Boulevard, Detroit, Mich. 


Gentlemen: Please send me complete details 
on your Caille Liberty Twin motor and dealer 
discounts. 


Firm Name 
Address. 
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Have you previously sold 





What territory desired ?... 
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WARNING 


The Tackle Trade is hereby notitied 
that PORK RIND STRIPS are being 
offered for sale in a similar package to 
what we have been using exclusively 


since 19138. 


This stuff is not adapted to be used on 
Al. Foss Pork Rind Lures, and owing to 
the bottle and cap being identical to the 
ones containing the genuine AL. FOSS 
PORK RIND STRIPS, much confusion . 
will be caused to you and to your cus- 
tomers if you handle it. - 








We are making an appeal to the courts 
to restrain this unfair practice. 


AL. FOSS 
Columbus Road 
Cleveland, Ohio 
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*Raise the Kiddies o 


APRIL, CHICAGO TOY FAIR 
én & & Wheels 4 A 


See Us at Hotel Morrison 





JUVENILE— JUVENILE— 
Automobiles Coaster Wagons 
Velocipedes Steel Express Wagons 
Scooters Tricycles 

Pedal Cars Doll Cabs 

Hand Cars 


Baby Carriages 


SALES ROOMS: 





















ee i c ce: Pompei 
ouls Wo o., No. 4592 N t model. ; w 
268 4th Ave. Real- motor - nelee ‘hear onde ya — Baker & Bennett, 


e hood. 
(Patent applied for.) Exclusive Alemite 873 Broadway. 
Jr. lubricating system. Balloon tires. 
Denver: Great 
Western Mercan- 


tile Company, 325 


Chicago: During 
April. Toy Market 
at Hotel Morrison. 


ont Charles Building. 

os + arv > 

78 Sheosianan U2. San Francisco: 

Balti Pacific Sales Co., 
altimore: 


“s : 718 Mission St. 
Frank Wissig, 737 ie ‘ 
Lombard St., W. 












Experience is the breeding 
ground of new ideas. Organiza- 
tion makes possible their quick 
development. 55 years—the com- 
bined experience of the Diemer 
Brothers; and the big American 
organization keeps them all saying 


‘“‘what will the Diemer Brothers spring 
next ?’’ 


The American Line is the profitable line to 
handle. Ask your jobber or write direct. 








J Pre op President 


” THREE "FACTORIE! ¢. TOLEDO, OHI “OHIO, U. S. A. 
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q— the Lucky Dog Kind, 


lhe Base Ball 


ge Season 
1s Here/ 


BARE YOU PREPARED? 
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‘HE things that sell are the 
things that are used by the 
men who know. Eighty per 

cent of.all players in the big leagues 
are using LUCKY DOG GLOVES 
AND MITTS and every man is a 
hero to hundreds of boys somewhere. 
If you are not handling this line of 
SPORTING GOODS, you are not 
giving yourself a fair chance at the 
trade that is rightfully yours. It is 
time to look over your stock and 
see the empty places. You can't sell 
goods unless you have them. 


The D. & M. Line for 1924 is Bigger and Better than ever — Get your dealer information 
from your jobber or direct from us. New catalog and dealers’ 
price list is yours for the asking. 












D. & M. No. 710 
This mitt was designed and is used regularly by WALLY SCHANG 





YOU CAN TEACH A 


The Draper-Maynard Co. PARROT TO SAY 
—— PLYMOUTH, NH.U.S.A.. 


BUT HE WON’T 
KNOW WHAT HE’S 
CuRLEY-BATES COMPANY 
45 SECOND ST., SAN FRANCISCO 


TALKING ABOUT 
Pacific COAST REPRESENTATIVES 
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31,015,805 Salesmen 


Saturday Evening Rst 
Literary Digest 
American Magazine 
National Geographic 
Field and Stream 



















Kampkook advertising is 
producing thousands of in- 
quiries. Your name on a 
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By ( 
nae: stal stating that you sell 
ah ae ampkooks will bring you 
£¥ the inquiries from your trade 


territory and information on 
how you can tie up directly 
with this publicity. Also 
window displays, imprinted 
folders, etc. 





bs % 
reg Pay es P ¢ ee 
Ri ee oe oe So 2k 
Se eae 


.  Kampkook Features 


A MPKOOK advertising, like Kampkook itself dom- 1. Detachable tank (patented), a 
inates the field. 1924 advertising in Nofunnel required. 


leading publications, more than 31,000,000 big attention com- 2 Permanently attached folding 


pelling announcements are bringing the Kampkook message to every Wenew m0¢ fet wee. 
3. All parts packed inside case 





motor camper and prospective camper. This tremendous publicity when stove is not in use. No 
° ° detached parts to lose, no pro- 
program is producing unprecedented results for Kampkook dealers. jecting parts to break. 


4. Large capacity tank, holds 
sufficient fuel for several hours. 


Kampkook is now, as it has always been, America’s most popular camp Tank never gets hot. 
stove. ‘l'wenty-eight years of experience has produced Kampkook with 5. Ring type burner produces well 


spread uniform flame. 


its reputation for dependability which has made it the choice of more scorching in center. 
; " ly lighted, 
campers than all other camp stoves combined. * Saale lee’ for’ andimaad 
burners. 


Burners regulated separately 


Have you seen the 1924 Kampkook? It offers every live dealer a sure- 7 SP Situitancously to any size 
fire profit opportunity. Four sizes, one to meet the exact needs of every en 


8. Extremely simple to operate. : 


protects fire under all weather 
conditions and permits use of 


customer. Order from any leading jobber, you take no chances with No delicate adjustments, al-_ 
ways ° 
Kamp kook. 9. Adjustable folding wind shield 


large utensils. 


American Gas Machine Company, Inc. 10. Gas tip = gp oe Se ma cleaned 


of = —— -—~ satus 4 timy 
Albert Lea, Minn. | New York, N. Y. be» alla agmengones. Siipamapatagereapd 
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Hunting 
4’ Clothes with 
Unusual Features 


Unusual features help give one 
product a sales advantage over an- 
other. And products with unusual 





features in turn help create a pref- 
erence in the public mind for the 
store that handles them. 
ample: 


Hunting Coats with 


Blood Proof Game 
Pocket 


For ex- 








Gem Hunting Coats allow no blood to 
seep through the game pocket to stain or 
rot the coat and other clothing. This fea- 
ture also insures the sportsman against the 
unpleasantness of smeary, blood stained 
clothing. 


Both Waterproof 
and Standard Coats 


Inquire About These Also: 


Laced Breeches, reinforced seat and front. 
Long Trousers, reinforced seat and front. 
Shell Vests. 

Caps. 

Trap Shooter’s Jackets 

Flannel Shirts 


If our salesman does not call on you, write 


us direct. 
THE GEM SHIRT CO. 
Dayton, Ohio 


316 Perry St. 
Manufacturers and Patentees 
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AGE 





April 10, 1924 


The seed 19 24 
BUHRAE 


1d BURR-KEY 


( )UICK sales of golfing equipment depend on the 
~~ power of the merchandise to sell itself. The new 


model Burr-Key Golf Bag — 


Equipped with the IMPROVED BURR-KEY 
Adjustable Handle and Metal Top 


— needs little or no sales-talk from you. Every golfer 
recognizes the tremendous advantages of its muscle- 
Saving, fatigue-preventing qualities. 

Other exclusive Burr-Key features are the Metal 
Bottom, Locked Pocket, Towel Clip, New Shoulder- 
Strap Fastener and Partition Arrangement. Write 
te) mer. be- 10) “ae belemeatlimmes-taatebirta- 


For Sale by Dealers Only 
Backed by National Advertising Campaign 


R. H. BUHRKE CO. 


1238-1250 Fullerton Avenue - Chicago 


New York Office and Showroom: 258 Broadway 


WOE Ti LULE taal i aati OF ict tot eh Me alee: ce lollies tact tale! mane 


OliF ke Mc tsl lias Lee Gsles.1c i bale Ma Mlalaliala 
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The New “American Flyer” 
Window or Store Display 





An interest compelling and sales making Display in natural 
colors—5 feet by 3 feet—complete with Train, Equipment, 
Accessories and Transformer. 


Supplied at Cost to Dealers 








The entire Display is shipped in a special case and can be set up 
all ready to run in five minutes. 


This Display will pay for itself in increased sales and can be 
sold at a good profit after you are through with it as a window 
or store display piece. 


Get one early for use in your Summer 
Displays of the “American Flyer” 
Backyard Railroads 


Write for the “1924 Backyard Railroad Program” 


American Flyer Mfg. Co. 


2219-39 South Halsted Street 
New York Office—Fifth Avenue Building 
General Distributors—“STRUCTO” Hoisting Toys and Autos 


Chicago, Ill. 











es SE RS 2 
NYP LG RTE 


a — 
Ser aa cs re 
OTB Dn 
a he ee me ¢ 
oe ee Medes Syme 


Ra 2 SRS. 
HE Spy 


a '™ 























See them at 
Chicago 
Toy Fair 

March 31st 

to cApril 19th 


Built larger and 

stronger at a spe- 

cial low price. 

Coversthe 

field be- 

tween a 

playwagon- 
" andaregu- 

lar coaster 

wagon. 


There are no slow sellers in this line. 
Every item retains its position only 
through its quick salability. Each has 
been carefully checked and proven for 
two purposes—first, that dealers will 
make the most rapid turnover on their 
stock, and second, that we could so or- 
ganize our manufacturing facilities to 
build each item in such large lots that 
we can make better toys to sell at fa- 
vorable prices. 


Write for our new four-color catalogue. Note 
our new assortment policy which permits a 
full Toddler line to suit every dealer’s market. 
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30 2 Indiana St., Oshkosh, Wisconsin 


Gou_p MANUFACTURING Co. | 





—————, 
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Approved By Uncle Sam 


For more than 20 years the crack shots of thé 
U. S. Army, Navy, Marine Corps and the Na- 
tional Rifle Association have been using Hoppe’s. 


They know it is the one reliable cleaning prep- 
aration for firearms—recommended in the U. S. 
Small Arms Firing Manual. 


Has No Substitute 


Sell Hoppe’s to your shooting custom- 
ers. Today, as always, the shooter’s 
best friend for gun cleaning. Removes 
all acid residue, metal fouling and lead- 
ing, and prevents rust. There is no 
“just as good” or “same thing” substi- 
tute for it. 


Your jobber has it. Write us for free 
Dealer Helps. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 
2314-H N. 8th Street Philadelphia, Pa. 
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Six wagons in floor space of two on a 
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Order one to-day—tTry it for 30 days. 
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Rack. Note how each and every part of each is 





This No. 30—1'% square tubing—dull nickel plate— 
56” high, 36” wide, 36” deep—adjustable horizontal- 
ly and vertically to fit any make or size wagons. 
Price only $33.00 net each—-will save $54.00 in rent. 
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Heavy tires of the best 
the RED DISC around the hub—IT’S THE TRADE MARK. KoKoMo 
Skates are made in boys’ and girls’ regular models, Junior model 
for the little children, and a Cycle model (two wheeler)—all in 
both steel tread and rubber tired wheels. 


KoKoMos will 
increase YOUR 


skate business @ 


KoKoMo Skates with their self-contained ball 
bearing wheels, truss frame construction and 
‘‘rocking chair’’ movement will increase any 
merchant’s skate sales. Ask your jobber for the 
KoKoMo Rubber Tired Skate. It will prove the 
biggest seller in your stock. 





It’s smooth and silent and easy running—it can be used indoors as 


de of rubber. Look for 


Ask your jobber. 


KOKOMO STAMPED METAL CO., Kokomo, Ind. 
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$12.50 and $15.00 


~The Final Standard 


HE coin that rings on the counter is good. 
Likewise, you sense power in your automo- 
bile when its “bark” is quick and sharp. 


Similar ear wisdom used to be the test in 
separating the worth while from the mediocre in 
bait-casting reels. A fine one ran very freely 
and quietly when spun with the fingers. 


But times were changing for reels. Study and 
experiment found room for improvement. They 






The “Okeh” 


retail 


disclosed that the supposedly perfect fixed-spool 
bait-casting reel developed more than enough 
momentum, and thus caused backlashing. 


Some years ago the Meisselbach free spool was 
brought out, with which the handle and gears 
automatically remained idle in casting. There 
began the wane of spin-and-listen. 


Today the Meisselbach “Okeh” Free Spool 
Level Winding Reel sets the final standard—ac- 
cepted everywhere—on the only reliable basis: 
ease of casting. 


For complete catalogue and a copy of the new 
“Okeh” Bite Book, send us your jobber’s name. 


A. F. Meisselbach Mfg. Co., Inc. 


Fishing Reels of Quality 


for more than 35 years 


25 West 45th Street New York City 


Meisselbach 
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A greater 
Shotgun range! 


Your Customers Can Get It in Peters High 
Velocity Shot Shells 


Given their first real test. last Fall, Peters “High 
Velocity” loads actually surprised experienced shooters 
with their unusual Long Range and Hard Hitting 
qualities. These shells are loaded only with standard 
guaranteed powders and because of the high quality 
construction of Peters shells, plus the exclusive 
Peters method of uniform loading, the highest eff- 
ciency of the load is developed, resulting in highest 
velocity—extreme long range and penetration. 


By all means include these “High Velocity” loads when 
ordering your stock for Fall—your customers will be 
sure to ask for them. 


The PETERS CARTRIDGE COMPANY 
Dept. A-22 


Cincinnati New York San Francisco 
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BURKE'S 
PEERAGE 











6¢J | NEASY lies the 
head that wears a 
crown’ —yet in this case 
the continued Burke 
leadership as makers of 
fine golf clubs has re- 
sulted simply in making 
competitors uneasy. 






The Golfrite 
Driver 


And to hardware merchants 
who have given Burke golf 
products the proper inside- 
the-store selling support it 
has resulted in rapid turn- 
over, clean stock, and equal 


The Golfrite 
Mid-Iron 












profit. 
The new line of Burke 
Golfrite Clubs—woods and 
The Golfrite irons —constitute Burke’s 
— Peerage. These are the 


best that expert skill can 
produce—clubs designed of 
equal balance, assembled 
from specially hand-forged 
steel heads, and the finest 
selected hickory shafts. 





Whether a beginner or an 
advanced player, the golfer 
readily appreciates the 
extra value in this line. 


If you are not yet offering Burke 


Golfrites to your customers, write 
for prices and other information. 


BURKE 


“WBS ‘BAGS - BAL 











THE BURKE GOLF CO., NEWARK, OHIO 
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Sell Home Protection 
~It Pays 


HENEVER we run across a dealer 
who says there isn’t big enough 
profit in fire arms, we usually find 
that he either hasn’t any in stock 
or if he has, he keeps them out of sight. 
You couldn’t sell bread during a famine 
under such conditions. Let us offer you 
a few profit pointers in selling fire arms. 
First of all, you don’t need to tie up a lot 
of money in COLTS; one or two models 
to start with will meet most consumers’ 
needs. Display your stock attractively 
and continuously. Put a few snappy 
show cards around the merchandise. 


TALK HOME PROTECTION — the 
Colt Company is doing this in its 
present national advertising campaign. 
Feature this topic on your show cards. 
When people come in to buy padlocks, 
Window guards, spare-tire locks and 
safety devices of all kinds, talk COLT 
SECURITY. Play up Home Defense 
— loved ones and property — in your 
local newspaper advertising. You can’t 
exaggerate about Colt SAFETY to 
hesitant buyers. We will give you more 
selling points next month. Meanwhile. 
remember that every time you sell < 
COLT, your unit of profit is compara 
tively big. How’s your stock? 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn. 


OLT'S 


Phil Br Bekanet RoPnee Market St. 
THE ARM OF LAW AND ORDER 


an Francisco, Cali 


P.S. Auto season in full blast. Every- 
body who runs a car should carry 
a Colt for PROTECTION. 
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= Poultry 


- Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 

Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 


complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satistied Dissatisfied 
Customers Customers 
are an are a 


WU a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 
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Sell Good 


It takes just as many 
posts and as much labor to 
build a cheap, skimpy fence 
as it does a good one. Good 
fence permits the farmer to 
rotate crops scientificially 
and raise better live stock. 
Our fences are constructed 
honestly and of full gauge 
wires, heavily galvanized; 
this gives the customer com- 
plete satisfaction when buy- 
ing our fence and he feels 
that a safe and profitable 
investment has been made. 


The advertisement repro- 
duced on the right will be 
read by farmers all over the 
country. It is taken into 
farm homes by four and a 
half million copies of farm 
papers. Our advertising of 
fence reaches almost every 
farm owner in your county. 


You can get more fence 
business and increase other 
sales in your store by han- 
dling our brands and joining 
us in our progressive plan to 
increase the use of good 
fences in your community. 
Our plan also includes ad- 
vantageous purchasing of all 
your wire needs, such as 
barbed wire, nails, gates, 
steel posts, etc. Write us 
for full infcrmation, or, if 
you wish, we will have our 
salesman call. 


























Fence 




















One of the greatest needs on the farm today is the inclosing of 


fields with good wire fences, permitting scientific crop rotation and 
better stock raising. Good fences are always an investment. 


‘Columbia’ 


HINGE-JOINT 


Fence 


—is made with the “Columbia” Hinge-Joint that grips with grit, 
forming strong, flexible stays from top to bottom of the fence. 
“‘Columbia” Fence is made of full gauge wires, heavily galvanized. 
It is an effective fence that gives long and satisfactory service. 
Made in standard farm and poultry styles. 


— Pittsburgh Perfect’ 





STIFF = STAY 


Fence 


—is one of the most widely used stiff-stay fences on the market. 
The full length stay wires are inseparably welded to the line wires 
by the electric welding process which we have perfected by more 
than twenty years of manufacturing experience. “Pittsburgh 
Perfect”? Fence is strong and durable- made in many farm, poultry 
and lawn styles. 














A Protected Lawn 


Ar attractive “Pittsburgh Perfect’? Lawn 
Fence not only contributes to the beauty 
of the lawn, but effectively keeps out 
chickens and all farm animals. You can 
have a nice lawn with grass and flowers, 
making an enjoyable home setting and 
a safe place for children to play. 














There’s a “Pittsburgh Perfect” or “Columbia” Fence that exactly 
suits your needs. See your dealer, if he does not have these fences 
write us and we'll see that you are supplied. Our Good Fence Cat- 
alogues sent free. 


Pittsburgh Steel Company 


700 Union Trust Building, Pittsburgh, Pa. 
New York Chicago Memphis Dallas San Francisco 









PITTSBURGH STEEL COMPANY 


NEW YORK CHICAGO 


MEMPHIS 


Pittsburgh, Pa..- 


SAN FRANCISCO 


DALLAS 
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A Big Idea—A Big Ideal 


The warm-air method is the big idea in 
heating today. Health authorities and air- 
conditioning engineers have long realized 
that it is the most healthful as well as the 
most efficient and economical method. 
Now architects, builders and home owners 
are agreeing. 

Sunbeam has had a big part in bringing 
this popular conviction about—first, by 
perfecting the principle of warm-air heating 
in the Sunbeam System; second, by selling 
this principle with nation-wide advertising. 
Today, thousands of homes are already 
equipped with Sunbeam Warm-Air Heat- 
ing, and Sunbeam dealers are reaping 
daily profits. 


HARDWARE AGE 





To meet the demand for correct warm- 
air heating, the Sunbeam organization has 
produced a furnace in which quality is 
evident in every part, at a price that gives 
it a universal appeal. 

Sunbeam castings are an indication of 
the high quality of this furnace. They 
are made of special ‘‘SSunbeametal,”’ an 
iron of unusual strength and lasting power, 
developed in the Sunbeam Thermal Re- 
search Laboratories. 

The whole story is contained in the Sun- 
beam Proposition — a dealer plan that is 
right now making money for hundreds of 
other dealers and can make money for you. 
Send for it today. 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 


Largest Makers of Heating Equipment 
Boston Atlanta Cleveland Chicago Denver San Francisco 









WARM-AIR HEATIN 
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Registered 
Trade Mark 





You know the Old Adage: 


“Genius ts the capacity for taking infinite 
pains, and success 1s the result of attention 
to little things’’—but 


Do You Know— 


THAT “ATLAS” PRODUCTS are scientifically 
designed for the purpose for which they are to be 
used ; 


THAT THERE ARE OFTEN from 15% to 40% 
more tacks in a package of the same weight than 
are found in those of other makes; 


THAT WHEN A JOBBER buys an inferior grade 
he does it because of the slight advantage in price, 
which he does not pass on to the consumer; and— 


THAT “ATLAS” GOODS can be bought as cheaply 
as any decently made goods; 


THAT WE DO NOT put the quality in our products 
to handicap ourselves by increasing the cost, but 
because it is right and necessary; 


THAT CONSTANT USERS of our products, such 
as shoe manufacturers and repairers, upholsterers, 
trunk manufacturers, etc., recognize this and are 
the largest contributors to our business; 


THAT YOU SHOULD specify “ATLAS” when 


ordering from your jobber. 


“THE GREATEST QUANTITY OF QUALITY 
AT THE PRICE” 


ATLAS TACK CORPORATION 


AN 


Registered 
Trade Mark 


Fairhaven, Mass. 
and 
St. Louis, Mo. 
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American Steel & Wire Company’s 
BARBED WIRE 


ELLWOOD GLIDDEN 
AMERICAN GLIDDEN 
AMERICAN SPECIAL 
ELLWOOD JUNIOR 
BAKER PERFECT 
WAUKEGAN 


These celebrated brands known throughout the world are made only by the 


spacing of the barbs, sharpness and careful fastening of the barbs and our latest 
process of galvanizing whereby the zinc coating is made inseparably a part of the 
steel, distinguish these brands of barbed wire. 

There is a difference in barbed wire—the difference between poor, carelessly drawn 
wire and hasty and cheap galvanizing, on the one hand, and the product of our mills on 
the other, where the utmost care that long experience and scientific manufacture can de- 
vise, is used. 

Consumers appreciate the difference in quality. Their experience with these brands 
for the past generation has created in their minds a distinct, popular favor which dealers 
appreciate. They are the easiest brands to sell and the most satisfactory to handle. 


NAILS 


Perfected Shape and Pmt True to Length and Gauge. 
New and Thorough Hot Galvanizing—Zinc Coated 


SPIKES, STAPLES, TACKS 
WIRE 


Every Kind for Every Purpose. 


In Every Form of Metallurgy. In Every Finish and Adaptability. 
WOVEN FENCES—ZINC INSULATED 
AMERICAN ROYAL ANTHONY. NATIONAL ELLWOOD U. S. 


The Widest Advertised and Best Known Brands in the World. 


STEEL FENCE POSTS 


Arrow Line Posts. American Galvanized Line and Durable Galvanized End Posts. 


BALE TIES 
The Reliable and Old Popular Brands. 


TELEPHONE WIRE 
WIRE MESH REINFORCEMENT 


FOR CONCRETE HIGHWAYS AND ALL OTHER REINFORCING. 


Concrete highways must be wire-mesh reinforced. 


Stocked in our warehouses everywhere, affording quick delivery. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE 


Write us. Get our selling plans, literature and advertising matter. 


CHICAGO NEW YORK BOSTON CLEVEL AND PITTSBURGH DENVER DALLAS 
U. S. STEEL PRODUCTS CO. SAN FRANCISCO LOS ANGELES PORTLAND SEATTLE 


American Steel & Wire Company. In quality of steel, absolutely full gauge, proper | 
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BURNS 
GAS 


made from 
kerosene 







No odor 
No wicks 
No noise 
No soot 
No smoke 


Nothing to 
smart the 
eyes 
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OIL RANGES 











A revolution in oil stove 


thinking and buying 


APO is built as fine as the finest 
gas range—and built for all-year 
service. 


People are today thinking much 
more of the operating cost for one 
year and over a period of years than 
they are about the initial price. 


Thus they willingly pay more for 
Vapo because it is easy to see that 
over a period of years Vapo costs less by 
the year than the cheapest oil stove 


made. 





32 to 36 hours heat (full on) —from 
a gallon of kerosene—and 50 to 60 
hours simmering heat—from each 
burner—is what Vapo users average. 


And Vapo burners are guaranteed 
for the life of the range. 


Vapo excels in cooking service as 
it does in economy. 


Dealers who are interested in build- 
ing a successful oil stove business on 
an exclusive representation basis are 
invited to write us. 


THE VAPO STOVE COMPANY, Lima, Ohio 


9We also make an oil water heater that is a marvel 
of economy and efficiency. Ask for circular. 














Why pay high rents for so called choice locations?” 
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Getting the Lion's Share of the Trade 
onthe Wrong Side of the Street 


Kawneer 


SOLID COPPER 


STORE FRONTS 


Attractive windows with well arranged merchandise will pull shoppers 
away from the busiest corners. Fred. Hofferle writes: “‘I was sup- 
posed to be on the wrong side of the street, but with my new 
Kawneer windows I found out that lamon the right side of.the street.” 


The pull of well designed Kawneer display windows has been dem- 
onstrated hundreds of times. There are tens of thousands of 
Kawneer Store Fronts now in daily use. We doubtless can refer 
you to several in your locality. 


Just ask the man behind a Kawneer Solid Copper Store Front 
what he thinks of the profit pulling power of this important 
merchandising helper. Don’t take our word for it. Let us tell you 
of Kawneer merchants in your locality. Just pin the coupon to your 
letterhead and mail it today. 


THE 

KAWNEER 
COMPANY, 

1317 Front Street, 


Kawneer fronts pay for themselves 
in increased sales and profits— 


Niles, Michigan: 
o Please send me, without 
This Free B ook Tells Why obligation, your new Book of 
Send for it NOW Designs of Modern Store Fronts. 


a ae a ae 








See other side for Six points of Kawneer Superiority Address___ 








Put ; in a store front. patent apiehd the last time 


mM 





Rugged Strength 


Large plates of glass for modern ii, windows are brittle and 
expensive. Kawneer Solid Copper Store Front construction provides 
the rugged strength ‘necessary to hold these large plates in such a 
way as to reduce the danger of breakage to a minimum. Pilate glass 
vibrates. Just strike your knuckle against a large plate and you will 
hear it ring like a tuning fork. Kawneer sash and setting bars are so 
designed that they providea spring like or resilient grip on the glass 
which absorbs these vibrations without danger of fracture of the 
glass. Note the other main features of Kawneer construction shown 
in the circles below. 
Use this 
Coupon 


for gett 
Backissues 








Send 

me back 
numbers 
of inserts 
on Superior 


points of 3 RESILIENCY VENTILATION EASE of INSTALLATION 


Kawneer 


Construction y Hed Hottest aie 
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: Wake Up with a Smile! 


= THE NEW HAVEN CLOCK CO’S 
“True ime Tellers 


ata 





NEW LINE of improved thin model alarms, with convex glass and new dependable | 
movements of simple construction; each a tested TRUE TIME TELLER before it | 
leaves our factory. | 
| 

| 

| 

| 


(>: ———e Tom-Tom . . $3.50 
Hidy-Tqt . . . $3.50 Tat-Too . . . $3.00 
Tat-Too Jr. . . $3.00 Tell-Tale. . . S1.75 


Also furnished with Radium Dial $1.00 extra 


A set of artistic figures of the True Time Tellers Family are reproduced in colors on the 
clock boxes and can be used in making very attractive window displays. .Each clock is 
tagged with resale price. : 





Ti-Tan, Radium Tat-Too Jr. Tat-Too 


The New Haven Clock Co., New Haven, Conn. 


BRANCHES: 
New York San Francisco Chicago 
Toronto, Canada 
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More Sales and 
Greater Profits 
in Large Presses 


Made to meet the big and increasing demand 
for larger home fruit presses at moderate prices, 


DREDNAUGHTS have set a new record both in 


service and in sales. 


DREDNAUGHT construction, of steel riveted 
frame and malleable iron bolted yoke, makes a 
press you ll have “no comeback’’ on. Every part 
is made for hardest, longest service. 


The most convenient and serviceable press you 
can offer your trade. 


DREDNAUGHT FRUIT PRESSES 

















Height Weight Capacity 
Rs ERR ae 35 in. 75 Ibs. 14, Bushel 
Eee 40 in. 100 lbs. 1 #£Bushel 
(approx.) 
eth 5 46 in. 150 Ibs. 13, Bushels 
Ss Wass «0&3 50 in. 230 Ibs. 234 Bushels 


DREDNAUGHT Presses are shipped assembled, 
ready to use. They take up but little room and 
are the lightest presses of like strength on the mar- 
ket. They are handsomely finished in battle- 
ship gray with high gloss. They sell on sight. 
Now ready for immediate delivery. 


Write for detailed description, prices, terms 
and catalogue. 





Patent Applied For 


a 


DREDNAUGHT 
FRUIT PRESSES 


Manufactured only by M. J. BROWN MANUFACTURING CO. 
2671 SALMON STREET, PHILADELPHIA 





The BROWNEE Fruit Press 


The handiest, most compact, and convenient small fruit press on 
the market. Strong and durable. Capacity, 6 quarts; weight, 
11 pounds; height, 14 inches. 

No iron parts come in contact with the fruit. This feature finds 
much favor with home fruit juice makers, as the fruit acids can- 
not react to impair the flavor of the juice. 

Tub is made of specially selected oak staves. Base is of acid- 
resisting aluminum, other metal parts heavily nickeled. 

The BROWNEE base is provided with lugs so that it may be fast- 
ened to a table. 

Made to meet the demand for a low price, but thoroughly efficient, 
table press. Write for prices, terms and catalogue. 
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LOOK 
FOR THE 
REO WHEEL 


READ THE 
LORAIN BURNER 
CUARANTEE 


GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, 
replacementwill be made 
entirely free of charge. 








Mothers Know Good Cook Stoves 


OTHERS know good cook stoves—and 

praise them. Why shouldn’t they? They 
use the stove day in and day out. They shoulder 
the entire burden of preparing delicious, nourish- 
ing meals for the family. They usually assume 
the blame for every failure. 


They are good “salesmen,” too—these mothers 
—quick to tell friends, neighbors and relations 
when something is discovered that saves time, 
labor, money—or that does the work better. 


For nearly a half-century American mothers 
have used and praised the cooking appliances 
made by the several divisions of American Stove 
Company. The “good word” has been‘‘passed”’ 
—in the home, at the church, club and lodge; in 
fact, wherever women meet—that stoves made 
by American Stove Company are good stoves. 


‘ And all this was true long before national adver- 


tising was adopted by American Stove Company 
to attract the attention and gain the interest of 
millions of buyers old and new. 


Five (short) years of national advertising have 
made Lorain Oven Heat Regulated Gas Ranges 
supreme wherever gas is used for cooking. And 
soon, in every district where gas is not available, 
Lorain High Speed Oil Burner Cook Stoves will 


be equally pre-eminent. 


Stop and think of the effect of a national yearly 
distribution of a hundred million’advertisements. 
Stop and consider the reputation of the maker. 
Stop and wonder at the number of actual sales 
made by tens of thousands of satisfied users. 
Go out and learn how supremely good the 1924 
Lorain Burner really is. And, make your own 
estimate of the profit you can earn by selling Oil 
Cook Stoves equipped with the Lorain High 
Speed Burner. 


AMERICAN STOVE COMPANY, St. Louis, Mo. 


Many famous makes of Oil Cook 
Stoves are now equipped with Lorain 
High Speed Oil Burners, including : 

Direct Action — National Stove 


Co. Div., Lorain, 


LORAIN 


HIGH 





New Process—New Process Stove 
Co. Div., Cleveland, O. 


Quick Meal — Quick Meal Stove 
Co. Div., St. Louis, Mo. Cleveland, 


OIL BURNER 


SPEED 


Clark Jewel —George M. Clark & 
Co. Div., Chicago, Ill. 


Dangler—Dangler Stove Co. Div., 


. feet 
OR 
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We have a simple pian worked out for the hard- 
ware dealer on “How to Display and Sell the 
UNION Hardware Line.” 

We make cold pack racks, cooking baskets, dish 
drainers, and many other high-grade items. 
These move rapidly and easily when properly 
displayed. A splendid piece of merchandise and 
the profit is good. 

A post card will bring full details. We urge 
you to write us or ask your jobber’s salesman 
about it. It involves no expense, no rearrange- 
ment, and very little time; and it will sell. 
We've tried it. 


“Largest Rack Factory in the World.” 


—SSrt 
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Moreadvertising volume thanthecombined 
total of all other national hardware 
publications. This is the every-year record 
of Hardware Age 





~ [n 1923 


Hardware Age carried . . . 4,502 adv. pages 


The combined total of the three 
other national papers was i 3,3 74 adv. pages 
and— 
The number of advertisers in Hardware Age was . .663 
The number of advertisers in the next nearest paper was .. . 334 


HARDWARE AGE 


239 W. 39th Street, New York City 


Member A. B. C. Member A. B. P., Inc. 
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Different From Ordinary 
Sandpapers—and Better 


Bales Are 
Tied with 
4 Wires 













































OUR customers will dis- 
cover why, when they 
use it—and will come back 


for more. 


Satisfaction in sandpaper 
makes friends for all your 
other goods—and customers. 


Your Jobber should carry 
a full line of “Ruff-Stuff.”’ 
If he doesn't, write us, giv- 


ing his name and address. 


WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, Wis., U. S. A. 


Branch Houses 


WAUSAU ABRASIVES Co. 


Chicago St. Louis 
Detroit Cleveland 
New York Los Angeles 
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Held Firmly When Attached 


No. 80 Screen and Storm 
Door Hanger 


Made of wrought steel. Each set wrap- 
ped in separate package with sherardized 
(rustproof) screws. Hinges are furnished 
japanned or sherardized, 


The working model, furnished free with 
veour first order of these sets, is a sales- 
boos‘er of recognized abilitv. The Nation- 
al salesman will sell vou the No. 80 
Hangers and give you the model. 























Natienal 


Builders’ 


“National” is ready for business 
—ready to serve you direct— 
straight from our factory with 
the National Line of Builders’ 
Hardware, with prices that show 
a real saving all along the line. 


Your particular attention 1s 
called to Our No. 8o Screen 
and Storm Sash Hanger — 


always a popular seller. 


Our Catalog 


Write for our Latest Cata- 
log, then let us quote on 
your requirements. 


Prompt Shipments 


We maintain ample stock at 
all times and guarantee 
Prompt Shipments. 


National Manufacturing Company 


Sterling Illinois 








Hardware 
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AREA CARD 


Showing Area in Square Feet Arranged. Especially 
for Dealers, in Wire Cloth and Wire Netting 
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The small figures at the right indicate TWELFTHS of a foot. For illustration: 4°, 8°, 7* equal 19° = 
20° — 201%, sq. ft. Short practice will enable one to turn fractions (twelfths) into feet, mentally, simply 
by dividing by 12. To determine the area of odd short lengths add the area of the even feet and that of the 
remaining inches. For example: 35 in. long by 28 in. wide add the area of 2 ft. x 28 in. — 4° ft., and 11 in. 
<< 28 in. — 2° ft; total, 6°° ft.—Reprinted by permission. 
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Mrs. K. C. Roberts 


' AD you been at the Iowa Retail 
Hardware Convention in Feb- 
ruary, you would have sought 

to make the acquaintance of Mrs. 

K. C. Roberts, who is a very im- 

portant factor in the hardware busi- 

ness conducted by her husband at 

Oskaloosa, Iowa. She has some very 

decided ideas about credits and 

collections; in fact, the dealers be- 
gan to sit up and take notice when 
she told them very aptly that “It is 
easier to get a customer’s name on 
your books than it is to get it off.” 

But, regardless of her ability in such 

matters, she has one great hobby, 

and that is incubators. 

It is a debatable question whether 
incubators made her a poultry ex- 
pert or whether poultry made her 
an expert incubator saleswoman. 
The fact remains she has done con- 
siderable good in her section of the 
county in the matter of improving 
poultry flocks, and incidentally she 
has turned in some fancy sales on 
incubators and all the accessories 
that go with poultry raising. 


Studying the Problem 


For many years Mrs. Roberts had 
wanted to own a Jersey cow and 
some chickens. Finally in Oskaloosa 


she found her opportunity and be- 
came the owner of a five-acre farm. 
This was her laboratory and she 
learned as she read, observed and 
experimented. She paid $100 for a 
Jersey cow and kept books on her. 


At the end of fifteen months that 
cow had shown a net profit of $9 
per month. She put up 700 cans of 
meats and vegetables and reduced 
her grocery bill from $35 to $6 a 
month. She bought a separator and 
made butter. The sour milk was fed 
to the chickens. The first year she 
made $167 over and above all ex- 
penses on her chickens. Her invest- 
ment was $25. Mrs. Roberts did not 
have to do this, but her husband 
was a hardware man and she wanted 
a little intensive study on how the 
firm’s customers managed their 
farms. 

When Mr. Roberts became’ ill for 
a short time, she had to leave her 
little five-acre farm and help in the 
business. But she was ready. The 
first thing she became interested in 
was incubators and she _ studied 
the various kinds on the market. 
Then she started to sell them. Mr. 
Roberts bought her a light car in 
1920 so that she could get around 
the country. After a little experi- 
ence she determined that it was not 
good policy to load an incubator in 
a wagon and take it to the farm and 
set it going without any further 
service from the hardware dealer. 
She found that too many of the first 
hatches died because the owners did 
not get the proper start. Now Mrs. 
Roberts personally installs and starts 
each incubator she sells, and the re- 
sults have been decidedly profitable. 

All winter long she has been driv- 
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Mrs. K. C. Roberts, 
Poultry Expert 


of Oskaloosa, 
Iowa 


ing her car around over the country 
visiting the farmers and their 
families. If she meets difficulties 
she never complains. Her body- 
guard, a big collie dog, stays right 
with her, even if they do not get 
home until the wee sma’ hours of 
the morning. This has been the 
case many times when she remained 
a long time to see that the customers 
understood about the incubators and 
had them properly started, even if 
home was twenty or thirty miles 
away. 
Visiting the Farms 

Mrs. Roberts likes to visit the 
farm homes just around dinner time. 
She knows just where the extra 
kitchen apron hangs behind the 
door, and it is not long before she is 
sitting opposite the farmer’s wife 
peeling potatoes or working at some 
other homely task. All the time she 
is talking on artificial incubation, 
balanced rations for poultry flocks, 
the extra money to be made from 
eggs and chickens and cream and 
butter. Nearly always just after 
the last dish has been dried the 
farmer’s wife looks up in time to 
see one of the men from the store 
driving up. He asks if they have 
seen Mrs. Roberts, and states that 
he is making a trip to deliver some 
goods and has an incubator on the 
truck. This affords an opportunity 
for a demonstration, and Mrs. 
Roberts says she has never yet been 
turned down. 
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SHE SAYS: 


‘‘The Difference 


Between Service 


and Selling Is 
the Fun You 
Get Out of It’’ 


During the past three years she 
has sold over 250 incubators and her 
fourth year is starting out remark- 
ably well. Repairs and certain 
changes made on incubators al- 
ready purchased have also helped 
to swell the profits. She says 
her record is seven incubators in two 
weeks. Each was a personally in- 
stalled job, and the satisfied pur- 
chasers became fast friends and 
steady customers of the K. C. 
Roberts Hardware Co. 

Whenever the county agent dis- 
covers an epidemic among the 
chicken flocks he sends for Mrs. 
Roberts. She has dissected hundreds 
of fowls in order to find out what 
was the matter with them and has 
shipped scores of them to the State 
Agricultural College for investiga- 
tion. On one occasion she formed 
her own theories as to why many of 
the young chicks died and the State 
officials disagreed with her. But she 
has had the satisfaction within the 
last year of hearing them publicly 
uphold her theory, although they 
gave her no credit for it. 


She Shows ’Em How 


When Mrs. Roberts installs an 
incubator she sees that it is 
placed correctly and regulates it 


until it is working properly. Some- 
times this takes all day. In the 
meantime she sells the prospect the 
feeding troughs, waterers, brooders, 
etc. Then she shows the farmer and 
his wife how to cull the flock, as she 
considers this very important. She 
can tell a sick chicken as far as she 
can see it, and it is the first one to 
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Mrs. Roberts about to start on a tour of the nearby farms 


go into the discard. She shows the 
farmer how to cull the flock because 
she does not want sick chickens 
around the little ones when they 
come out of the incubator. She al- 
ways shows the customer how to 
keep the young chicks warm. They 
are never allowed to run around on 
sand or straw because it is too cold. 
Instead a layer of good garden dirt 
from 5 to 7 in. is supplied. The 
chicks can keep warm in this loose 
earth, and they are also free from 
mites and lice. Another thing that 
is never overlooked is the arrange- 
ment for some sprouted oats for feed 
when the hatch comes off. 

One of Mrs. Roberts’ maxims is 
that no customer should buy any- 
thing more expensive than he can 
pay for. She prides herself on be- 
ing able to tell how far a customer 
can go, and, of course, she goes the 
limit. She contends that customers 
who buy articles costing more 
than they can afford never have the 
proper amount of pleasure and satis- 
faction out of them. 


Saleswomen in Hardware Stores 


She believes that every hardware 
store needs a woman, and thousands 
of hardware dealers support her in 
the statement. Mr. Roberts knows 
that he is fortunate to have this 
kind of cooperation in conducting 
his hardware store. 

Work such as Mrs. Roberts is do- 
ing in making the Roberts hardware 
store the center of poultry informa- 
tion and supplies for the entire 
county is not only profitable in 
those particular lines, but also helps 


to bring in a tremendous lot of 
business in other lines. It will not 
be long until the farm women 
around Oskaloosa will know more 
about the chickens they raise than 
their husbands do about them. 


Nothing Stops Her 


The roads have been very bad 
through the Middle West this spring, 
and when we recently wrote Mrs. 
Roberts, part of her reply is quoted 
to show how little the roads really 
interfered. 

She says, “I really had to smile 
when I came to that part of your 
letter where you said, ‘Perhaps 
you have been selling incubators 
on horseback!’ You might think 
this is an exaggeration, but the 
roads have been too bad for even 
horse and saddle, but I have just 
returned from a five-mile walk to 
adjust an incubator that I sold be- 
fore I went to the Iowa hardware 
convention. The tramp in the early 
morning over hard frozen ploughed 
ground, with corn stocks interwoven 
with tall grass, had me measuring 
my length on the ground many 
times. You should have seen the 
surprised look on the faces of the 
farmer and his wife when I came 
tramping in. They could scarcely 
believe that I had walked all the way 
out there to adjust their incubator 
and help them cull their flock, but 
in our business this is what we call 
‘SERVICE,’ and it is spelled all 
the way through with capital letters. 
The difference, you know, between 
service and selling goods is the fun 
that you get out of it.” 
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2Rics rh ree HO is the best marble player in your town? 
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bes Poe ‘ The New York World is conducting a contest to de- 
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termine the best marble player among the boys of 
New York, and similar contests are being conducted in other 
parts of the country. The winners in the several contests 
will all go to Atlantic City, N. J., when school closes in 
June, to compete for the national championship. It'll be a 
grand and glorious time for the kids who can knuckle down 
tight and shoot “straight marbles.” 

Is your town going to send a representative to compete for 
the national championship? If not why don’t you do some- 
thing about it? 

Boys when they reach the marble age are usually in the 
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the realm of sport. He is an unde- 
veloped, potential customer for all 
kinds of sporting goods if he is en- 
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‘ oe ; A of boys in many of the smaller cities 
and towns of the United States who 

; could play rings around some of the 
boys who are going to enter the na- 

tional championships. Many, how- 

ever, will be unable to show what 

they are capable of doing because 

they will never get the chance. Can’t 

you do something for the boys in 

your town? 
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The hardware dealer who sells toys and sporting goods 
has the advantage when it comes to developing business 
and creating a clientele for the future. There are any 
number of contests and tournaments that he can use to 
win the enthusiasm, the admiration and the trade of the 
youngsters and of their parents. 

Roller skating contests, scooter races and bird house 
building contests all have their attractions as have top 
spinning, kite flying, whittling and similar contests for 
boys of various ages. For the girls something in the 
way of doll dressing, roller skating, jacks, miniature 
doll housekeeping and similar things could be used to 
stimulate interest not only during the spring but also 
in the dull months of the year. 

This idea of contests conducted by hardware mer- 
chants has never been fully developed and it deserves 
more attention. The merchant who sells toys, as we 
have said, has an unusual advantage to begin with, 
and he should make the most of it. 

The spring weather will enable children to play out 
of doors more and more and the ideal place for boys to 
build an electric railway system is in the backyard. 
Why not conduct a contest for the best backyard trans- 
portation system and whet the youngsters’ enthusiasm 
by showing them some of the possibilities in this re- 
spect by putting in a special window display and ar- 
ranging a special inter-locking electric railway system 
in your toy department. Then there are the toy sail 
boat races to be held in the park lake a little later in 
the season. But your own ingenuity and experience will 
suggest any number of things that can be done to stimu- 
late your general business and especially the sales in 
your toy and sporting goods departments. 

The store that is known by the children is the store 
that the elders will visit. 
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Efficient Fixtures and Layout 





Keep the Stock Moving 


Chapter III of a Series on Store Arrangement, Management and Display 


By FRANK MAPPES 


reveals that one of the outstanding obstacles to 
progressive merchandising is the frequent ab- 
sence of adequate facilities and proper equipment. 
Some stores are crowded to suffocation, to the ex- 
tent that they become merely warehouses for the 
storage of merchandise. This only becomes apparent 
when customers come in looking for some particular 
article, and after the clerk digs it out of the recesses 
of the shelving. 


] vevesis thet ene of the retail hardware business 


The Importance of Cleanliness 


In some communities the trade of women is re- 
tarded because of the dirty and cobwebby condition 
of the stores. Order and cleanliness are sc dear to 
the feminine half of humanity, that even were the 
sterner sex not in a large measure affected similarly, 
it would be a paying investment to appeal to the finer 
senses of the ladies, in order to get the business of 
the household, which otherwise goes to the depart- 
ment store, mail order house or variety store. 

A large percentage of hardware stores make no 
effort to display all their goods. In some stores you 
will find feeble efforts made t6 display some of the 
goods and most of these efforts are made to create a 
decorative effect rather than the desire-creating and 
buying impulse. 

Many stores neglect this desire-creating effect in 
arranging their merchandise. This is mainly due to 
the fact that the antiquated fixtures hold much mer- 
chandise but do not provide for display sampling. 
Many sales are lost, due to the inability of the sales 
people to find articles at the customer’s call. Time 
and effort are lost and wasted by the sales people in 
climbing ladders, seeking for items stocked near the 
top of the shelving which as a rule extends up to the 
ceiling, sometimes as high as 18 or 20 ft. from the 
floor. 

Quick Service Important 


Quick service to the customer is an important factor 
in profitable retail merchandising, and it is consider- 
ably speeded up when the equipment is designed to 
eliminate waste of time and effort. Standard fixtures 
are designed to take care of all the stock of various 
items necessary for profitable retail selling, and only 
in the largest retail stores is it found desirable to 
carry any appreciable amount of reserve stock, and 
then only in the ratio of its distance from its source 
of supply. 

If there is any surplus stock on hand after the 
capacity of the equipment has been reached, the sur- 
plus should be stored elsewhere, away from the selling 
stock, and should be drawn forward only as needed. 
For the purpose of retail selling, the stock and dis- 





play should occupy the smallest possible space con- 
sistent with good taste and proper arrangement. Cus- 
tomers, however, should never be crowded, when two 
or more are selecting goods of the same class at the 
same time. 

The disadvantages of the ladder are overcome by 
limiting the height of the fixtures to the limits of a 
man’s reach, or about 714 ft. I have met with more 
opposition in introducing this departure than any 
other thing I ever attempted, yet those who followed 
my advice have always been more than pleased with 
the results. 

Stop to think for just a minute, please! Is the 
hardware man less capable, less progressive, more con- 
servative, than his brother in other lines of retailing? 
Of course not! Yet he was the last to see the advan- 
tages in quick service, labor saving and improved 
facilities of low fixtures. 

Go into any of the best stores in any line, depart- 
ment, dry goods, shoe, grocery, 5 and 10 cent and 
others of the up to date kind and you will find that 
a very large per cent of them do not use ladders in re- 
tailing. 

See It as the Customer Sees It 

We have seen by the foregoing the advantages of 
proper arrangement to the merchant. Now let us 
look at it from the customer’s standpoint. Suppose 
he wants to buy a wood chisel and has only a vague 
idea of the style, size or kind he wants. Asked if he 
desires a socket firmer, butt or pocket chisel and what 
size, unless he is a mechanic or one accustomed to 
make such a purchase, he will look rather bewildered 
and ask to be shown some in order to make a selection. 
You will show the customer two or three chisels taken 
from boxes or original containers and brought down 
from somewhere beyond the reach of the clerk, who 
climbed the ladder several times to get them in order 
to determine the style, and perhaps two or three more 
times to select the size before he finally finds what the 
customer wants. 


Real Equipment Helps Sales 


Then picture the same man coming into a store 
having the right kind of equipment, one in which 
everything from a tack to a threshing machine is 
properly sampled. 

The customer is escorted by the clerk to the dis- 
play of wood chisels, where one each of every size, 
style, make and price carried in stock is shown and 
priced in plain figures. These are sampled in such 
manner as to facilitate selection by a simple process 
of comparison. The customer need only designate 
the chisel he wants by pointing it out on the sample 
panel, and the clerk immediately produces it from the 
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The three types of wall fixtures—left to right: sliding glass door case, panel door cabinet and open shelving unit 


stock back of the panel door. The results are a satis- 
fied customer and a profitable sale, without loss of time 
and without the usual undignified process of catechis- 
ing, too often found necessary. 

People frequently know exactly what they want, 
but they don’t know how to ask for it or else their 
command of English is limited, as in the case of 
foreigners, with which many sections of the country 
are peopled. An incident which happened in a mining 
town in Pennsylvania is an example. A woman who 
could speak no English came into a hardware store 
seeking a cooking utensil. The clerks, proprietor and 
visitors all took a trial at interpreting her desires 
to no avail. She finally gave up in despair, but looking 
to the ceiling as if calling for divine aid she spied an 
aluminum kettle on the top shelf. As she saw it she 
shouted for joy, for it was just what she wanted. 
Moral: “Have it in sight.” It would have been in- 
finitely better if it had been lower down somewhere 
near the line of vision. 


Advantages of Sectional Fixtures 


It is needless to point out the advantages of stand- 
ard sectional unit fixtures, as compared with the built 
in shelving found so prevalent. The flexibility of the 
unit system and the ease with which the units can be 
moved when occasion requires on account of expan- 
sion, rearrangement, or removal, make them invalu- 
able in retail store operation. Unlike shelving built 
in the store, which, when removed becomes so much 
lumber, the unit fixture is a permanent dependable 
asset. It has a market value, and can be sold the 
same as floor cases, desks, safes, etc. 

In this connection it might be well to cite an actual 
illustration. About ten years ago a store installed a 





for it! 





EDITOR’S NOTE.—This article is the third of a series by Frank Mappes 
on store arrangement, store management and merchandise display. It takes up 
the subject of equipment and fixtures—the kind.to have, the way in which they 
should be arranged—and goes into the subject with a thoroughness that is char- 
acteristic of the author. If you want to gather some information regarding 
store equipment don’t fail to read this installment. 


These articles by Mr. Mappes appear in alternate issues of HARDWARE AGE. 
The next one will appear in the issue of April 24, and it’s a good one. Watch 


complete set of unit fixtures. These were sold for 
obvious reasons about two years ago. The price ob- 
tained was practically what they cost at the time they 
had been originally installed. Of course the costs of 
labor and materials had about doubled in the mean- 
time, but even at that, the fixtures, after eight years 
of service sold at more than 50 per cent of their re- 
placement value, 

If the fixtures had been of the old, built in type, the 
cost of labor for removing them would have more 
than offset the value of the lumber salvaged. Units, 
like sectional book cases, can be added as necessity de- 
mands. In moving to other quarters they simplify the 
problems and cut down the labor and time to an ap- 
preciable extent. 

What Fixtures Do 


Fixtures, to serve the purpose best, must do three 
things. 

First: Permit all merchandise to be sampled and 
shown in plain sight. 

Second: Keep all stock and display within easy 
reach of clerk and customer. 

Third: Provide ample space for sufficient retail 
selling stock. 

Let no man delude himself with the belief that all 
he need do is to buy handsome fixtures, install them 
in his store, and then congratulate himself. No, 
brothers, that is only the starting point. Clerks 
have to be sold on the advantages of these fixtures, and 
eternal vigilance must be maintained in the efficiency 
of sampling and stock keeping. 

A friend of mine recently visited three stores which 
had received more or less publicity om account of their 
modern equipment and floor layouts. He found one 
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of these everything that could be desired, but the 
other two did not come up to his expectations. The 
owner of one devoted all of his time to the supervision 
of the business while in the other two the owners 
had outside interests, which took a good part of their 
time away from their stores, and which necessitated 
their leaving much of the supervision to men to whom 
they did not give complete authority. | 

The results in the last two cases were the same. 
Samples missing, stocks run down, goods misplaced, 
and the usual condition found due to lack of interest 
and direction. To all intent and purposes the stores 
were “all dressed up, but had no place to go.” 

That the condition in these two stores was rather 
discouraging to a man who had been sold the “better 
store” idea goes without saying. The honest to good- 
ness enthusiasm of the other man, however, was so 
contagious that it took, so that now he is as tickled 
with his own modernized store as the proverbial kid 
with a new toy, and I am sure he will profit by his 
observations as noted above. 

In this connection it may not be amiss to say that 
the upkeep must be definitely assigned to individuals. 
The entire store should be charted in such manner 
as to assure equal proportioning of work. Each one 
should have a certain portion to take care of and in 
this way responsibility for any laxity can easily be 
laid at the door of the offending person. It is a well 
known fact that “everybody’s job is nobody’s job,” 
and is never done. 


Three Types of Wall Fixtures 


In general there are just three types of wall fix- 
tures. These may be further classified to meet the 
ideas of the producer or from the standpoint of specific 
uses. 

They are the sliding glass door case, the panel door 
cabinet and the open shelving unit. Although the 
manufacturers treat the base and top sections as 
separate units we will treat both together as a single 
entity. 

It must be conceded that goods behind glass are 
not so readily sold as those which can be handled by 
customers. They like the “feel” of the merchandise. 
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There are of course many items in a hardware store 
that we would not dream of exposing, so we neces- 
sarily put them behind glass. Experience has taught 
me that when it is necessary to use glass wali cases it 
is advisable to put them as near the front as possible. 
This is done because the angle which the face of the 
glass presents to people coming into the store should 
be as near a right angle as possible, because at that 
angle the faults in the glass are not noticeable and 
there is hardly any light reflection. Cases placed 
further back in a store present a sheen, due to light 
reflection, and magnify the waves and faults in the 
glass because of the low angle towards the vision. 


Arrangement of Fixtures 


The panel door cabinets should follow immediately 
after the sliding glass door cases. The open shelving 
units naturally should be placed in the rear. The 
various goods shown in open shelves are usually the 
type that should be carried in the rear. 

I have no particular grievance against the silent 
salesman type of floor cases, but I have waged per- 
petual war on the way they are being used in many 
hardware stores. The lower portion usually resembles 
a hodge-podge where things are cast temporarily, to 
be put in order later. The time to do this never 
seems to arrive, however, and so after a while the 
cases become simply storage spaces for stock rather 
than places to make displays from which goods may 
be sold. 

When the cases are used properly they are money 
makers and add greatly to the appearance of the store. 
Care must be exercised in order to select the right 
kind of merchandise to show in these cases. They 
lend themselves ideally for electric cooking appliances, 
nickel and silverware, carving sets, tool sets, sport- 
ing goods and many of the larger items of auto ac- 
cessories. The cigar case type, with the solid base 
to the height of 18 or 20 in. and the glass section 22 
or 24 in. serves best for cutlery, shaving accessories, 
fishing tackle and the hundred and one small items, 
which would be lost in one of the taller cases. This 
type of case provides ample space for a reserve stock 
of merchandise. 





A Novel Counter for Screen Wire 


HE Garver Hardware Co., Des compartment is fitted with quarter- 


Moines, Iowa, has utilized an old 


48 in., stops are placed at the back 
so the roll will go in just its own 


counter very effectively for the dis- 
play and sale of screen wire. The 
counter is 12 ft. long and 48 in. wide. 
It has been divided into forty-five 
compartments, as illustrated. Each 


round material, which holds the roll 
firmly in place and keeps it from un- 
rolling while in the bin. A counter 


of this size will accommodate wire 
cloth in black, galvanized and copper 
from 18 to 48 in. 


In all bins except 



































length. This keeps all the rolls even 
and makes them readily accessible. 
Also it is impossible to put any roll 
in the wrong compartment because 
it will not fit. 

A piece of sheet steel formed like 
a large gutter has been placed on one 
end of the counter and the roll to be 
cut is placed in this trough and pulled 
out over the counter, which is marked 
all the way across every 12 in. and 
half way across at the 6-in. dis- 
tances. This is not only an easy 
way to keep wire cloth in good shape, 
but the counter space affords ample 
room for measuring and cutting. 
Tags are placed on each bin to show 
the size, kind and price per foot. 
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Nowss the Time to Start Your Drive 


on Warm Weather Sporting Goods 


enthusiasts appear before the 
bluebirds of spring and re- 
in evidence until the last 
leaf has fallen. In the early spring 
ball teams are organized, tennis 
courts are rolled and golf clubs 
polished. The spring, of course, 
is the best season to start your 
drive for warm weather sporting 
equipment, but there is no rea- 
son for letting your enthusiasm di- 
minish as the days grow longer. 
The old cash register should record 
as many sporting goods sales dur- 


rea baseball, tennis and golf 


main 
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T the right is a 
A sporting goods 
display of the Gads- 
den Hardware Co., 
Gadsden, Ala. 
Luther Harbin 

trimmed it 


ing the summer months as _ in 


March, April and May. 
This Firm Starts Early 


The Bunting Hardware Co., Kan- 
sas City, Mo., is a firm that believes 
in pushing to the front with its 
sporting paraphernalia with the ad- 
vent of early spring and anticipat- 
ing the needs of the local “Babe” 
Ruths and the Izaak Waltons. Not 
only. that but this firm keeps in 
advance of the sport lover during 
the summer months with business 
building window displays, attrac- 
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WE SELL EVERYTHING A 
BASP*BALL PLAYER USES 





tive show-cards, interesting adver- 
tising and up to date merchandis- 
ing methods. 

As soon as the outdoor sporting 
goods season opens the Bunting 
Hardware Co. is ready for it. The 
counters and show cases are 
cleared, cleaned and even re-var- 
nished when necessary. Winter 
merchandise is packed away, or’ at 
least relegated to the rear, and at- 
tractive displays of the various 
lines, “grades, sizes and qualities of 
seasonable sporting goods. 

The salesmen watch the baseball 


A BOVE is a 

timely baseball 
window which 
used by the Bunting 
Hardware Co., Kan- 
sas City, Mo. Otto 
arranged it 


was 


Gress 
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news in the daily papers and get in 
touch with the managers and 
leaders of the local amateur and 
semi-professional baseball teams. 
Letters and circulars are used as 
well as phone calls to attract the 
attention of these teams to the fact 
that the store carries a complete 
line of bats, balls, gloves, suits and 
other equipment. The firm also 
carries equipment suitable for the 
youngsters who play on the most 
convenient vacant lot and makes it 
a point to solicit their business. 

Attention is called to quality and 
durability. Arrangements are made 
for attractive prices on outfitting 
entire teams at the beginning of 
the season and no detail is over- 
looked to secure the attention and 
the trade of the sporting goods 
users. Advertising space is used 
freely and when the firm uses an 
ad in the daily papers, featuring 
sporting goods, a request is always 
made to secure a good location on 
the sporting page. The salesmen 
in this store vie with each other in 
making their departments a little 
cleaner, neater, more attractive 
and systematic. The sporting goods 
department fairly cries out to a 
certain class of trade. 

No man knows when the outdoor 
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fever is going to strike him, when 
his inner consciousness is going to 
demand that he clutch a golf club, 
when he is going to be thrilled by 
a desire for a fishing line and pole 
or when his boy is going to coax 
him into the store for a new base- 
ball bat or a catcher’s mitt. This 
firm has found by profitable ex- 
perience that this feeling will come 
sooner or later and that the dealer 
who is ready for it gets the trade. 

The sporting goods department 
becomes a baseball field, a golf 
course or fishing grounds, accord- 
ing to the inclination of the cus- 
tomer. The salesmen, competent 
men and inclined to be sportsmen 
themselves, know the lines of goods 
in their care and make every effort 
to know their customers. 

Fishermen are inclined, if they 
find a sympathetic listener, to dis- 
course at length about their sum- 
mer catches. 


Let Them Do Their Own Picking 


Golfers like to display their 
prowess on the tiny green provided 
by the store and to talk to the sales- 
men. The sport lover likes to 
feel the golf clubs and rods and 
baseball bats and the shrewd sales- 
man lets them do it to their heart’s 
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content. He lets them weigh the 
various articles in their hands, 
swing them and test them in every 
way. ? 

The management of the Bunting 
Hardware Co. has found that a 
fisherman will often come in and 
ask to see a rod. He will weigh it 
and test it and feel of it and even 
pretend to throw the line. He will 
go out without buying only to re- 
turn again and repeat his former 
attentions to the rod. Perhaps sev- 
eral weeks will go by during which 
he pays court to the rod without 
buying it. Then perhaps he will 
come in some day and say, “Well, I'll 
take it. Wrap it up.” 

For that reason the salesmen 
watch their customers and try their 
utmost to ascertain when to talk 
and when to keep still, when to 
leave the customer to his own de- 
vices and when to offer new lines 
for his inspection. The sportsman 
knows what he wants and he often 
wishes to be left alone to test and 
to feel of rod, bat, club or racket 
and choose for himself. 

In selling sporting goods the 
salesman must keep his eyes open. 
He cannot afford to sleep on his 
job or the business will go to the 
competitive store across the way. 
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Have Your Salesmen Play Golf 


—It Helps Boost Sales 





¢€ PUST as the player-workman makes a better club, 

just so will the player-salesman make better and 
more sales,” says J. B. Gilbert commenting on the 
success of the private nine-hole golf course owned 
and maintained by the Crawford, McGregor & Canby 
Co., Dayton, Ohio, for its employees. 


Mr. Gilbert says, “We have found that our workmen 
who play the game have a better appreciation of the 
requirements of the equipment. Those in production 
work realize the necessity of careful and accurate 
workmanship. Our inspection department men now 
understand the practical side of their work as well 
as the use of mechanical gages. These men report 
better cooperation from the player-workmen. 

“If this is true in the making of clubs and balls 
it should be equally effective in the merchandising of 


them. Let hardware dealers play golf themselves and 
encourage their salesmen to do the same. If necessary 
provide an afternoon a week for each salesman dur- 
ing which time he can go to the links, play the game 
and meet local golfers. The more knowledge a man 
has of golf the easier it will be to make larger sales 
in the necessary equipment. 


“A real salesman playing golf in the afternoon could 
pay for his time by picking up a few orders from 
other golfers. If he didn’t make any immediate sales 
he could at least have the opportunity of presenting 
an advertising score card to each golfer on the links. 
Score cards with the imprint of the dealer would be 
welcomed by every golfer. This would offer excellent 
and inexpensive publicity for the dealer who really 
wishes to make some money.” 
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Pennsylvania. 








By Harry L. Ott 


Editor’s Note: Harry Ott has been a rope salesman practically all his life. 
He is well known in the East, especially around New York, New Jersey and 
The article which we publish below is somewhat unusual. 
It is clear and courageous and merits the attention of every hardware 


retailer who sells rope. 


Sep is one of the most important 
articles that the hardware mer- 
chant carries. But for the sake of an 
imaginary saving of 2 or 3 cents a 
pound nearly 50 per cent of the hard- 
ware trade stocks the so-called “hard- 
ware manila rope.” Of course, sisal 
rope can usually be bought for about 
2 cents a pound less than the different 
“hardware grades.” Few merchants 
realize the importance to them and to 
their customers of stocking a pure, 100 
per cent, guaranteed, first-grade manila 
rope. 
Who Is To Blame? 


Suppose a dealer sells a customer a 
quantity of rope that is to be used for 
scaffolding, heavy hoisting or construc- 
tion work, and the customer asks for 
a first grade, pure manila rope. The 
dealer, let us suppose, does not stock 
it, and therefore gives the customer an 
inferior grade. Then let us suppose 
that the rope is used on a construction 
job and that it is unable to stand the 
strain or the wear and tear that is 
placed upon it. Then if a bad accident 
results in which two or three men are 
killed or seriously injured, because an 
inferior quality of rope was used when 
the job called for the strongest rope 
obtainable, who is fundamentally to 
blame? 

Well, many will undoubtedly say that 
it was not the dealer’s fault. And in 
a way that may be true enough, but in 
my opinion the dealer who sold that in- 
ferior rope was as much at fault 
morally as the cheap rope he handled 
was materially. 

I know of a large construction com- 
pany which in order to save a few dol- 
lars used an inferior quality of rope 
for a difficult piece of work. The firm 
was willing to take the risk. If the 
rope broke and any of its employees 
were killed or injured the firm was in- 
sured for just such an emergency. It 
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praee RUHLING, hardware dealer of Chicago, 
has found that he can just as well sell a set of 
crockery mixing bowls as he can single items. He 
has arranged his stock so that he will have several is surpris 
assortments of five, seven and ten bowls. If the cus- 


seems incredible that an attitude of this 
kind can be so easily tolerated in the 
twentieth century. And what about the 





The classification of manila rope is 

as follows: 

Marine 

Towing 

Slings 

Nets 

Sail Making 

Dredging 

Transmission 

Pile Driving 

Hoisting 

Falis 

Drilling Cables 

Lariat Rope 

In specifying on an order for 

manila rope the dealer, if possible, 
should ascertain the kind of use the 
rope is to be put to (see above clas- 
sification), so as to inform the manu- 
facturer from whom he is buying 
the correct lay of the rope. 


The following are the different 
lays required: 
Extra Hard 
Plain Hard 
Medium 


Extra Soft 
Soft 


The classification of sisal rope is 
as follows: 

Plain sisal rope for tie ropes, etc., 
hay, hide and bale rope for tying 
newspapers, lumber, leather, etc. 

Lath yarn for tying lath, coal] and 
feed bags. 

Fodder yarn for shocking corn. 








workman’s wife and family who so 
often lose something no amount of in- 
surance can ever replace? 

I also have in mind another case that 
resulted in just such an accident. It 
was a job that called for a %-in. manila 





Sell Bowls by the Set 


tomer comes in for a mixing bowl, Mr. Ruhling _ turnover. 
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rope. The contractor used a “B” grade 
manila, as a guy line. The correct size 
was used, but not the right quality. 
As a result the rope broke and a heavy 
girder fell which killed three men. 

Is this good business. In this case 
there was only 1 cent a pound difference 
in the price of the best grade and the 
second grade. The saving on a full coil 
of %-in. diameter rope at 1 cent a 
pound would only have been $4.75. 
Think of it! 


Quality Must Be Considered 


Manufacturers of manila rope issue 
cards on which, opposite the size, the 
correct tensile strength of new manila 
rope is given. 

The average hardware merchant 
prides himself on the quality of the 
goods he stocks. This is especially true 
when it comes to tools. But when it 
comes to rope, very few dealers seem 
to attach the same importance to qual- 
ity. Why? 

There is, of course, a good market 
and plenty of jobs on which cheaper 
grades of rope may be used with perfect 
safety and to good advantage. Do not 
misunderstand me in this connection. I 
am simply pleading for discriminate 
buying and selling and the use of the 
right rope for the right job at the 
right time. 

When “there is a legitimate demand 
for a cheaper grade rope where tensile 
strength or durability does not have 
to be considered, the dealer should, nat- 
urally, stock the cheaper rope and sell 
it for what it is and on its merit, there- 
by eliminating any possible misunder- 
standing on the part of the customer 
or any possible and often unintentional 
deception on his own part. A good grade 
of sisal rope will often give about the 
same amount of service as the so-called 
hardware ropes and the other substi- 
tutes for first-grade manila. Think it 
over, men; you owe it to your business. 


shows her the line and then suggests that a nest of 
them would be very desirable. He says the number 
of single bowl sales turned into nests by this method 
} ising. It is these little merchandising plans 
which pile up the sales and increase both profit and 
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By Saunders Norvell 


Chapter X.—The Origin of Famous Slogans 


the story, it may be well 

to clean up a few interest- 
ing notes on matters that might 
be forgotten. 

How did the “Keen Kutter” 
trademark start? Who was the 
originator? I have heard E. C. 
Simmons tell the story on several 
occasions. He said that in the 
early days the Lippincott axe 
was very popular. It was a thin- 
ner axe in the blade and for this 
reason cut better in soft woods. 
The Simmons house sold a lot of 
these axes, but they found the 
manufacturers would sell any 
good retail buyer at about the 
same price as to them. The head 
of this axe factory called and 
Mr. Simmons sought some pro- 
tection. None was forthcoming, 
so that night Mr. Simmons went 
home angry and disturbed. He 
said he retired early but woke up 
in the night and thought about 
axes. Finally he got up, hunted 
up a block of wood and with his penknife whittled out a 
long, slim axe—even slimmer than the Lippincott. 
When it was finished to his satisfaction, without any 
premeditation, he wrote in pencil on the fresh pine 
wooden axe: “Keen Kutter.” The next day he started 
out to find a manufacturer who would make his new 
axe, and succeeded. Thus was started the “Keen Kut- 
ter” trademark which in time no doubt became the 
leading special jobber’s brand in the country. So again 
it is illustrated how great oaks from little acorns grow. 
If Mr. Simmons’ rest that night had not been dis- 
turbed, we might never have had the problem of 
“special brands” in the hardware trade. 


The “Diamond Edge” Slogan 


One day I was sitting at my desk at the Norvell- 
Shapleigh Hardware Company when a very tall, thin 
young man came in and without any preliminaries 
asked me if I would pay $100 for a slogan on our 
“Diamond Edge” goods. “Yes,” I answered—“if we 
decide to use it.” He then took a seat at my 
desk and wrote in pencil on a long slip of narrow 
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“With his penknife he whittled out 
a long, slim axe” 


paper: “DIAMOND EDGE IS 
A QUALITY PLEDGE.” I im- 
mediately paid Mr. Palin the 
money and he wrote a number of 
other slogans for various items. 
[ have often met Herb Palin 
since and found him to be a curi- 
ous genius. He has the gift of 
thinking in rhyme. He has not 
only written slogans for concerns 
all over the country, but he has 
also written some really beauti- 
ful poetry. The last I heard from 
him he was living in Los An- 
geles. 
“DIAMOND EDGE IS A 
' QUALITY PLEDGE” has be- 
come one of the famous slogans 
of the country and is now used 
by the Shapleigh Hardware Com- 
pany on all their letter-heads, 
catalogs and advertising matter. 
Later in these articles lI 
will tell of the formation of 
the Wholesale and Retail Joint 
Catalog House Committee. The 
point I wish to make now is that 
the early hardware catalogs were very short in their. 
descriptions. Auger bits were described, for in- 
stance as “‘C S’ Auger Bits,” or “Best cast steel 
auger bits.” When the mail order houses began to 
send out their large catalogs to the consumers, they 
were full of “selling descriptions.” I called the at- 
tention of our directors to the difference between the 
average hardware catalog and the mail order cat- 
alogs in this respect. As a result, we (the Norvell- 
Shapleigh Hardware Company) got out the first cat- 
alog of general hardware with a full and complete 
description of the goods. This catalog made a great 
hit with the trade. Allow me to give the mail order 
houses credit for the idea. 


How “Selling Talks” Started 


Once I went to a meeting in Iowa; I think it was in 
Des Moines. My talk was on the subject of training 
the retail clerk. This was in the early association days. 
When I finished speaking, a gentleman came up and 
asked why we did not practise what we preached. I 
thought we did, I said, and asked what more we could 
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do.. He answered, “Why don’t you print ‘seliing talks’ 
on a small slip of paper and pack one in every box of 
your goods? Then the retail clerk can study why your 
goods are better than others. Besides,” he said, “it will 
do no harm if the consumer reads how good the mer- 
chandise is and why.” This was a splendid suggestion. 
When I returned home we went to a great deal of 
labor and soon had “Selling Talks” in every one of 
our packages of our own goods. This idea helped 
the sale of our own brands very much. 

I have forgotten the name of this man, and if 
this article happens to strike his eye, I hope he will 
write me as I would like to give him credit for his 
idea when these articles are printed in book form. 


Increasing Sales via Catalogs 


In my day, the customer and the jobber’s salesman 
would turn the leaves of a catalog page by page and 
that is the way hardware was sold. When we wished 
to emphasize certain goods, if we put them in our 
catalog with excellent cuts or in colors, we found 
sales would immediately increase. I do not know 
how many thousand hardware catalogs are in daily 
and hourly use in the United States by merchants, 
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salesmen and consumers, but I do know that as a 
jobber I could never comprehend the indifference of 
some manufacturers to the manner in which their 
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lines were displayed in these selling catalogs. If I 
were a hardware manufacturer, one of the first 
things I would see to in the selling end of my busi- 
ness would be how my goods were displayed in my 
jobbers’ catalogs! 
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To show how a good idea will travel, | remember 
once being invited to go over the great department 
store of Selfridge & Company, Ltd., in London... The 
manager showed me their goods with selling tags at- 
tached. He said they got the idea from me and as I 
have explained, I got the idea from a gentleman in 
Iowa! 

Samuel Disston had a rather irascible disposition 
although he was a most lovable man. I could never 
understand why saw screws were packed one-half 
gross in a box when that quantity would last the 
average retail merchant a lifetime. I will never for- 
get how Mr. Disston “blew up” when I asked him to 
pack saw screws one dozen in a package. He was 
figuring from the cost to the manufacturer while I 
was figuring on the waste labor on the part of job- 
bers and retailers handling broken packages. 


Boxing and Drayage 


I have written previously about the elimination of 
the boxing and drayage charge. The principle of the 
charge was wrong; it was abused and its elimination 
was a step forward in the line of progress. Such 
things pass away in time because they are wrong, 
just as certain things in business now are sure to 
pass because fundamentally they are not sound. 
They are wrong and in time they, like the boxing and 
drayage charge, will go into the discard. 


(To be continued) 





Cashes In on Sidelines 





R. BEATTY, hardware 

e dealer, Clinton, IIl., told the 
Missouri dealers at their recent 
convention that out of the $10,000 
worth of business in china, crépe 


paper, candles and gifts, he made 
more net profit than he did in the 
sale of $32,000 worth of builders’ 
and shelf hardware. Mr. Beatty 
hired one girl to look after this de- 


\ 


partment and found her so satisfac- 
tory that he is now using five young 
ladies in his store and says that 
women sell hardware just as effi- 
ciently as the men. 
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Profit-Sharing Plan | 
Increases His Sales 


to $700,000 


The profit-sharing plan, inaugurated | 
more than twenty years ago by Hamp | 
Williams, head of the Hamp Williams | 
Hardware Co., Hot Springs, Ark., has 
resulted in increasing the annual sales 


Left to right: Standing—Sam Smith, Willis Davis, Porter Wilson, 


Carl Miles and 


of the company from $100,000 to more 
than $700,000, according to a statement 
recently made by Mr. Williams in a let- 
ter to Liew S. Soule, editor of HaArp- | 
WARE AGE. Mr. Williams’ letter fol- 
lows: 

“From time to time I have had a lot 
to say about my profit-sharing plan. I 
am trying to impress the retail hard- 
ware merchants of this country with the 
necessity of ‘organization.’ 

“Herewith inclosed please find a 
group picture of the four profit-sharers 
of our business—the men who have in- 
creased our annual sales from $100,000 | 
to more than $700,000. 

“These men have prospered in pro- 
portion to the profit they made. They 
all own good homes, automobiles, and 
have several thousand dollars loaned at 
interest. If they have prospered at a 
living wage and each only receiving 5 
per cent of the profit of the business, 
what have I made? | 

“My profit-sharing plan will work in 
any kind of business. You don’t have 
to pattern after me as to the per cent 
you allow them, but the fundamentals 
are: Try your men first before enter- 
ing into a contract with them, and what- | 
ever portion of the profits you agree 
that they shall have, pay them that 
amount in cash and don’t try to unload | 
upon them stock in your corporation, 
which, likely, has no market value. | 
Keep your stock except just enough to 
make them stockholders instead of part- 
ners. 
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“This profit-sharing plan has been 
working successfully for twenty years. 


_It has been published in all the hard- | 
_ ware journals and I have it in printed | 
_form and will be glad to mail it to any 
dealer upon request—no charge. 
| trying to render service to my fellow 


Am 


retail merchants. 
“Look this group over carefully. 
They are just the same as you and I— 


_ perfectly natural and normal. All they 
wanted was a chance. I gave it to them | 





Sitting— 
Hamp Williams 


and now they are giving me a chance 
to have the best time of my life and at 
an age when I need it.” 





Pittsburgh Retailers 
Discuss Advertising 


Means of promoting local trade was 
discussed at the monthly meeting of the 
Pittsburgh Retail Hardware Dealers 
Association, held at the Fort Pitt Hotel, 
Pittsburgh, March 28. The meeting was 
presided over by Gustave Schulze, pres- 
ident, and attended by about twenty- 
five members. 


the retail hardware dealers can prevent 
what should be regular customers from 
going to town to make purchases which 
could be made just as well and just as 
profitably from the nearby hardware 
store. 

A plan was discussed of a general ad- 
vertising campaign in street cars and 
in several of the daily 


papers, but no definite action was taken, | 


aside from the appointment of a com- 
mittee to go into the matter and re- 
port at the next monthly meeting of the 


association to be held on April 25. The. 


Pittsburgh retail hardware dealers feel 


that a proper advertising campaign | 
would result in their getting trade from | 


nearby residents that now goes largely 
to the department and other stores that 
rightly should go to the local hardware 
store. 
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The evening was given | 
over largely to a discussion as to how | 


Pittsburgh | 





Herbert C. Rahm, Adv. Mer. 
Yale & Towne Mfg. Co. 


The Yale & Towne Mfg. Co., manu- 
facturer of Yale products, Stamford, 
Conn., has recently appointed Herbert 
Charles Rahm as advertising manager, 
to succeed Francis Juraschek, who re- 
cently resigned. 

Mr. Rahm has been acting as adver- 
tising manager since August, 1923, at 
which time Mr. Juraschek became in- 
capacitated through an automobile acci- 
dent followed by an attack of pneu- 
monia, necessitating his absence from 
then until the present. 


on 








| Zeller Lacquer Mfg. Co. 
Western Representation 


Arrangements for representation in 
the Far West have been completed by 
_ the Zeller Lacquer Mfg. Co., New York 
City, in the establishment of two new 
branch offices with stock rooms, in Cali- 
aaene and a distributorship in Denver, 
Colo. 

_ The branch offices are in Los Angeles 
and San Francisco, and the Denver dis- 
tributorship has been arranged with 
the Ormor Sales & Supply Co. at 1428 
Court Place, where a stock room is 
maintained. The company’s offices in 
Los Angeles are at 603 East Seventh 
Street, and in San Francisco, 67 Stewart 
Street. 

Each of the California offices is also 
connected with stock rooms. C. H. Gay- 
lord has been appointed to take charge 
of the Los Angeles office and W. W. 
Partridge will manage the San Fran- 
cisco office. Both men are well known 
for their records of service in this field. 

From all of these new points of dis- 
tribution the Zeller Lacquer Mfg. Co. 
is already making steady shipments of 
its products, which include a complete 
line of dip, brush and spray lacquers, 
lacquer enamels and bronzings. 





Frederick T. Foehl Moves 
to Larger Plant 


Frederick T. Foehl, 36 Devoe Street, 
Brooklyn, N. Y., will shortly remove to 
larger quarters at 332 Ten Eyck Street, 
where he has taken a building. He is 
enlarging his plant, having put in con- 
siderable extra machinery, one item 
being a drop forge hammer, which he 
recently purchased from the J. H. Wil- 
liams Co., Brooklyn, N. Y. He is going 
to extend his manufacture of pliers for 
| general sale in the hardware field. 








John I. Tower & Co. Enters 
Retail Business 


John I. Tower & Co., Hingham, Mass., 
has entered the retail hardware busi- 
ness. The company has placed its ini- 
tial stock orders and contracted for 
counters, show cases and other store 
fixtures. 
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Group Meeting Schedule for 
Wisconsin Assn. 


The Wisconsin Retail Hardware As- 
sociation has announced a schedule of 
group meetings to be held during the 
year. The towns have been selected so 
every dealer can attend at least one 
meeting without going a great dis- 


tance. The schedule is as follows: 

MAY 20 Greenwood 
1 Milwaukee 21 Medford 

20 La Crosse 26 Taylor Falls, 

21 Red Wing, Minn. 
Minn. 27 Spooner 

22 Chippewa SEPTEMBER 
Falls 3 Rhinelander 

27 Beloit 4 Mellen 

29 Kenosha 11 Iron Mountain 
JUNE 12 Marinette 

10 Madison 16 Sturgeon Bay 

11 Portage 17 Shawano 

12 Stevens Point 18 Ripon 

15 Appleton OCTOBER 

16 Plymouth 1 Wautoma 

23 Platteville 2 Hartford 

24 Boscobel 

AUGUST 
19 Independence 





Employment Increasing 


A further increase in production of 
basic commodities and a slight increase 
in employment for February and early 
March were reported by the Federal 
Reserve Board last week: Wholesale 
and retail distribution also continued 
large during the period covered in the 
monthly summary of business condi- 
tions. Factory employment alone rose 
1 per cent in February after declines 
in payrolls in the three preceding 
months and through a reduction in the 
part time employment. The average 
weekly earnings of this class of labor 
was about 5 per cent over January. 

Building activity, although slightly 
lower in February than in January, ap- 
peared only to have slackened for a 
fresh start. 


Lakeside Forge Co. 
Registers Trademark 


The Lakeside Forge Co., manufac- 
turer of drop forged wrenches and drop 
forgings, Erie, Pa., has recently regis- 
tered with the U. S. Patent Office the 
word “Lakeside,” which it has been 
using as a trademark for its line of 
tools for some time. 








Connecticut Manufacturers 
Move Factory 


The Connecticut Tool & Engineering 
Co., manufacturer of special machinery, 
precision gages, dies, tools, jigs and 
fixtures, Bridgeport, Conn., has recently 
removed its factory from 304 East 
Washington Avenue to 109 Holland 
Avenue, where more adequate accom- 
modations are available for its expand- 
ing business. 








' next. 








In conjunction with this move the 
partnership existing between Daniel J. 
Williams and Hans Dineson has been 
dissolved, and the business will in the 
future be continued by Mr. Williams 
alone. 
company is contemplated. 





Walton Vice-President 
Enterprise Mfg. Co. 


Albert Walton has been elected vice- 
president in charge of manufacturing, 
and member of the board of directors 
of the Enterprise Mfg. Co., Philadel- 
phia, manufacturer of hardware, coffee 
mills, ete. 


—~—-—- --——— 


N. H. Gregory Leaves 
Hardware Business 


Norton H. Gregory has recently dis- 
posed of his interest in the hardware 
and implement business conducted under 
the name N. H. Gregory & Son, Fill- 
more, Mo., to N. H. Gregory, Jr. Mr. 
Gregory, senior, has been associated 
with the hardware business for fifty 
years. 


Reading Machine & Tool Co. | 


_in Pittsburgh in all the building crafts, 


Moves to Larger Quarters 


In order to provide more adequate 
accommodations for its rapidly expand- 
ing business, the Reading Machine & 
Tool Co., manufacturer of metal and 
wood-working machinery, Reading, Pa., 
has recently removed from 437 Wash- 
ington Street, in that city, to 560 North 
Eleventh Street. 


New Pittsburgh Hardware Store 


The old hardware firm of Scarbor- 
ough & Klause, which has operated a 
retail hardware store at 5809 Fifth 
Avenue, Pittsburgh, for many years, is 
branching out and will shortly open a 
new up-to-date hardware store at 5829 
Forbes Street, Pittsburgh. 
measures 20 x 90 ft., is located in one 
of the best residential sections in Pitts- 
burgh, and should prove to be a first- 
class location. 
basement of the building, which will be 
used for storage. The new store will 
be opened for business about May 1 


Miller-Kanous Changes 
to Argos Hardware Co. 


Miller-Kanous Hardware Co., Argos, 
Ind., has changed its name to the Argos 
Hardware Co. Present stockholders of 
the company are Cecil Umbaugh, Clyde 
C. Sims, Myrtle Miller and Lloyd B. 
Miller. 


No change in the name of the | 








Pittsburgh Building 
Strike Reported 
Nearly Settled 


The strike in the general building 
trades in Pittsburgh which started on 
March 1 is nearly over, the only men 
still out at this writing being the struc- 
tural and ornamental iron workers. The 
last of the crafts to reach a wage set- 
tlement was the plasterers who in the 
future will receive $12.50 per day and 
a five and one-half day week. The 
plasterers at first demanded $13 a day 
and a five-day week, this demand de- 
signed to eliminate Saturday work en- 
tirely, which under the new scale will 
be a half day of four hours. There are 
about 350 plasterers affected by the 
settlement of the strike, and there is 
now and has been for more than a year 
a great scarcity of plasterers in the 
Pittsburgh district. The new agreement 
reached runs until April 1, 1925. 

Painters and carpenters in the Pitts- 
burgh district, whose scale expired on 
March 1, have not yet signed a new 
scale, but they have continued at work, 
and their scales will be signed in a few 
days, a practical agreement to this ef- 
fect having been reached. The struc- 
tural iron workers have been receiving 
$10 per day, but have asked $11 per day. 
Eight hours will constitute a day’s work 


with time and a half for overtime, and 
double time for Sunday work. 





Batcheller Works 
Resume Production 


Production has been resumed at the 
Batcheller Works of the American Fork 
& Hoe Co., in Wallingford, Vt., follow- 


ing a fire that damaged the finishing 


The store | 


The concern also has the | 








department and warehouse on March 17. 
Within fourteen days from the date of 
the fire new machinery was assembled 
and put into operation. Shipments are 
now being made daily on spring lines 
and the production schedule was at no 
time seriously interrupted owing to the 
help from neighboring factories. 





H. R. Connor Speaks 
on Sharpening Stones 


A demonstration and address on the 
history of sharpening stones was re- 
cently delivered by H. R. Conner, New 
York manager for the Pike Mfg. Co., 
Pike, N. H., before the sales force and 
executives of the H. W. Mills Co., at 
its store in Passaic, N. J. A _ buffet 


supper followed the address. 





|W. A. Gilbert Buys Out L. B. 


Fairbank 


Walter A. Gilbert has purchased the 
hardware and furniture business of L. 
B. Fairbank, Medfield, Mass. 











xO 
Obituary 
James H. Hammill 
James H. Hammill, for thirty-five 


years connected with L. Gould & Co., 
housewares and toys, 700-708 West 
Lake Street, Chicago, IIl., died on March 
21 in his fifty-seventh year. Mr. Ham- 
mill, who was a sales representative of 
the company, was known as the “Gold 
Coast” salesman, traveling that part 
near Chicago, known as “Millionaire’s 
Row.”” He was also an authority on the 
American Indian. It was nothing un- 
usual for him to be called upon by the 
various rotary clubs to give talks on 
this subject. 


——— 


Alexander Bradley Cox 


Alexander Bradley Cox, formerly 
connected with T. H. Nevin Co., manu- 
facturer of paint and varnish, Pitts- 
burgh, Pa., died from apoplexy in Santa 
Rosa, Cal., Feb. 3. Mr. Cox until one 
year ago was a member of the firm of 
Kistler & Cox, local wallpaper and 
paint operators. 

He was born at Carrollton, Ohio, June 
10, 1854, finishing his schooling at 
Mount Union College. For several 
years he was associated with his 
rother-in-law, the late Senator Rutan, 
a‘ Pittsburgh, Pa. 





Luther G. Turner 


Luther G. Turner, formerly president 
and general manager of the Turner & 
Seymour Mfg. Co., Torrington, Conn.., 
died. March 27 at Southern Pines, N. C. 
He was born in New London, Conn., 
78 years ago, and had been associated 
with the company for 48 years. He 
was a director in several banking insti- 
tutions. Mr. Turner was stricken with 
pneumonia while returning home, after 
a vacation in Florida with his family. 





Panhandle Program Ready 
—To Meet May 13-14 


The program for the fifteenth an- 
nual convention of the Panhandle Hard- 
ware and Implement Association, to be 
held at the Amarillo Hotel, Amarillo, 
Tex., May 13-14, has recently been com- 
pleted and will include talks on a wide 
range of trade topics. 

The list of speakers will include J. D. 
Tinsley, general agricultural agent for 
the Santa Fe lines, in Texas, who will 
discuss the “Development of the Poul- 
try and Dairying Industries in Relation 
to the Hardware Dealer”; H. J. Hodge, 
secretary of the National Federation, 
Abilene, Kan., “The National Federa- 
tion Implement Dealers Association and 
Its Relation to Its Affiliated Associa- 
tions”; S. H. Mitchell, Denver, Colo., 
“How Can I Convert My Bunch of 
‘Order Takers’ into a Sales Force?” 
Hamp Williams, president of the Na- 
tional Retail Hardware Association, Hot 
Springs, Ark., “Organization”; D. 
Fox, Southern Representative of the 
Federal Hardware and Implement Un- 
derwriters. Dallas, Tex., “Insurance”’; 
Tom N. Witten, president of the Na- 
tional Federation, Trenton, Mo., “The 
Trenton Idea and Its Relation to Busi- 
ness Building”; Arthur M. Sedgwick. 


| Mo., 


yg 





associate editor of the Implement ond 
Tractor Trade Journal, Kansas City, | 


a ee 
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“Advertising and the Meaning of 
a Trade Paper to the Dealer.” 
The program also provides for the 


election of officers, a banquet given by 
the PHIT Club, and a trip through the 


United States Smelter. There will also 
be the usual Question Box. 


—_—_—_——--- 


Pratt & Lambert Salesmen 
Discuss Conditions 


Conditions prevailing in the varnish 
manufacturing field were discussed at 
a two-day conference of industrial 
salesmen from New York, Buffalo, Chi- 
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Galt Machine Screw Co. 
Recapitalizes 


The Galt Machine & Screw Co., Ltd., 
manufacturer of screws, nuts and milled 
specialties, Galt, Ont., Canada, has re- 
cently recapitalized under a dominion 


_charter for $500,000 and has taken over 
and will continue to operate on a much 
_larger scale the business formerly car- 
_ried on by the Galt Machine Screw Co., 





cago and Bridgeburg, Ont., representing | 


the Eastern, Centra’, 


Western and. 


Canadian divisions of Pratt & Lambert, | 


Inc., manufacturer of varnish, held in 
Buffalo, April 3-4. 
A. D. Graves, 


senior vice-president 


and treasurer, opened the first day’s | 
meeting, after which R. W. Lindsay, | 


general sales manager, outlined the sub- 


jects to be discussed and commented | 
upon prevailing conditions in the manu- | 


facturing field. 


T. E. Murphy, assistant manager of | 


industrial sales, in charge of the con- 
ference, was another speaker. 


| 
| 
| 


Ltd. 

Considerable new equipment will be 
added from time to time, and the com- 
pany will be in position to give excel- 
lent service to American manufacturers 
who desire to have high-grade special- 
ties and small machines manufactured 
and distributed in Canada. The officers 
of the new company are: R. W. Roelof- 
son, president; C. E. A. Dowler, vice- 
president; C. K. Jansen, secretary- 
treasurer. 





Devoe & Raynolds Co. 
Philadelphia Salesmen Meet 


A meeting of all salesmen traveling 
out of the Philadelphia branch of Devoe 


_& Raynolds Co., Inc., manufacturer of 


Demonstrations and discussions occu- | 
pied most of the time of the confer- | 
ence, which is held semi-annually. An | 


informal dinner at the Saturn Club fol- | 
the work already accomplished during 


_the present year, and complimented the 
salesmen because of the increase over 


lowed the first day’s session. 





Auburn Hardware Co. 
Makes Improvements 


The Auburn Hardware Co., Auburn, 
Ind., 
to its building. 


paints, varnishes, brushes, etc., 101 Ful- 
ton Street, New York City, ‘was held 
recently in Philadelphia. William Penn 
Mott, the branch manager, discussed 


the same priod for 1923. The after- 


noon session was in charge of L. R. 


Helms, salesmanager of the Philadel- 


_phia branch. After a luncheon at Mose- 


_hach’s 
has made several improvements | 


Mr. Helms took up the work to 
be accomplished within the next two 


' months. 


Plug Up These Leaks! 




































IF YOU ARE TIED TO YOUR DESK 
BY UNIMPORTANT DETAILS YOU 
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Store of Charles O. Schmidt, Farmingdale, N. Y. 
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A Five-Time ‘Turnover in Floor Coverings 


O. SCHMIDT, who has a re- 
¢ tail hardware business at 
* Farmingdale, N. Y., knows 
an opportunity when he sees one. 
About two years ago Mr. Schmidt, 
with characteristic foresight realized, 
as have many other retailers; that the 
hardware and housefurnishings store 
was an ideal medium for dis- 
tributing floor coverings, and 
accordingly put in a few rolls 
of hard-surfaced printed rugs 
and floor coverings—the en- 
tire stock valued at about $50. 
He expected that the line 
would be successful, but the 
results entirely exceeded his 
expectations. Today he car- 
ries a complete line, and 
waxes enthusiastic when tell- 
ing about the profits. 

Mr. Schmidt turns his stock 
of floor coverings five or six 
times a year. He nas found 
floor covering a decidedly sat- 
isfactory line to handle, for 
the reason that the merchan- 
dise itself is unusually attrac- 
tive and is sure to attract the 
attention of prospective pur- 
chasers, and for this reason is 
self-selling. As Mr. Schmidt 
told the HARDWARE AGE rep- 
resentative, it does not require 
much in the way of expert 
salesmanship to keep this line 
moving, but, like the good 
merchandiser he is, he does 
not for this reason make the 


mistake of not using salesmanship 
when the opportunity offers. 
Whenever a shipment is received, 
Mr. Schmidt gets out a muitigraphed 
letter to his customers in which he 
emphasizes the attractiveness of cer- 
tain patterns, and invites inspection. 
Experience has taught him that nov- 





A section of Charles O. Schmidt’s floor covering 
department 


elty is an important factor in selling, 
and for this reason he makes a point 
of changing the patterns frequently. 
In addition to these multigraphed 
letters, which are carefully and neatly 
prepared with a view of giving them 
the appearance of a personal touch, 
Mr. Schmidt also sends out circulars 
in which his stock of floor 
coverings is given considera- 
ble attention. 

In addition to the interior 
display, Mr. Schmidt has a 
window devoted exclusively to 
floor coverings, and has found 
that the line lends itself par- 
ticularly well to display, be- 
cause of the attractive, color- 
ful effects that are possible. 

In order, to insure satisfac- 
tion on the part of his custom- 
ers Mr. Schmidt has instruct- 
ed his salesforce to give pur- 
chasers a few pointers on the 
correct method of laying floor 
coverings. A customer, for ex- 
ample, is told that the floor 
covering must not be tacked 
in place until it lies perfectly 
flat and the last tendency to 
curl has disappeared. From 
the start he has never under- 
taken to have the ficor cover- 
ing laid by his store, as he has 
found that in the great ma- 
jority of cases his customers 
actually prefer to do it them- 
selves, especially as there is 
nothing difficult about it. 
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When asked by the HARDWARE AGE 
representative what he would advise 
a retailer, desirous of taking on a 
line of floor coverings, to get in the 
way of a small but representative 
stock, Mr. Schmidt said that judging 
from his own experience a merchant 


HARDWARE AGE 


wanting to start in a small way and 
gradually expand his business could 
advantageously start with a dozen 
rugs, comprising three or four pat- 
terns, and a small assortment of yard 
goods. This would call for an ex- 
penditure of only about $50 or $100. 
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In the matter of patterns, etc., he 
says that the merchant could not do 
better than to take the advice of his 
jobber’s salesman who, having sold 
other retailers in his territory, would 
be familiar with the requirements of 
his trade. 


Correct the Text Books 


U_ PAVE you done anything toward 

correcting the impression that 
the difference between the cost and 
selling price is profit? This is really 
a vital question that all business men 
should consider seriously. The pub- 
lic rose up and called the retailer a 
profiteer and then had to turn around 
and pay Congress taxes so that many 
thousands of dollars could be spent 
to determine whether the accusation 
was correct. 

The investigation proved the hard- 
ware dealer innocent, in fact he was 
on the red side of the ledger at that 
time. But it did show that people 
thought profit was the difference be- 


tween cost and selling price and that 
the retailer pocketed the entire 
amount. 

It is believed, once the movement 
gathers momentum, that our text 
books in the public schools and 
colleges will be corrected. But it 
needs the earnest support of every 
retailer to get it started just at this 
time. There is no need to educate 
our people in the wrong way of think- 
ing and the sooner it is stopped the 
better for everybody. 

Each hardware merchant could ex- 
plain it to the school teachers of his 
town in a very few minutes and if 
every hardware dealer in the coun- 


try would do this little bit of personal 
work, the movement would be well 
started. 

If you receive advertising from 
some manufacturer or jobber with 
glowing figures as to the amount of 
“profit” you will make out of a pur- 
chase of certain commodities, write 
a letter to them calling attention to 
the error and point out how little 
good they are doing the trade when 
they allow such information to be 
broadcasted, which in many in- 
stances, reaches the consumers’ eyes 
and helps to confirm his belief that 
retailers are holding him up and are 
profiteering. 














may be classified: 


times, and those wise of their times. 


wise behind his time. 


THE OPPORTUNIST 


| T has been said of Edmund Burke, that remarkable English thinker and 
: publicist of the eighteenth century, that he was “wise ahead of his time.” 
The phrase suggests three headings under which all men of consequence 
Those wise ahead of their times; those wise behind their 
These classifications apply in the world 
of merchandising, in which we happen to be interested as well as to any other. 
Which is the more commendable and of which class should we strive to be? 
There can be no dispute as to the relative undesirability of any man who is 
He is a has-been and has seen his best days. 
In the world of politics, of leading people into new ways of thinking, there 
can be little doubt of the desirability of the man who is wise ahead of his time, 


in spite of his occasional impracticability. 


In our world of merchandising, of making money, we are certainly not deal- 
ing with the past or the future but with the present, and in it the man of men 
He is never very far away from contem- 
poraneous events, fads and practices since the latter affect public’s buying of 
merchandise far more than any influences of the past or future. 


is he who is wise of his own times. 











He is the 


merchandiser who reads his newspaper with his eyes open to suggestion, who 
hears conversations with his ears open to opportunities and who cashes in on 
both here, now and today. He lives neither in the past nor the future but very 
much and intensely in the present. He is the opportunist of today. 
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$1000 in Chinaware in Five Months 


And How the Salem Hardware Co., Salem, Ohio, Did It 


N arranging stores it is a cardinal 
principle that every hardware 
store should have a particularly 

attractive department in the front to 
yreet each customer as he enters 
the door. The Salem Hardware Co., 
Salem, Ohio, believed this axiom 
when it installed a fairly complete 
china department in June, 1923. 
Under the able management of Mrs. 
Catherine Mounts the first five 
months showed sales which totaled 
above $1,000. This, it must be re- 
membered, took place in a town with 





The illustrations on this page show two views of the chinaware department of 


about 10,000 inhabitants where there 
was sufficient chinaware competition 
to make an interesting sales contest. 

R. F. Fawcett, secretary and man- 
ager of the firm, watches this depart- 
ment very closely. He notes with 
satisfaction that the store now has 
a larger number of women customers 
than it had a year ago. He has 
found the number of sales in the 
chinaware department have been re- 
markable. This department seems 
to fill a direct need of the community. 
Women customers have told Mrs. 


the Salem Hardware Co., Salem. Ohio. 


Mounts that it simplifies their gift 
problems for bridge parties, showers 
or birthdays. 

The holiday trade in china sets is 
always good. Mr. Fawcett handles 
open stock patterns exclusively and 
has found that they offer a good sales 
talking point and are worthy of much 
emphasis in his sales letters and talks 
with customers and prospects. 

Since the installation of the china 
department this store has taken on 
a line of table and boudoir lamps 
with painted glass shades. These fit 
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Every- 


thing is spotless and that’s one reason why women like to buy their china there 
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in nicely with the other 
goods and have moved rap- 
idly. 

Mr. Fawcett believes that 
it is essential to have a 
woman in charge of a china 
department, as women cus- 
tomers have more faith in 
sets or patterns if the sug- 
gestions are made by a 
member of their own sex. 
Frequently a purchaser of 
kitchen ware can be inter- 
ested in chinaware, and as 
Mrs. Mounts handles both 
departments she works 
them in such a way that a 
purchaser in one is made an imme- 
diate prospect in the other. 

Mrs. Mounts is extremely enthusi- 
astic about selling china in a retail 
hardware store. Her argument is a 
good one. She says that the hard- 
ware stock embraces hundreds of 
homely articles used in every day 
home life and it is the natural place 


tinued return of sales. 
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Open Stock China Pays 


feed RUHLING of Chicago advocates china for 
the hardware store, and states that stocking 
of several patterns in their entirety produced a con- 
As he explains it, the open 
stock feature of a set of china is always impressed 
upon a customer when she makes a purchase. 
this in mind she knows that she can add to her set 
at any time or replace pieces that are broken, so 
there is no hesitancy in buying. 
claims that this method brings them back time after 
time because a housewife always wants her china- 
ware of the same pattern. 
comes for chinaware she usually buys other house- 
hold articles and kitchen utensils. 


to go for anything for the home. 
China and glassware are the pride 
of the housewife and so the Salem 
Hardware Co, feels that it has made 
a wise decision in creating a china 
department. Its success for the first 
five months of its existence bears 
out this contention. 

With a china department the dealer 


Mr. Ruhling 


Incidentally when she 
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can introduce a_ limited 
stock of novelty vases, ash 
trays, flower bowls and dec- 
orative pottery. These items 
move quickly and offer an 
extremely attractive profit. 
People will buy such spe- 


With cialties without much sell- 
ing effort. 
Mrs. Mounts and Mr. » 


Fawcett both recommend 
the use of good display 
tables for china. This store 
has used the standard china 
table, which provides for 
extra stock inside the fold- 
ing doors. Mrs. Mounts 
keeps clean tablecloths or fresh white 
paper on all of the tables and feels 
that it is absolutely necessary to do 
so. She keeps all of the stock spot- 
less. She knows a woman’s view- 
point on such matters and says that 
the clean, tidy and well kept china 
department is assured of a success- 
ful reception. 





Do You Feature the Guarantee ? 


NE question hardware merchants 

hit upon sooner or later and one 
which never seems to get old, is the 
guarantee. There is a growing num- 
ber of merchants who do not stress 
the guarantee believing that it in- 
duces a customer to expect too much 
for his money and often opens up the 
way for the loss of a good account. 
This question was discussed at 
several hardware conventions this 
year and one merchant stated that an 


unlimited guarantee on a small priced 
item gave the purchaser the idea that 
the hardware man would keep him 
supplied the rest of his life for the 
one purchase. This was particularly 
applicable to pocket cutlery. Other 
merchants, however, believed in un- 
limited guarantee and replacement 
without question, if for a matter of 
policy more than anything else. 
The sum and substance seemed to 
be that hardware merchants stressed 


the guarantee point too strongly for 
the sake of closing the sale and there- 
by opened the way for dissatisfaction 
because of the broad blanket which 
they spread over the merchandise and 
sold really nothing more than a guar- 
antee. There is no question but 
guarantees are good selling points 
but certainly the merchandise must 
have other values besides the fact 
that it is “warranted.” 

What do you think? 
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and use them.” 





“Use "Em Yourself to Sell ’Em” 


OHN SELL of the Sell & Atkins Mercantile Co., Pittsburg, Kan., commenting on the article 

entitled “Use "Em Yourself to Sell ’Em,” that appeared on page 80 of the March 13 issue of 
HARDWARE AGE, writes as follows: 

“We are rather cranks on the subject of using hardware that we recommend and sell. 

“This is especially true in the cutlery lines, different clerks using different razors, and we find 
they are best equipped to sell the one that they use themselves. 
Gillette razors and Twinplex stroppers, because I have used these two items for ten to fifteen 


“New items in cooking utensils are taken home as soon as they arrive, by some member of 
the firm, to try out, even to electric washing machines. 
“Electric light fixtures are being changed in the home of someone connected with our busi- 
ness, in order to study the different effects, and even knobs and escutcheons on locks are ex- 
changed now and then to ascertain their wearing qualities. 
“Flashlights are among the big items with us and we insist that everyone connected with the 
firm carry one, using it on all occasions demanding lights; in fact, we believe in the goods we sell 


Personally I can sell more 














Hit Phd ibe, 
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2000 Pieces of Aluminum in One Day 


That's What a “Surprise Sale’ Did 
for Smith & Pearson, Auburn, N. Y. 


ARGAIN sales have appealed to 

B women from time immemorial 
and the bargain surprise sale 

of aluminum ware recently con- 
ducted by Smith & Pearson of 
Auburn, N. Y., 
was no excep- - 
tion to the gen- - 
eral rule. Hun- 
dreds of women 
attended this 
sale and each 
and every one 
of them went 
away _ satisfied. 
Needless to say, 
the members of : 
the firm were : 
also satisfied. 

Large adver- 
tisements in the 
local newspapers 
announced the 
sale the day be- 
fore it actually: 
took place. One- =: 
half of each ad_ - 
was given over 
to a description 
of the articles to 
be sold, togeth- 
er with a com- 
parative value of the various articles. 
In the balance of the space, usually 
devoted to a listing of prices, ap- 
peared a large interrogation mark, 
indicating that the sale price would 
be in the nature of a complete sur- 
prise. 

On the morning of the sale the 
early comers found that the large 
windows of the store facing on Gene- 
see Street, the main thoroughfare of 
Auburn, were filled with aluminum 
ware. The aluminum ware was of 
an excellent make and the pieces 
were heavy and of exceptionally 
large gage. The first piece sold to 
any customer was sold for $1.49, 


T a recent meeting of hardware 
dealers they were discussing the 

use of certain items as ieaders to 
draw business. It was brought out 
that drug and department stores 
often picked out a good hardware 
item and slashed the profit on it 
simply to draw people into the store 


but with each of these puréhases the 
customer had the privilege of buy- 
ing an additional piece, valued at 
from 40 to 50 cents, for 5 cents 
additional. In other words, two 





One of the Smith & Pearson’s “surprise sale” window displays of aluminum ware 
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pleces could be purchased for $1.54. 
During the day of the sale over 
2000 pieces of aluminum ware were 
sold. 

It was not the intention of the 
firm to cash in to any great degree 
on the items featured in this sale. 
The aluminum sale, however, suc- 
ceeded in increasing the total vol- 
ume of business and brought people 
into the store who purchased other 
items which netted the firm a hand- 
some profit. 

Smith & Pearson could afford to 
give a particularly good price on 
the aluminum ware as it was made 
up of “luck purchases,” for one 


**L_eaders vs. Profits’’ 


for the other merchandise which car- 
ried a decidedly good margin of 
markup. 

One of the dealers made a sugges- 
tion of considerable merit. He ad- 
vised dealers against using the so- 
called hardware “side !ines” for 
leaders at cut prices, stating that 


thing. The sale had been planned 
far enough in advance to permit 
this, and the firm was absolutely 
sure of the values offered because 
every buver had brought his items 
to the inspection 
of Joseph O’Mal- 
ley, manager of 
the  housefur- 
nishing depart- 
ment, who had 
to be sold before 
the items were 
listed in the sale. 
Several items 
he considered as 
not being good 
enough quality 
were thrown out 
and not offered 
for sale. 

Norestric- 
tions were 
placed on the 
amount of alu- 
minum ware a 
customer could 
buy. This proved 
to be a mistake, 
however, for 
several items 
: were exhausted 
long before noon had arrived. 

While the “surprise sale’”’ was suc- 
cessful enough on its first trial to 
warrant its adoption as a _ semi- 
annual’*event, the firm felt that it 
would have had larger returns if 
the aluminum ware had been dis- 
played in the windows previous to 
the day of the sale. This, too, will 
be rectified in the future. But even 
with the two weak spots mentioned, 
the “surprise day” sale proved to 
be the best sale ever held by the 
store. The class of customers at- 
tracted was unusual in that all of 
them came to buy and not to look 
around. 


usually these lines carried a very 
nice margin of markup which would 
be sacrificed if they were used to 
draw trade for other items not carry- 
ing as wide a margin. This dealer 
favored featuring the “side lines”’ 
and the use of less profitable lines as 
leaders. 


es 








86 HARDWARE AGE 








April 10, 1924 


En Route to Africa 


From Paris to Marseilles 


By “THE SALES 


Paris-Marseilles, Feb. 27, 1924 

EFT Gare de Lyons at 9 a.m. Taxi one mile, 30 
[| cents. Portier takes me to my reserved seat. 
Paper with my name stuck over seat. Tin whistle 
blows—time to go. Buy magazines from paper stand 
on wheels. Buy “La Rire”’ (The Laugh)—very 
naughty but funny. Curious advertisements—the 
underworld. “La Rire’ would be suppressed in the 
U. S. A. Note: France is the freest country in the 
world. You can do as you please so you do not inter- 
fere with the freedom of some one else. You can talk 
as much and as loud as you please but they arrest the 
man who strikes the first blow. The French love noise. 
They blow their automobile horns constantly. It takes 
them a long time to say anything. Lord Nelson said 
that is why they lost naval battles—they were so long 

in giving an order the wind changed in meantime! 

One Frenchman in my compartment. He has a 
nervous twitching of the face. 

Very handsome car but road bed is bad and going 
very rough. Express train—makes few stops. Cold 
and snowing—compartments cold. People carry 
blankets and wrap up. 


The Lonesome Traveler 


American with several women in next compartment. 
He looks lonesome—tired of listening to discussions 
of hats and clothes. He wants to talk business to 
some one. He stands in aisle, smokes and glances at 
me. Tries to make up his mind what nationality I am. 
My shoes look American. Decides I am English and 
gives me up—can’t talk “Main Street”; then, I am read- 
ing “La Rire.” I will take him on later and we will find 
out if we know some of the same people in the “States.” 
Note: American business men are gregarious. They 
love crowds—convertions. They can’t stand solitude. 
If left alone they are terribly bored. If an American 
business man is not a good “mixer” he is seriously 
handicapped. 


The French Baggage System 


The French towns look deserted. When we stop 
lunch wagons are pushed up to the windows. . Baggage 
is taken in and passed out through the car windows. 
The “Pullman” porters do not delay every one with 
their pile of luggage in the vestibule. 

At luncheon on the train I meet a French tobacco 
salesman. He is very talkative. Tells me Paris is not 
France. The révues are disgusting. He has a poor 
opinion of the Parisian. He tells me cigars in Tangier 
are cheaper than Paris—not so much taxation. (He 
was wrong.) 

At dinner meet English doctor on his way to 
Mombasa—Somaliland. Trip will take seventeen days. 
We discuss malaria and its cure. Quinine the only 
remedy. Doses given now are smaller but are given 





MANAGER” 


daily over a period of eight weeks. He said large 
doses taken only a few days were useless. He had 
studied in New York, but said he liked Africa. Would 
rather be in Mombasa than practice in New York or 
London. 

The American spoke to me. Had made his fortune 
and was now traveling. He did miss his business 
and all his friends. In business he was “somebody.” 
Now about all he did was to arrange trips—hotels— 
and check baggage. He was just a “courier” without 
salary. Most of the time he didn’t give satisfaction 
to the rest of the party and when rooms were not 
just right he was blamed. 

Note: American men are the most good-natured and 
imposed upon in the world. American women have 
the men going under both a snaffle and a curb bit. 
Just note the difference with English, French or Italian 
—not to mention Germans! 


Good Bye Wrist Watch 


Tragedy—going to dining car, broke the crystal of 
my square faced wrist watch—returning, broke off 
both fancy hands. It was sad to look at that beautiful 
watch with its stubs of hands trying to tell time. 

Train running into Marseilles. From lights, very 
large city. Thought of Conrad’s “Sea Rover,” written 
about this neighborhood—Toulon. A fine book about 
a splendid old pirate. Note: An old man is lucky to 
make a good finish. Most old men pass out in the most 
contemptible manner. Nursing their bodily complaints 
and hanging on to life as if there was something left 
worth living for. Most old people are bores. Note: 
Try to make a good get-away like Peyrol —Conrad’s 
hero! 


Artistic But Cold 


Cook’s man meets me. Gold lace and all. Cook is a 
great institution—if occasionally his clerks didn’t cheat 
a little on exchange. Guess they are playing a side 
bet. Hotel Louvre et la Paix—room with glass chande- 
liers—ceilings of flying cupids—walls with blue and 
gold decorations—and French windows that let in all 
the cold air in the world. Went to bed. Thankful 
that I had nothing but a dress suit case and a golf 
suit. Note: One of the most useful things in traveling 
is a long, soft rain coat. It not only serves for rain 
but as a motor dust coat, a bath robe, a table cloth 
and also as an outside wraper in a “carryall’”’ with a 
Shawl strap. Note: A golf suit makes a great travel- 
ing suit. Knees don’t bag—no pressing necessary. 

Good night to France. Wonder what the burning 
sands of the Sahara will be like! Must buy a fez for 
Robert Morton of St. Louis, to wear in his Shriner 
parades. 

Gee, but it’s as cold as Billy-be-dad! Wish this room 
was less artistic and not quite so drafty! : 
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Putting the National Game in the Window 


N less than a week the baseball 
season will be on in all its glory. 
~~ The big league teams will be 
swinging along the long trail that 
leads from April to September, while 
all over the country smaller teams will 
be going into action. Now is the time 
to concentrate on your baseball equlp- 
ment, to feature it and let your en- 
tire community know 
that you carry it. Make 
sure that everyone knows 
you handle equipment 
for the national game, 
and do it through the 
medium of advertising 
and the display window. 
The accompanying il- 
lustrations show the way 
in which the Kohl Hard- 
ware Co., of Ripon, 
Wis., went “over the 
top” during National 
Baseball Week a year 
ago. The illustration at 
the top ef the page 
shows the window as 
viewed from the side- 
walk. It shows a baseball 
park in miniature with 
teddy bears as players 
and dolls as spectators. 
Toy horses and wagons 
passing on the “street” 
add a natural touch. 


A photograph of the same window 
was taken from the side, as may be 
seen in the cut at the lower part of 
this page. In this picture the details 
are brought out clearly so that you 
may observe the floor of the window, 
which is covered with sods. In the 
center is the baseball diamond with 
a game in progress betweer two op- 





posing teams of the doll house 
league. In the background may be 
observed the grandstand filled with 
the best families and all of the sport 
lovers from the toy department. In 
the foreground of the window gloves, 
mitts, baseballs, catchers’ masks and 
bats are laid, without any undue 
overcrowding. 

Near the grandstand 
may be seen a players’ 
bench and a net to pre- 
vent fouls from going up 
into the stand. This 
window in its concep- 
tion, arrangement and 
details is one of the best 
displays of baseball 
goods, from the point of 
view of human interest 
that we have seen. 

We venture to believe 
that few persons passed 
the store during the time 
that this display was in 
the window who did not 
stop and enjoy its orig- 
inality and workman- 
ship. And furthermore 
we venture to believe 
that it was one of the 
most talked of windows 
in Ripon, Wis., during 
the National Baseball 
Week last year. 
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Iron Has Distinctive 


Features 


The Simplex Electric Heating Co., 
85 Sidney Street, Cambridge, Mass., 
has recently brought out an iron which 
has some distinctive and original fea- 
tures. The handle of this iron is a 


_Electrie 





radical departure from the ordinary 
wooden handle. It is of green Bakelite 
molded to fit a woman’s hand. Bake- 
lite stays cool and will never blister or 
peel. The handle has finger guards at 
either end and is secured by screws 
threaded into brass inserts which are 
cast in the Bakelite in the molding 
process. The heating element is the 
Simplex Nichrome Enclosed Coil type 
which, because of its peculiar construc- 
tion, is many times the usual length 
and strength. The new iron is equipped 
with the new cord set developed by 
Simplex. A feature of this cord set 
is the all-steel unbreakable plug which 
cannot chip or crack and is unaffected 
by heat. A Bakelite ball grip for con- 
venience in inserting and removing the 
plug is mounted on the anti-kink spring. 
It is claimed that when this ball grip 
is used for removing the plug, the 
recoil cf the spring between it and plug 
snaps the plug from the iron, elimi- 
nating excessive arcing and consequent 
burning of the contacts. Instead of 
the usual brass or bronze, the contact 
springs of the new plug are of finely 
tempered steel. A two-piece lamp- 
socket plug of green Bakelite, to match 
the handle of the iron, is provided. 





Display Control for Miller Locks 


Padlocks in counter display cartons, 
with each padlock in its own attractive, 
individual box, is the latest sales help 
offered by the Miller Lock Co., Phila- 
delphia, to the hardware trade. This is 
a new idea as applied to padlocks, al- 
though counter cartons for other kinds 
of merchandise have been used with 
much success for some time. Four of 
the leading Miller numbers have been 
selected for counter cartons. These are 








. housewives, 
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No, 44CS, a cast brass, extension 
shackle padlock that fits the tire car- 
riers of most cars, including the sixteen 
most popular makes; No. 7121, a carbon 
steel, armor plated padlock claimed to 
be the strongest of its size made; No. 
41, a cast brass padlock of that popular, 
flat, square type so widely used; and 
No. 86, a cast bronze, six secure lever 
padlock, one of the best looking and 
most serviceable models in the Miller 
line. The four locks named were 
chosen because they represent distinct 
types. They afford sufficient variety tuo 
meet practically every padlocking need, 
and thus fit in nicely with most mer- 





chants’ trade requirements. 
Portable Oven Holds 18-Inch 
Roaster 


Every hardware and housefurnishing 
dealer has had repeated requests for a 
portable oven big enough “to take an 
18-in. roaster or four 10-in. pipe tins.’ 
The demand has come not only from 
restaurants and lunch 
counters, but also from users of gas 
stoves with small ovens. 

This need is now satisfied by the 
latest addition to the line of New Per- 





~ 





fection “Live Heat” Ovens, made by the 
Cleveland Metal Products Co., Cleve- 
land, Ohio. New oven No. 242 G E 
is of the same quality and construction 
as the regular two burner New Per- 
fection, but 4 in. deeper. It will easily 
take an 18-in. roaster or four 10-in. 
pie tins. 

It is made only in the popular dro- 
door style. The frames around the 
glass in the door are finished in white 
porcelain enamel. The New Perfection 
Oven-Heat Indicator may be used in 
this oven. 





Soldering Paste for Radio Use 


L. B. Allen Co., Inc., manufacturer of 
soldering supplies, 4519-4529 North 
Lincoln Street, Chicago, IIl., has re- 
cently developed a new soldering paste, 
known as the Allen Special Radio 
Soldering Paste. This paste is guar- 
anteed by the manufacturer to be non- 
corrosive, acidless, and is 
approved by the National 
Board of Underwriters. It 
is a quick working flux 
and designed to insure a 
cleanly soldered job. It 
is put in a conveniently 
sized can and retails at 
a low price. In connec- 
tion with this new solder- 
ing paste, the company 
has recently published an 
interesting pamphlet, 
“How to Solder Radios 
and Get Results.” 
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Potato Creamer Lightens 
Housework 


The Ace Potato Creamer, made by 
the Ace Hardware Mfg. Corp., Phila- 
delphia, Pa., is the most recent addition 
to the company’s line of handy kitchen 
utensils, designed especially to eliminate 





as much as possible the drudgery of 
housework. The Ace potato creamer, 
with curved blades over each slit, will 
whip the potatoes into a smooth, 
creamy condition at the same time it 
mashes them. The potatoes are forced 
through the slits and must follow the 


‘curve of the blades which throws them 


to one side of the dish. The result 
is most pleasing and is accomplished 
with half the effort employed with ordi- 
nary mashers. 

This attractively finished instrument 
also finds application as a cake mixer, 
batter beater, and fruit crusher, or 
may be used at any time when mashing 
or mixing is necessary. It is very easy 
to clean. 





Coop Protects Chicks 


The “Lawn Park’? Coop, made by the 
Cyclone Mfg. Co., Urbana, Ind., has a 
number of outstanding features and 
should prove a very useful device 
wherever poultry is raised. The coop, 
as may be seen from the accompanying 
illustration, is so constructed that the 
wire park pulls out like a bureau draw- 
er and is made from heavy galvanized 
hardware cloth. The main coop is made 
from strong 28-gage galvanized iron. 
Size of coop, when park is fully ex- 
tended, as shown in cut below, is 18 in. 
wide, 19% in. high and 48 in. long. When 
park is closed down as shown in cut be- 
low, it is 24 in. long. A small door is pro- 
vided to let small chicks only have full 
range as desired. The “Lawn Park” 
permits the chicks to have plenty of 
sunshine and fresh air. The park run- 
way, being bottomless, lets them range 
on grass. Plenty of room to feed. No 
crowding. Can be moved from place to 
place easily. Coop proper has remov- 
able galvanized bottom. It is easily 


cleaned. Highly sanitary. More chicks 
live. 
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Screen Racks Hold Twenty 
Rolls 


Screen wire has always been hard 
to handle to every hardware dealer’s 
satisfaction and the D. H. Carlson 
Mfg. Co., Chicago, Ill., has just an- 
nounced a new rack which it is claimed 








has several points of merit which may 
appeal to hardware dealers. The rack 
is constructed to hold twenty rolls of 
cloth. The rolls are placed on shafts, 
of which there are ten to each reel. 
The reels revolve so that any size wire 
can be brought into position and locked 
for measuring. 

There is a secondary shaft,.against 
each roll, under spring tension that 
holds the cloth firmly and does not 
make it necessary to tie it up. The 
holder is designed to carry one roll of 
each size between 20 to 28 in. inclusive, 
in both black and galvanized. 

The floor space required for the rack 
is 2 by 4 ft. and is designed in this 
fashion so it can be placed conveniently 
at the end of a measuring counter. 


Collapsible Metal Cupboard 
Will Appeal to Housewives 


A collapsible metal cupboard was re- 
cently added to the Iron Horse Metal- 








ware line, of the Rochester Can Co., 
Rochester, N. Y. This cabinet is made 
from heavy gauge galvanized sheet 
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metal, and is so formed that it can be 
easily knocked down or put together in 
about two minutes time, and without 
tools of any kind. Once the cabinet 
is put together, it is as — as if 
singe from a single piece. There are 
two shelves in this sanitary metal 
cabinet, placed at a convenient height, 
and instantly removable when occasion 
requires it. The door is large, re- 
inforced with an extra sheet of metal at 
the back, and equipped with heavy 
hinges and hand catch. Each cabinet 
is tastefully enameled white and care- 
fully packed, knocked down, for ship- 
ment. These cabinets fill a real need 
in the home and appeal to the dircrimi- 
nating housewife instantly. 





Sensitive Vacuum Tube Detector 
for All Circuits 


The O-T-1-A vacuum tube, made by 
the DeForest Telephone & Telegraph 
Co., exclusively for the O. & T. Electric 
Corporation, 1819 Broadway, New 





York City, is designed for use with 
three dry cells coupled in series, with 
a twenty ohm rheostat. It can also be 
used on a 6-volt battery with a 30, 40 
or 50-ohm rheostat, its consumption be- 
ing very small, only .15 amperes, and 
having a rich, full tone it makes an 
ideal dry battery tube. It is a splendid 
detector and is said to do _ splendid 
work on single-tube sets. It is not 
recommended by the maker as an am- 
plifier beyond the first stage. The 
O-T 4 Silvertone is especially good as 
a detector for Neutrodyne sets with 45 
to 90 volts on the plate. It is also a 
good radio-frequency, reflex and other 
circuits. The company also markets 
a power tube that gives exceptionally 
great amplification. 





Milwaukee Roller Type Timer 
Has Bakelite Case 


A new Milwaukee Timer. recently 
placed on the market by the Milwaukee 
Motor Products Co., Inc.. is claimed to 
be absolutely “short-circuit” proof. 
The Milwaukee has a Bakelite case. 
The fact that the roller-type timer is 
the accepted standard for Fords and 
the fact that heretofore Bakelite has 
been used only by the manufacturers of 
high priced ignition units. should ap- 
peal strongly to dealers and users alike. 

The manufacturers will furnish deal- 
ers on request a three-color display cut- 
out which holds a timer from stock. It 
is unique in appearance and a new 
process makes its surface washable. 
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Regenoflex Receiver Cannot 
Re-Radiate 


The new Regenoflex Receiver, made by 
the Radio Corporation of America, 233 
Broadway, New York City, has all the 
advantages of the regenerative re- 
ceiver, but without its objectionable re- 
radiation. Two types of regenoflex re- 
ceivers, (the Radiola X and Radiola 





Regenoflex), are being produced com- 
mercially by the Radio Corporation of 
America. In these receivers the an- 
tenna and ground are _ connected 
through an antenna tuning circuit 
which acts as a radio frequency 
amplifier (and blocking tube). 

The regenerative receiver remained 
justly popular until the increasing 
amount of local interference produced 
by its use caused the engineers of the 
Radio Corporation of America and its 
associated companies to seek a workable 
solution for a new receiver which would 
have all the advantages of the re- 
generative receiver and yet be without 
its disadvantages. This was accom- 
plished after much labor, in the form 
of the new regenoflex receivers. Funda- 
mentally, it was first necessary to work 
out a blocking tube arrangement which 
was truly a one-way “eel trap” device. 
The reliability and effectiveness of the 
blocking tube as finally adopted is 
amazing. A regenoflex set on a long 
antenna, in powerful oscillation, and 
with the volume control set at full in- 
tensity will not affect noticeably an 
ordinary three-or-four-tube regenera- 
tive set (or another regenoflex set) re- 
ceiving a signal on or near the same 
wave length on a long parallel antenna 
fifteen feet away. Since such a sepa- 
ration as this between neighboring 
antennae is electrically desirable on 
other grounds as well, this is an entire- 
ly satisfactory solutton of the radiating 
receiver problem. The new receivers 
will, therefore, make no trouble for the 
neighbors and are, consequently, 
“Golden Rule receivers.” 

These receivers use four dry battery 
tubes, thus avoiding any necessity for 
storage batteries, battery chargers, and 
the like. The output of the sets, be- 





cause of the two-tube balanced amplifier 
at the end of the set, is both very loud 
and of excellent quality. 
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Smoot Promises Tax Reduction Law 
at Present Session of Congress 


Does Not Believe Congress Will Adjourn Before Presidential 


Conventions in June—Trade Commission 


(WASHINGTON, D. C., April 7, 1924.) 
ENATOR REED SMOOT, who 
S probably knows more about the 
legislative business of the country 
than any other living man, has sent a 
cold shiver down the spines of adminis- 
tration leaders who have been counting 
upon the adjournment of Congress on 
or before June 1 next in order that 
Senators and Representatives may 
participate in the Presidential conven- 
tions and then go home to repair their 
political fences. Senator Smoot an- 
nounces with the finality that usually 
marks his observations that it is ex- 
tremely unlikely that Congress. will 
finish its work by June 1. 

The obstacle to an early adjournment, 
in the opinion of the able Chairman of 
the Finance Committee, is the pending 
tax reduction bill. The consideration 
of this measure in committee is nearly 
completed and there is a fair prospect 
that it will be reported to the Senate 
before this issue of HARDWARE AGE 
reaches its readers. 


Battle Royal on Tax Bill 


Arrangements are being made to 
begin the debate on the tax bill in the 
Senate during the week of April 14, 
and it is intended to keep the bill con- 
tinuously under discussion until it is 
disposed of, with the exception of such 
intervals as may be required for the 
consideration of the annual appropria- 
tion bills which always take precedence 
over other legislative matters. The 
Senate leaders, however, are looking 
forward to a battle royal over certain 
features of the tax reduction bill and 
considering the time that will neces- 
sarily be spent in disposing of the 
budget measures there is little reason 
to hope that the tax measure will pass 
the Senate before the end of May. 

If the tax bill runs the gantlet of the 
Senate in anything like the form in 
which it will be reported by the Finance 
Committee it will take several weeks 
for the Conference Committee to har- 
monize the diverse provisions of the 
House and Senate drafts. Many 
changes in the House bill have been 
made and in many cases the original 
Mellon recommendations ignored by the 
House have been restored. 

The measure has thus been greatly 
conservatized and rendered more ob- 





Attacks Stove Makers 
By W. L. CROUNSE 


jectionable to the radical element in the 
Senate made up of certain minority 
Senators aided and abetted by the so- 
called Republican insurgents. Taken as 
a whole, however, the Senate is be- 
lieved to be a more conservative body 
from the revenue revision standpoint 
than the House; hence the big clash is 
likely to come when the bill goes to 
conference. 


May Take Shcrt Recess 


Senator Smoot’s program is believed 
to involve a short recess of both houses 
about June 1 to allow Senators and 
Representatives to attend the Presi- 
dential conventions and some of their 
own primaries, after which Congress 
will resume work and continue until 
the political exigencies of its members 
induce them to quit the legislative job 
and return to their constituencies for 
the campaign. If this plan is carried 
out some interesting questions will be 
raised as to the measures that are to 
receive consideration in addition to the 
tax reduction and budget bills. 

The administration is believed to 
favor a very simple and exceedingly 
brief legislative program; namely, the 
enactment of the appropriation bills, 
the tax reduction bill and some kind of 
a farmers’ relief bill that will put the 
President and the administration 
leaders in Congress on record as cham- 
pioning the interests of the tillers of 
the soil. The President is believed to 
be opposed to controversial legislation 
of any kind at this session lest it may 
have an adverse influence upon the 
majority party’s fortunes at the polls 
next November. 


Pledges Action This Session 


Senator Smoot is somewhat nettled 
over sarcastic comments that have re- 
cently appeared in the daily press, and 
especially the New York papers, sug- 
gesting that in view of the vast amount 
of time the Senate is spending pursuing 
investigations with bootleggers, train 
robbers and adventuresses as witnesses 
there is slim prospect of passage of the 
tax reduction bill at the present ses- 
sion. When twitted on this subject 
by Senator Walsh of Massachusetts the 
Utah Senator put this positive state- 
ment into the Congressional Record: 

“T want to say to the people of the 


country that the Congress is not going 
to adjourn until a tax reduction bill 
has become a law. There has been an 
effort on the part of a great number 
of people, particularly some of the 
business people, to make it appear there 
is going to be no tax legislation at this 
session. I have answered all such 
inquiries addressed to me by saying 
that I know there is going to be tax 
reduction.” 

I am confident that Senator Smoot 
will make good his prediction, but I am 
beginning to fear that some _ recent 
legislative developments will result in 
no little disappointment to the business 
men of the country who are looking for 
a large measure of relief in the way of 
tax reduction somewhat commensurate 
with the tax cuts made by the House 
bill. This is inevitable. 


Senate Must Raise $155,000,000 


The measure as reported by the 
Finance Committee will restore at least 
$100,000,000 worth of taxes stricken 
out by the House bill. These restora- 
tions have been made to avoid a sub- 
stantial deficit in next year’s revenue. 

In addition to putting through a 
bonus bill that will call heavy payments 
to a sinking fund, Congress will proba- 
bly enact a new general pension bill 
increasing current annual appropria- 
tions for this purpose by some $55,000,- 
000. This will mean that at least the 
sum mentioned will have to be provided 
by the retention in the Mellon bill of 
an equal amount of taxes eliminated 
by the House bill. 

To make up these shortages the 
Senate will probably reimpose many 
of the special taxes stricken out by 
the House but will endeavor to retain 
the cuts made in individual income 
taxes. There is sound sense as well 
as politics in this program, for nothing 
is closer to the average citizen than 
his income tax. It impinges directly 
upon his pocket nerve. 

The Finance Committee has confirmed 
in the bill the provision of the House 
providing for a 25 per cent cut in the 
tax payments to be made in 1924 on 
1923 incomes. This will be retained 
unless it should appear that the tax 
measure; cannot become a law by June 





(Continued on page 112) 
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Practice—the Key to Show-Card Success 


Chapter III of the Single Stroke Egyptian Alphabet 


HE first important thing nec- 
essary to a beginner’s success 
in learning show-card writing 
is practical understandable modern 
instructions. Few text books are 
written so that a novice can in- 
telligently understand them. Such 
books are only practical for personal 
instruction in the hands of a com- 
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An example of the effectiveness of the 
Egyptian alphabet 


By JOSEPH BERTRAM JOWITT 


petent teacher who is always ready 
to patiently explain all the technical 
phrases and to guide the beginner 
step by step through the awkward 
elementary stages. 

What the average beginner de- 
sires to know are the names of the 
different alphabets, such as Full 
Roman, Gothic, Egyptian, Script, 
Egyptian Block, Italics and Old 
English; how to hold the brush 
while lettering; what kind of 
brushes to use; the proper inks or 
water colors; the proper degree or 
slant to work upon; what kind of 
cardboard or supplies to get, and 
how to design or lay out a show 
ecard. This is about all that is 
necessary for the average beginner 
to know in order to learn show-card 
writing. Good workmanship and 
speed in lettering will only come 
with patience and persistent prac- 
ticing. 

Every one of the fundamentals 
will be thoroughly covered in these 
articles in HARDWARE AGE, which are 
primarily intended for beginners 
who desire to improve their oppor- 
tunities and increase their earning 
power by taking up show-card writ- 
ing and have not the time or oppor- 
tunity to attend a trade school in 
order to master the subject. The 


writer has been writing and teach- 
ing show-card writing for the past 
twenty-five years and has made a 
careful study of imparting this 
technical knowledge of free hand 
lettering to beginners. 

This is the third chapter on the 
single-stroke Egyptian alphabet. 
The arrows and numbers show just 


Complete 
RADIO 


Outfits. 
RADIO 
DEPARTMENT 
BASEMENT. 





Note the way im which érnaments have 
been used to advantage 
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how the different strokes are started 
and connected in making the capital 
and lower-case letters O, P, Q, R, S, 
T and U. The basic strokes of the 
letters P and R and O and Q are 
the same, a tail stroke in each case 
being the only difference. The letter 
S should have a trifle larger space 
at the bottom loop than at the top 
and it requires but three strokes to 
form this basic part. 

The beginner should practice on 
the letter O until he is able to make 
the half-round strokes gracefully, as 
the letter O is the key to all the 
circular letters such as B, C, D, P. 
Rand Q. The first stroke taken in 
making the capital letter P is a 
straight up and down stroke which 
is just the width of the brush used. 
Stroke No. 2, which is known as a 
loop stroke, should also be the same 
thickness as the straight up and 
down stroke. The loop is made by 
turning the handle of the brush be- 
tween the thumb and first two fin- 
gers instead of twisting the arm into 
an awkward position. 

The beginner should remember to 
select a brush which when dipped in 
the ink and wiped out will make a 
stroke the exact width desired for 
each element. When featuring any 
standard article which is nationally 
advertised, it is always advisable to 
copy the imprint or trade mark, 
using the same style letters which 
the public have become accustomed 
to see in the ads. This point has 


Paste This in Your Hat! 


HERE are three steps in making 
a sale. 

First—approach. You either half 
make a sale or kill it completely 
when you greet the customer and 
start the sales talk. 

Second—demonstration. Sell the 
use, simplicity, ease of operation and 
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It’s always good 
policy to repro- 
duce a well known 
imprint. This card 
shows how to do it 


_ Ceegmay 


a > 


S. 


riLes 


been brought out in some of the ac- 
companying show-cards. 

Genuine red_ sable show-card 
brushes will last many years if a 
little thought is given to their care. 
Do not, if you can help it, lend your 
brushes to anyone, unless it is some- 


Five but 
they tell a com- 
plete story, as a 
good show-card 
should 


lines, 


one who understands how to handle 
them. 

Some beginners in their first at- 
tempts at lettering make the mis- 
take of using only the tip of the 
brush, which they dip very lightly 
in the ink, and then proceed to work 
by holding the brush in the middle 
of the handle. This, of course, is 
wrong, and no matter how much 
time is spent in practising this way 
it would be impossible to make any 
real headway. It seems almost in- 
credible that success in show-card 





desirability of the merchandise be- 
for you emphasize the mechanical 
perfection. 

Third—close. This is the crucial 
point where many sales are lost. 
Here is where the master salesman 
shines, because he stops when he 
sees the customer is sold. Unfor- 
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writing depends to such a large ex- 
tent on the position in which the 
brush is held. 

The hairs in the lettering brush 
are made long and full in order to 
retain plenty of ink with which to 
make long, straight or sweeping 
strokes. The thumb, first and second 
fingers should be far enough down 
on the handle of the brush to touch 
the nickel ferrule. In this position 
the beginner will be able to control 
the brush in making all straight up 
and down strokes or in circle or 
semi-circle strokes and will not 
cramp his hand. 

Special attention is called to the 
“breaks” shown in the capital letters 
Oto U. In making these letters the 
brush was removed from the surface 
before each letter was completed. 
This was done in order to demon- 
strate to the beginner the direction 


AUTO NEEDS 


Tires, Tubes, Bumpers, 


Speedometers, Spark Plugs, 
Jacks, Spot Lights Pumps, 
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in which the strokes should go, 
where they start, where they join 
and the number of single strokes 
required to form each letter. The 
arrows in the illustration point in 
the direction in which the strokes 
should go. The order in which the 
strokes are taken in the formation 
of each one of these letters is from 
left to right. Be sure to use the 
full length of the hair of the brush 
in making each stroke and have the 
brush well charged with color or ink 
at each dipping. 


tunately many salesmen sell quickly, 
and before they have quit talking 
the customer is tired and has lost 
interest in the article. Experience 
is the best teacher, and careful 
study on closing a sale is profitable 
business both for the salesman and 
the store. 
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General Market News 





General Market Activity Waits 
Coming of Warmer Weather 
—Slight Price Stiffening 


Snow during the first part of last week retarded the sale of spring 
goods in some of the Eastern States, and at the same time emphasized 
the fact that many of the eastern retailers have stocks of snow and 
ice removing tools which were not sold during the past winter because 


of the mild weather. 


This is not regarded seriously, however, because 


few merchants have heavy stocks on hand. 
Current orders are numerous but they are confined to small quanti- 


ties. 


Suburban and rural dealers are buying in larger volume than are 


the city merchants, but real activity in the spring goods market will 
not begin in the Northern States until warmer weather has stimulated 


interest. 


Collections vary from slow to fair. 


A number of price readjust- 


ments are being made by jobbers and manufacturers but are more 


or less restricted in their nature. 


Among the more important price advances made effective tisatee 


the past week were the following: 


Some manufacturers of tin and galvanized ware have advanced 


prices about 5 per cent. 


The American Chain Co., Pittsburgh, Pa. advanced its prices April 
2, on coil chain, 25c. per 100 lb., which now makes the base price 


$6.25 per 100 Ib. 


The H. D. Smith line of perfect handle screw drivers have been 
advanced approximately 10 per cent. ~ 


Some manufacturers of snaths 


dozen. 


have advanced prices 50c. per 


Vacuum bottles have been advanced by some makers about 10 per 


cent, 


The American Brass Co., Waterbury, Conn., has reduced its prices 
as follows: Sheet brass, yc. per Ib.; seamless brass tubes, 1c. per Ib.; 
brazed tubing, 2c. per lb.; sheet copper, ‘4c. per lb.; and bare copper 


wire, 4c. per Ib 





No Price Changes Reported 
in Chicago Market 


There was very little change in the 
price level during the week. Linseed 
oil declined one cent and turpentine de- 
clined two cents per gallon. No actual 
advances were announced by manufac- 
turers of hardware lines during this 
time. Some markets are easier and 
concessions have been reported outside 
the territory, but there has been little 
change here as yet and none is ex- 
pected. 


Production Ahead of Orders 
in Steel, Says Pittsburgh 


Again we report that price changes 
in this district in the past week were 
few and unimportant. However, there 
is more inclination on the part of the 
mills to lower prices being made by 
competitors than for some time. Buy- 
ing is conservative, the volume of or- 
ders being good but mostly for small 
quantities. On nearly all steel produc- 
tion is now ahead of incoming orders. 
This condition does not indicate any 
higher prices in steel so long as it lasts. 








Snow Slows Up Spring Sales 
in New York 


Among the price advances made ef- 
fective by New York jobbers during 
the past week were the following: 

Coil chain was advanced 25 cents 
per 100 lb., making the present base 
%6.25 per 100 lb. Vacuum bottles ad- 
vanced about 10 per cent. Solder 
dropped between 2 and 3c. per Ib. 
Snaths were advanced 50c. per doz. 

The general movement of spring 
goods was retarded slightly during the 
past week by an April Fool’s snow- 
storm. Collections are reported to be 
somewhat slow. 


Snow Halts Spring Sales 
in Twin Cities 
There have been no price changes of 
importance during the past week, and 
market conditions remain rather quiet. 
Snow has retarded sales of spring 


goods but the general structure of the 
market is sound and firm. 
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U. S. Wealth 320 Billions 


The preliminary estimated wealth of 
the United States on Dec. 31, 1922, is 
fixed by the Department of Commerce 
at $320,803,862,000, as compared with 
$186,299,664,000 in 1912, or an increase 
of 72.2 per cent. Manufacturing ma- 
chinery tools and implements were 
valued at $15,783,260,000, or an in- 
crease of 159.1 per cent over 1912, 
when the value was $6,091,451,000. The 
value of farm implements and machin- 
ery rose from $1,368,225,000 in 1912 to 
$2,604,638,000, an increase of 90.4 per 
cent; railroads and their equipment in- 
creased from $16,148,532,000 to $19,- 
950,800,000, or 23.5 per cent. 





Purchasing Value of $1 
Now 6le. 


Cost of living figures of the National 
Industrial Conference Board show a 
decrease in February, compared with 
January, the latest figure being 63.9 
per cent above the level of July, 1914. 
Decreases in food and fuel were par- 
tially offset by an increase in the cost of 
clothing. The purchasing value of the 
dollar, based on these figures, is 6lc., 
compared with 100c. ten years ago. 

As the average of weekly earnings 
has been stationary at $26.94, some in- 
dustries showing decreases while oth- 
ers balance them with increases, there 
was a gain of real weekly earnings. 
The purchasing power of weekly earn- 
ings in January, 1924, was 31 per cent 
higher than in July, 1914. 


Boston Reports Numerous 
Price Changes 


An advance of 10 per cent in vacuum 
bottles, 10 per cent in paint brushes, 
35c. per 100 lb. cable chain, 10 per cent 
in one line of direct differential hoists. 
10 per cent in perfect handle screw 
drivers, a slight advance in food jars 
and grinding stands constitute the ad- 
vances reported the past week. Sheet 
brass, brazed tubing, sheet copper and 
bare copper wire are %c. a pound 
cheaper and seamless brass tubing Ic. 
On the face of manufacturers’ lists, 
the advances have it. Yet price cut- 
ting among jobbers is noted on nails, 
drills, reamers, cutters, etc., cap and 
set screws and various minor impor- 
tant hardware lines, consequently there 
*s no defined trend of values. 





Small Price Changes in 
Cincinnati 


There have been few price changes. 
Manufacturers have advanced prices 
on snaths 50c. per doz., and galvan- 
ized pails and tubs have gone up about 
5 per cent. Universal percolators have 
been reduced 10 per cent. Good April 
business is expected. 
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Spring Demand Still Backward, but— 
Optimism. Evident in Chicago 


(Chicago office of HARDWARE AGE) which has found it necessary to curtail operations until it 
HILE spring has officially arrived, the usual can find out if the demand, when it starts, will take all 
\ \ rush of business has not as yet made an appear- of its products. This has thrown some large suspensions 
ance. There have been a few good days but not and, in some instances, cancellations on the market. Con- 
enough to cause any real interest from agricultural sec- sequently the raw material markets are not quite as 
tions. This is the first spring in several years where the steady as they were. 
weather has been so unfavorable over the entire Middle In other words, the market is nervous and whether it 
West. be the weather or the political situation, the optimists be- 
After about four weeks of backward sales it is only lieve that once the spring demand gets a fair start it will 
natural to hear of cut prices which have been put out to become firm again and that spring business will compare 
force the volume. Several reports of this kind have been very satisfactorily with that of a year ago. February 
received during the last ten days, but for the most part sales are reported to be practically as good as last year 
they seem to be localized. and March is expected to run very close. A good current 
Furthermore, consumer demand has been behind sched- demand is needed, however, to move the spring merchan- 
ule and manufacturers who anticipated a much greater dise now in stock. 
volume made large preparations to take care of the busi- There were practically no price changes announced to. 
ness. This is particularly true of the automotive industry, dealers during the week from this center. 
AUTOMOBILE ACCESSORIES.—De- ar oad harap AD eg Eg FISHING TACKLE.—Sales large; rods 
mand still slow, due to backward sea- keyed, front door sets, $1.90 per set; hard to obtain now. 
son. ste, $3.25 per set; cylinder front door FOOD CHOPPERS.— Prospects for 
We quote from jobbers’ stocks, sets, $7.50 per set. good sales continue. 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each: CHAIN.—No changes reported. We quote from jobbers’ stocks, 
me ye cach; Champton X. 3c. We quote from jobbers’ stocks, eared es 15° Be ee og 1 
Blue Box line, 53c. each; A. C. Titan, f.o.b. Chicago: %- _ proof coil chain, 28. 20 per doz. ; $22. 25 per doz.; 
58c. each: lots of 100, 56c. each; A. C. $8.25 per 100 Ib.; American coil No. 35 taen y hog Enterprise 


3, $28 ~ 
chain, 40-10 per cent off list; No. 00 ~* No. 501, $16.65 per doz.; No. 602 


Special Ford, 44c. each. 1 Gp la gg ow , 
Spot Lights. —Anderson, No. 3280, — tric welded COW ties, $2.75 per $20. 80 per doz.: No. 708, $27 per don. 


€ 5.67 *h. 
96 oe cach, Stewattiectric crord), $ COPPER RIVETS AND BURRS. GALVANIZED AND TIN WARE— 


each. : All i . 
Jacks. — Reliable Jacks, No. 46, Very heavy demand continues. ll manufacturers now asking the sec 
$2.50 each: in lots of 10, $2.25 each: We ents heme see, ond increase of 5 per cent this year, 
Simplex, No Roar <_o ae f.o.b. Chicago: Copper rivets and making cost to jobbers 10 per cent ad- 
No. at. 31 30 each: ee burrs, 40 per cent discount. vance since Jan. 1, but resale prices 
Pumps.—Rose 1%-in. cylinder, $1.55 DOOR SPRINGS.—Stocks good; prices are unchanged except that cut prices 
2ach. : . . . 
a pair lots, steady. have expired by limitation. 
33%, per cent discount; 50 pair lots, We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
40 per cent discount. f.o.b. Chicago: Perfect, No. ° 5c. f.o.b. Chicago: Competition, galva- 
Tires and Tubes.—30 x 3% non- doz.; No. 3, 40c. doz.; No. 4, 44c, per nized after made, water pails, 8-qt., 
skid fabric, $8.65 each; cord, $11.60 doz.; No. 5, 52c. per doz.; No. 6, 63c. $1.85 doz.; 10-qt., $2.10 doz.; 12-at., 
each; gray inner tubes, 30 x 3%, doz.; No. 7, 70c. doz.; Reliance, light, $2.30 doz.; 14-qt., $2.57 doz.: galva- 
$1.30 each; red inner tubes, 30 x 3%, $1.80 doz.; medium, $2.50 doz.; heavy, nized wash tubs, No. 1, $6 doz. ; No. 
$1.80 each, $3.75 doz.; Torrey’s, $3.60 doz. 2, 3: s aoe; No. 3, $8 doz.; 2-gal. 
: galvanized kerosene can (tin breast 
AXES.—Fall prices, recently announced, ELECTRICAL MERCHANDISE.—AI- $4.25 doz.; 5-gal., 28- hy Bane cra 
are the same as those ruling during though wire market is higher, local not cemented seam, galvanized breast, 
tn fal . ° h d $6.85 doz.; 1-bu. galvanized baskets, 
the past fall and winter. Orders in fair prices remain unchanged. , $7 doz.; Cyclone Rubbish Burners, $21 
volume only. We pduote from jobbers’ stocks, doz. 
. f.o.b. Chicago: No. 14 rubber covere ° 
We quote from jobbers’ stocks, wire, ae met 1000 ft.: in 1000-ft. GARDEN HOSE.—Outlook continues 
f.o.b. Chicago: First quality single lots, $7.35: No. 18 lamp cord, $15 per d 
bitted unhandled axes, 3 to 4-lb., $14 00 ft.: in 1000-ft. lots, $13. 75: Te in. goo ° 
doz. base; double bitted, $19 doz. ahs ‘brass key sockets, 20c. each; We quote from _ jobbers’ stocks, 
base; good quality black unhandled two-way plugs, 60c. each: in lots of f.o.b. Chicago: Good quality, molded 
axes, same weight, single bitted, $13 10, 52c. each; one-piece attachment hose, %-in., 10%c. per ft.; %-in., 12c. 
doz. base; single bitted handled axes, plugs, 18c. each; two-piece attach- per ft.; %-in., 13c. per ft.; 3-ply, good 
$15 to $22 per doz., according to ment plugs, 12c. each: dry cells, quality, wrapped, %-in., 10c. per ft.; 
quality and grade of handle. boxes of 50, 303%c. each; less than = rc gg +4 ;_4-ply, good qual- 
BASEBALL GOODS.— Warm, bright —_¢ase lots, 34c. each. iy Sha ae aes Ree, good quai. 
days will help to bring in good sized EYE HAMMERS AND SLEDGES.— ity, wrapped, %-in., 9c. per ft.; %-in., 
orders. Prices continue attractively low. ened ial 
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ments rather slow. manithhe’ sledges, 5-lb. and heavier, backward, due to ne ye : 
—_ c. per Ib. We quote from _ jobbers’ stocks, 

f by —_— a erg, Seago : f.o.b. Chicago: Single strength A, 25- 
ee gs | ae ae eee FIELD FENCE.—Sales continue to be in. bracket, 85 per cent discount; 
a. ey hat back d. Special single strength A, 34 to 40-in. bracket, 
carriage bolts, rolled + conga thas 4 somewha ackwarda. peciai conces- «- 84 per cent discount; single strength 
cent discount; machine bolts, cu : ; , 

i octadk ERE dike Aan aaa: cee sions have been made by some makers A, all other brackets, 83 per cent dis 


in carload lots. count; double strength A, all sizes, 


machine bolts, rolled thread, 60 per 84 per cent discount. 


cent discount; all stove bolts, 70-10 We uote from jobber — 
per cent discount; lag screws, 60 per q obbers’ | stocks, : : 
cent discount. cee Pam Pinay no ~ggamaee 60% per csr phic ag prices consid- 
’ ‘ ere avorapie. 
ae ne ve vee FILES.—Prices are firm. We quote from jobbers’ stocks, 
istactory repo . We quote from jobbers’ stocks, f.o.b. Chicago: Size 2, extra quality 
We quote from jobbers’ stocks, f.o.b. Chicago: American files, 60-10 broad hatchets, $17.15 per doz.; com- 
f.o.b. Chicago: 3% x 3% steel butts, per cent off list; Nicholson files, 50 petitive grade, $12.40 doz.; warranted 
old copper and dull brass finish, $3.66 per cent off list; Disston files, 50-10 shingling hatchets, No. 2, $13.15 doz.; 
per doz. pair: 4 x 4 steel butts. old per cent off list; Black Diamond files, competitive forged shingling hatch- 


copper and dull brass finish, $4.92 per 40-10-5 per cent off list. ets, No. 2, $8.45 doz 
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HANDLED HAMMERS. — Sales _re- 
ported as normal; prices attractive at 
the present low basis. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-o0z. 
ball pein, $8.80 r doz.; competitive 
forged nail hammers, $5.60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, TOOL.—Sales continue ac- 
tive with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handiles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—Cur- 
rent business expected to open up 
heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, 4%- 


ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
414-ft., $4 doz.; 5-ft., $4.80 doz; X 
414-ft., $2.40 doz.; 5- ft., $2.80 doz. 


y Fork Handles. —Bent, chucked 
and bored, best grade with strap, fer- 
rule and cap, 4%4-ft., $7.50 doz.; 5-ft., 

$8.50 doz.; XX b bent, with strap, fer- 
rule and cap, 4-ft., $5.50 doz.; 4%4-ft., 

$5.75 doz.; XX _ 41% -ft., $4.50 
doz.; 5-ft., $5.50 doz.; X bent, 414-ft., 


$3 doz. ; 5- _.. $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz. ; bent, 4-ft., $4, 15 doz.; sae 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.; 414-ft., $2.95 doz 


Garden Hoe Handles.—XX 414, -ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handles. —XX 514-ft., 
$5.25 doz.; X 5%-ft., $3.25 d 

hovel Handles. vat nena ‘pattern, 

XX a ft., $5.90 doz.; X 414-ft.. $3.90 
doz.; D-handle, best grade, $7.95 doz.; 
xX grade, $6 doz 

Spade Handles. — D-handle, best 
grade, $7.75 doz.; X grade, $6 doz Z. 


HINGES.—Good demand reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: we Ko strap eee: 
in bundles, 4-in., $1.26; 5-in., $1.74: 
6-in., $2.12; 8-in., $3.54: 10- in., +3543 
per doz. pairs; extra heavy Ky hinges, 
in bundles, 4-in., $1.90; 5-in., $2.01; 
6-in., $2.52; 8-in., $4.30; 10-in., $6. 13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales con- 
tinue steady without great improve- 
ment. 


We quote from jobbers’ stocks, 
f.o. > Chicago: age Mountain, 1-qt., 
$4.85 list; 2-q $5.65 list; 3-qt., 
$6. e list; 4- qt., o53. 25 list; 6- ert $10.45 


list; 8- -at., $13. 50 list; 10- -qt 8 list; 
12-qt., 21. 55 list; 15- qt., $25.60 list; 
20-qt., $33.20 list: 25-qt., $42.60 list; 

$4.60 list: 


above less 50 per cent discount. 


INCUBATORS.—Heavy business sstill 
coming. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount; brooder stoves, 30 per cent 
discount; insulated chicken waterers, 
$3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Current business begin- 
ning to come in. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn ewe ers.—16-in. ball bearing, 
5-knife, 11l-in. wheels, $13.75 each; 
16-in. ball bearing, —— 10%4-in. 
wheels, $10.95 h; 16-in. plain 
4-knife, 10%4-in. wheels, 
$9.50 each; 16-in. ball bearing, 4- 

9-in. wheels, $9.50 each; 16- 
in., plain bearing, 4-knife, 9-in. 
wheels, $8.10 each; 16-in. ball bear- 
ing, 4-knife, 8-in. wheels, oe 60 each; 
16-in. plain bearing, 3- ‘kni fe, 8-in. 
wheels, $6.40 each. 

Grass Catchers.—Galvanized  bot- 
tom for 14 to 16 inch mowers, full 
packages, $8.80 doz.; galvanized bot- 


stocks, 
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toms for 18 to 21 inch mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21 inch mowers, 
$7.60 doz.; plain bottom, canvas, for 
12 to 16 inch mowers, $5.90 doz 


NAILS.—Better weather needed before 
a marked change will be noted in de- 
mand. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 


$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 


* longer; $2.50 for shorter than 
-1n. 
OIL STOVES.—Better interest being 
shown. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 


tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 


3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 


are subject to 30-5 per cent discount. 
PAINTS AND OILS.—Linseed oil de- 
clined 1 cent and turpentine 2 cents 
per gal. 


We quote 
f.o.b. Chicago: 
Linseed Oil.—Raw, 


from jobbers’ stocks, 


barrel lots, $1.05 


per gal.; 5-barrel lots, $1 per gal. 

Linsee Oil.—Boiled, barrel lots, 
$1.07 per gal.; 5-gal. barrel lots, $1.02 
per gal. 

| attamaaati lie caeaians lots, $1.12 per 
gal. 

Denatured Alcohol. — Barrel lots, 
b5c. per gal. 

White Lead.—100-Ib. kegs, $15 per 


keg: 50-Ib. kegs, $7.75 per keg; 25-Ib. 


kegs, $3.95 per hee: 12%4-lb. kegs, 
$2.05 per keg. 
Dry Paste.—Barrel lots, 6c. per Ib. 
Shellac.—(4-lb. goods) ‘white, $3.50 
per gal.; orange, $3.25 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Good spring business 
reported. 
We quote 
f.o.b. Chicago: 


Bread Pans.—No. 
No. 214, $12 doz. 


from jobbers’ stocks, 


212, $7.20 doz.; 


Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.: No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
202. $7.20 doz.: No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.: 6-cup, $28 doz. 

Utility, Pans. te a 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—The tube shortage is critical. 
REFRIGERATORS.—Late orders are 


liable to disappointment. 


ROLLER SKATES.—Demand big, but 
better weather needed to move them 
from dealers’ stocks. 

We auote from jobbers’ stocks, 


f.o.b. Chicago: Chicago boys’ ball 
bearing, $1.45 pair; girls’ ball bearing, 


$1.55 pair. Union bovs’ ball bearing. 
$1.55 pair; girls’ ball bearing, $1.65 
pair. 


ROOFING AND PAPER.—Prices are 
very firm after the recent acvances ex- 


cept for occasional “leaders” on un- 
guaranteed factory grades. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best talc surfaced, $2.35 per square; 
medium tale surfaced, $1.65 per 
square; light tale surfaced, $1.05 per 
square; red rosin sheathing, $70 per 
ton. 


ROPE.—The market continues very 
strong. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Manila rope, 17%c. to 
19i%4c. per Ib.; Dg 2 manila rope, 
1614-18 %4c. per b. base: No. 1 sisal 
rope, highest ah. standard brands, 
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144%ec. per lb. base; No. 2 sisal rope, 
standard brands, 13%e. per lb. base. 


SASH CORD.—Good business reported 
at slightly reduced prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 


$10.75 per doz. hanks; No. 8, $1 12.30 
per doz. hanks. 
SASH PULLEYS.—Demand is satis- 
factory. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common 
Sense, 9 -in., 60c. doz.; barrels, 54c. 
yt No. 105, 52c. doz.; barrels, 48c. 
OZ. 


SCREEN DOORS. — Business | slow, 
waiting for current demand to start. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: Screen 5 = pag No. 266, 
2-8 x 6-8, $23.15 doz.; No. 296, 2-8 x 
6-8, $28.20 doz.; No. 311, 2-8 x 6-8, 
$33.20 doz.; No. 515G, 2-8 x 6-8, $40 
doz. ; window screens, No. 1833, sc 30 
doz.; No. 2433, $6.50 doz. 
SCREWS.—Demand healthy; 
good. 


We quote 


stocks 


from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list: round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list: 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STEEL GOODS.—Business expected to 


show considerable increase within a few 
days. 


SOLDER AND BABBITT METAL.— 
Prices unchanged; tin and lead, how- 
ever, are somewhat easier. 


We quose from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $36 per 100 1lb.; medium, 45- 
55 solder, $35 per 100 Ib.; tinners, 
40-60 solder, $34 per 100 Ib.; high 
speed babbitt metal, $25 per 100 Ib.: 
Standard No. 4, babbitt metal, $14 
per 100 lb. 


STEEL SHEETS.—Demand fair; prices 
still quoted for shipment up to July 1 
without change. 


We quote from jobbers’ 
f.o.b. Chicago: 28-gage 
sheets, $5.85 per 100 Ib.; 
black sheets, $4.70 per 100 Ib 


WHEELBARROWS.—Sales iivetalei 
as prices are considered very favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
— $3.50 each; common steel tray 
hemp bd 4 $5.50 each; steel leg garden 
barrows, $6 each 


WIRE GOODS.—Prices holding firm; 
improved demand reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 Jb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $1.98 per spool; 
No. 9 galvanized, plain wire, $4.15 
per 100 1lb.; polished fence staples, 
$4.25 per 100 lb.; catch weight spools 
painted> barb wire, $4.30 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2. 45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft.; in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—Steady demand _ with 
firm prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off. 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 


stocks, 
galvanized 
28-gage 


Snap-on Wrenches.—No. 101 Mas- 
ter Service set, $15.25; No. 202, Heavy 
Duty set, $8; No. 404, Universal 


Socket set, $7; No. 505B Screw Driver 
set, $3.40. All Snap-on Wrenches less 
40 per cent f.o.b. Milwaukee. 
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April 10, 1924 


Snow Dampens Spring Hardware Sales 
in Minneapolis and St. Paul District 


(Minneapolis office of HARDWARE AGE) 

ALES during the past week were materially reduced 
~ by the heavy snow storm and high winds which 

lasted from the 28th to the 29th, and brought trans- 
portation to a standstill. This storm covered practically 
the entire territory. The storm had one result, however, in 
stimulating sales on snow shovels and tire changes, for 
which there was a heavy demand for a couple of days. 
Previously in the week sales had been fairly good. 


AXES.—Fair demand; stocks good; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BOLTS.—Sales continue good; stocks 
ample; prices firm. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Large and smal) 


carriage bolts, 50-5 per cent; large 
and small machine bolts, 55-5 per 
cent; stove bolts, 70 per cent; lag 


screws, 60 per cent. 
BRADS.—Demand good; stocks fair; 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—Building 
permits already issued would indicate 
a large volume of business in builders’ 
hardware. Some building operations 
are already under way, but most of it 
will wait for warmer weather. 


COPPER RIVETS AND BURRS.- 
Good demand; stocks ample; prices as 
last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 


burrs, 40 per cent from. standard 
lists. 


COASTER WAGONS.—Retail demand 
is developing rapidly and a good volume 
of business is anticipated. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons, No. , $5.50 each: No. 61, 
$6.44 each: No. 62, $7.03 each: No. 
63, $7.72 each: Overland coaster wag- 
ons, 50 per cent from lists: Awl- 
steel coaster wagons, 50 per cent 
from lists. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is opening 
up good. Stocks ample. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5-in., $5.25 per 
100 ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.;: 3-in. conductor el- 
bows, $1.73 per doz. 


FIELD FENCE.—Some inquiries being 
made; prices firm. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Field Fence, 56% 
per cent from lists. 

FILES.—Sales continue good; stocks 
good; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files. 
50-10 per cent; second grade files, 
65-10 per cent. 

GALVANIZED WARE.—Sales increas- 
ing; stocks good; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
a tubs, 5; No. 2, $7.75; 
No s: $8.95; heavy galvanized tubs. 


No $12; No. 2, $13.25: No. 
$14. 50: standard galvanized pails, 10- 





unemployment. 


qt., $2.55; 12-qt., $2.90; 14-qt., $3.20; 
16-qt. stock pails, $5; 18-qt. stock 
pails, $35.75 per doz. 
GLASS AND PUTTY.—Strictly retail 
sales light; stocks ample; prices as 
last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent; 
double strength glass, 85 per cent 
from lists. Putty, strictly pure, 50 
lb. steel drums, $5 per cwt.; 25 Ib. 
drums, $5.20 per cwt. 


HAMMERS AND HATCHETS.—Good 
demand as building season is about to 
open; stocks ample; prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; 
Plumb HF91, $12: Riverside 611%, 
$12: Plumb broad hatchets No. 2, 
$17.15: Plumb shingling No. 2, $13.15; 
Plumb claw No. 2, $14.40 per doz. 


LANTERNS.—Sales remain fairly ac- 
tive; stocks good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.: Embury lanterns No. 210, $7.75 
per ‘doz.: No. 240, $12.75 per doz.: 
No. 130, Midget vehicle lanterns, $17 
per doz. 


NAILS.—Contractors actively  inter- 
ested and some large orders being 
booked; stocks fair; prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 


PAINTS.—Sales rapidly picking up. 
Stocks good. Big demand expected. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: First quality house 
paints, $2.80 per gal.: second quality 
eran paints, $2.10 per gal.; white 
lead, $13.53 per cwt. 


PYREX OVEN WARE.—Sales of good 
volume and steady; stocks good; prices 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware; 
No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.17 each; No. 202 pie 
plates. 50c.;: No. 210 pie plates, 67c.; 
No. 212 bread pans. 60c.: No. 231 
utility pans, 67c.; No. 12 teapots. 
2-cup, $1.67 each: No. 24, 4-cup, $2 
each: No. 36, 6-cup, $2.33 each. 


ROPE.—Sales remain good; _ stocks 


ample; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 191%4c. per Ib.; best grades sisal 
rope, 17%c. per Ib. 

SANDPAPER.—A_ g00d volume of 
business is being done bv dealers cater- 
ing to sash and door trade. Retail sales 
are also rood. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best gerade No. 1 
sandpaper, per ream, $5.85: second 
grade, No. 1, per ay $5.25: Garnet 
No. 1 per ream, $16.5 


SCREWS.—Very OE volume 


General business conditions appear to be good, but there 
seems to be a slight hesitancy about going ahead. That 
is, plenty of business in prospect, but not much being 
actually closed up. 

It is generally expected that business will rapidly de- 
velop as socn as warm spring weather sets in. 

Collections continue to be rather dull, and there is some 


of business being booked both for im- 
mediate and later delivery; stocks 
good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; round head 
brass, 67% per cent. 


SASH CORD.—Demand opening up 
good; stocks ample; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 
S6c. per Ib.; ordinary grades No. 8, 
56c. per Ib. 


SASH WEIGHTS.—Jobbing demand 
continues good; retail demand slightly 
better; stocks ample. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt. 


TACKS. — Demand continues’ good; 
stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8 and 10 oz., 60c., 55c. and 
50c. per doz. 2-o0z. packages respec- 
tively; 8-oz. blued carpet, 3ic. per 
doz. packages; No. 11, double pointed, 
35c. per doz. packages; 8 oz. cut tacks 
in bulk, 15%c. per Ib.; 6 oz., 16%c. 
per Ib. 


W ASHERS.—Good demand from man- 
ufacturing trade; sales otherwise quiet; 
prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: % in. wrought 
steel washers, $6.15 per cwt.; 1 in., 
$5.60 per cwt. 


WHEELBARROWS.— Good demand; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel, No. 1. $6.75 each: wood 
garden barrows, $6.25 each. 


WIRE.—More interest beine shown but 
sales are quiet; prices firm; stocks 
good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70: 
galvanized cattle. $3.97: painted hog 
wire, $3.96: galvanized hog wire, 
$4.25: smooth black annealed. No. 9, 
$4 per cwt.: smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Fairly. steady demand 
for wrenches both in a retail and job- 
bing way; stocks good and prices 
steady. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Agricultural wrenches, 
65 per cent; Coes wrenches, 40-10 
per cent; engineers’ wrenches, 62% 
per cent from new lists; knife handle 
wrenches, 40-10 per cent; Stillson 
and Trimo wrenches, 60 per cent. 
Snan-On wrenches in sets. No. 101, 
$15.25: No. 202, $8: No. 404, $7: No. 
505B. $3.40, less 40 per cent, f.o.b. 
Milwaukee. 
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April Fool’s Snowstorm Hurts 
Spring Sales in New York; 
Small Advances Made 


A heavy snowstorm on April Fool’s 
Day slowed up the sale of spring goods 
in the New York market to a notice- 
able extent, and brought out the fact 
that many of the local retailers have 
a number of snow-removing tools on 
hand which they did not dispose of 
during the past winter because of athe 
mild weather. The general tone of the 
market is more or less one of watchful 
waiting. No strong buying is likely 
until warmer weather sets in. Sales 
of staples continue in good volume, but 
the average city dealer is buying on a 
hand-to-mouth basis. 

Suburban and rural dealers are or- 
dering in larger quantities but jobbers 
complain that while there are numerous 
orders most of them are for small quan- 
tities. 








The price situation was ruffled during 
the week by a few small readjustments 
made by manufacturers. Among the 
more important of the items changed 
in the local market were the following: 

Coil chain was advanced 25 cents per 
100 lb., which makes the base now $6.25 
per 100 Ib. 

Vacuum bottles were advanced about 
10 per cent. 

Snaths were advanced 50 cents per 
doz. 

Solder was reduced between 2 and 3 
cents per lb. 

Stocks in the hands of both retailers 
and jobbers are not large and there is 
some talk among jobbers about the pos- 
sibility of shortages in spring lines. 





Barrows Firm and Active 


Continued interest is being shown 
wheelbarrows by both retailers and 
stiles Stocks are fair, prices 
rm. 


Jobbers’ quotations 
f.o.b. New York: 
Laborers’ Canal Barrows. — Half 
bolted, handles and legs of 2 in. 
maple wood, tray 18 in. wide on bot- 
tom, steel wheel, 16 in., $3.25 each. 
Same, full bolted, extra strong, 
larger tray, $3.65 each. 
Wheelbarrows.—Steel tray, 33 x 27 
in., depth 11% x 7% in., holds 3 cu. 
ft., strong bolted wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrow for coal, cement, sand, 
etc., width of tray 29 in., length of 
tray on top 32 in., weight 70 lb., $8 
each. Same, with tray 30 in. wide, 
ength of tray on top 38% in., 
weight 80 Ib., $3. 75 =. Same, with 
tray 33 in. wide, ak PTR length on 
top, weight 100 1b 11. 50 each. 
Mortar Barrows.—Angle steel legs 
and braces, tray measures at top 26 
x 34 in., bottom 15 x 19 in., depth 
wheel end, 16 in., handle end 7% in., 
tray a rolled over steel rod, capac- 
ity 3% cu. ft., 16 in. steel wheel, 
hardwood handle, $7.30 each. 


to retailers, 


Lawn Mower Interest 


Local jobbers are still receiving in- 
quiries for small lot prices on lawn 


mowers. Real buying interest has not 
started as yet. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 


Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each; 
14 in., $5.85 each; 16-in., $6.25 each; 
18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting, 8-in. drive wheels, 5%-in. 
diameter reel, screw adjusting cutter 
bar, 3 steel knives, 12-in., $7.25 each; 
14- in., $7.60 each; 16-in., $7.95 each; 
18-in., $8.30 each. 

Ball- bearing lawn mower, 
adjusting, 9-in. drive wheels, 5%- 
in. diameter reel, 4 self-sharpening 
knives, 14-in., $9. 15 each; 16-in., 
$9.50 each; 18-in., $9.85 each. 

Ball-bearing lawn mowers, self- 
adjusting hardened cones, 10%-in. 
open drive wheels, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 each; 16-in., $10.90 each: 18-in., 
$11.45 each; 0-in., 2.10 each. 

Self-adjusting, ball-bearing 


self- 


lawn 








mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self- sharp- 
ening knives, 16in., $14 each; 18-in., 
$14.65 each; 20- in., $15.30 each. 


Small Interest for Hose 


Hose is only being talked about. 
Little buying has started and none is 
expected before warmer weather. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Garden Hose.—4 ply, 
5 ply, 9%c. per ft.: 6 
ft. Good Luck brand, 
Milo brand, *. per ft. 


Nozzles. —53c. each: 


Slec. 
ply, 


per ft.; 
lle. per 
per ft. 
Bull Dog 


— 


less 5 per cent 


for boxes. 

Couplings.—Brass, %, % and % in., 
10%c. each. 

Hose Clamps. hy ger 1%, %& 


and % in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 


Hose Menders.—(Cooper’s), % and 
34 in., 6c. each; (Perfect Clinch), 
%, % and % in., 7%ec. each. 


Tool Handles Active 


Tool handles of all kinds, especially 
for agricultural implements, are in 
strong demand. Jobbers’ stocks are 
adequate to meet all requirements, it 
is said. Prices are firm. 


Jobbers’ quotations 
f.o.b. New York: 


to retailers, 


Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 5le. each. 

Manure fork handles, bent, 4%-ft., 
29c. each. 

Spading fork handle, 4%-ft., 36c. 
eac 


Hoe handle, shank or socket style, 


4%-ft., 22c. each. Mortar style, 6-ft., 
15¢e. each. 

Long shovel handle, bent, 4%-ft., 
37c. each. 

“a spade handle, 4%%4-ft., 37c. 
each 


Bent D handle, manure fork style, 
46c.- each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and cap, 


58ec. each. Spading style, 40c. each. 
Spading style, with strap ferrule 
and cap, 63c. each. 


local market. 
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Small Sprinkler Interest 


Sprinklers and sprayers are attract- 
ing a small amount of interest in the 
Prices are firm. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Sprinkler.—Sheet brass, 8 in. in 
diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel, 
throws all water to the front and 
sides, 8% in. base, 658c. each; 
sprinkler, 11 in. high, mounted on 
heavy malleable iron sleds, 3 brass 
arms, other parts japanned, $1.38 
each; sprinkler, 20% in. high, 3 brass 
arms, $2.25 each. 

Sprayer.—Tin, will spray all kinds 
of liquid, capacity 1 pt., length 10 
in., 25c. each; same capacity 1 qt., 
length 14 in., 3le. each. 

Junior Sprayer. — Galvanized steel 
tank, 20 in. long, 7% in. diameter, 
riveted and soldered, brass pump and 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic: shut 
off nozzle, $5.25 each: bucket. pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped, 
with 3 ft. ™ in. hose with spray 
nozzle, $3 each; continuous sprayers, 
galvanized, 90c. each; brass, $1.15 
each. 


Wire Goods Active 


Wire goods are active. Prices are 


firm; stoeks fair. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Poultry Netting.—From New York 
stocks, 40-2% per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. ’ 

Wire Cloth.— Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 
per 100 sq. ft. ? 

Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh, $3.25 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 per 100 sq. 
ft.; bronze, 16-mesh, $8.95 per 100 
sq. ft. 

Wire = _ cloth, galvanized square 
ogy cloth, )-in. mesh, $5 per 100 
sq. 3% -in. ‘mesh, $5.25 per 100 sq. 
ft.; ppd, mesh, $5.50 per 100 sq ft. 


Screws in Steady Demand 


Screws are in steady demand. 
are firm and stocks good. 


Jobbers’ quotations 
f.o.b. New York: 
Scfews.—F lat head steel machine 
screws, 66% to 70-5 per cent. 
Round head steel machine 
6632 to 70 per cent. 

Flat head brass machine 
60 to 60-10-5 per cent. 

Flat head steel wood screws, bright, 
full packages, 75~20-5-5 per cent. 
Galvanized iron, 60-20-5-5 to 70-20- 
o-5 per cent. 

Flat head brass, 
Round head blued, 
cent 

Round head nickel plated, 
5-5 per cent. 

Round head nickel plated, 
cent. 

Cap screws, 
Prices vary 
the city. 


Prices 


to retailers. 


screws, 


Screws, 


70-20-5-5 per cent. 
7246 -20-5-5 per 


§212-20- 
§214-20- 


80 per cent. 
in different sections of 


Nails Steady 


Nails are in steady demand. Jobbers’ 
stocks are fair. Some still talk of 
higher prices, but there seems to be no 
basis for it in this market at the pres- 
ent time. 

Jobbers’ qorentane 

f.o.b. New York 

Nails.—Wire nails, $4 base per keg. 
Cut nails, $4.50 base per Keg. 
Wire nails and brads in small lots, 

70-10 per cent off list in 1 Ib. papers. 

Roofing nails, 1 x 12, 100 Ib., $8.20; 
galvanized and plain, $5.20. 


to retailers, 
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HARDWARE AGE 


STEEL GOODS MORE BRISK IN NEW YORK 


Steel goods of all kinds are beginning 
te move more briskly, although the 
snowstorm last week halted sales to a 
noticeable extent. Prices are firm and 
stocks fair. 


Jobbers’ quotations to 
f.o.b. New York: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 5 
13-in. tines, $1.76 each; 6 13-in. tines, 
$2.05 each; 5 13-in. tines, 4-ft. handle, 
$1.50 each; 6 13-in. tines, 4-ft. handle, 
= each. (Lots of six, 5 per cent 
off.) 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished; 
select ash handle, strapped ferrule 
5-ft. bent handle, $1.12 each: 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable I han- 
dles, strapped ferrule; angular drop- 
forged tines; 4 tines, 76c. each: spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 5 
heavy tines, $2.08 each. 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each: same with 3 alumi- 
num steel bows, 24 teeth, 72c. each. 

Ladies’ Lawn Rake.— Two wood 
bows. 18 teeth, varnished head, 5-ft. 
handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, securely 
fastened to head, pinned teeth and 

‘head, 55c. each. 

Genuine Yamada lawn rake, 9%5e. 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
5%-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, S8le. each: 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each: 
14 teeth, 36c. each; 16 teeth, 40c. 
each. 


retailers, 











Garden WHoes.—7-in. steel blades, 
black finish, 4%-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7ic. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 
each. (Lots of six, 5 per cent off.) 

Trowels.— Garden trowels,' 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 
riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, 
black-enameled handle, 10 in. over 
all, 10c. each; 4%4-in., malleable tines. 
half polished, brass ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—3 _ steel spring 
tines, tinned, black-enameled handle, 
10c. each; 4 steel tines, 42-in. handle, 
44c. each. 

Weeding Hooks.— Malleable iron, 
tinned, 8%c. each; Magic weeder, 
three steel spring tines, tinned, black 
enameled handle, 10c. each. Same 
with 42-in. handle, four stee] tines, 
tinned, 44c. each. 

Grass Hooks.—Tempered steel blade, 


black enameled handle, 25c. each: 
same forged from bar tool steel, 
raised hardwood handle, 43c. each; 


same, high quality steel, ribbed back, 
polished edge, 35c. each: same, tem- 
pered steel blade, 46c. each; English 
grass hooks, 54c. to 57c. each. 

Hedge Shears.—Plain, 6% in., 8 in., 
9 in., $1.05, $1.75, $1.90 each respec- 
tively. Notched, 8, 9 and 10 in., $1.95, 
$2.10 and $2.30 each respectively. 

Border Shears.—With wheel, 9 in., 
$3.45 a pair; without wheel, $2.85 per 





Solder Down 2 Cents 


Solder was reduced between 2 and 3 
cents in the New York market during 
the past week. 
be mild. Jobbers’ stocks are fair. 


Jobbers’ quotations to 
f.o.b. New York: 

Soider.— Kester string solder in 
1-Ilb. spools, 64c. per spool. 

Bar solder, commercial grade, 38%c. 
per lb. Strip solder, in 5-lb. boxes, 
47c. per Ib. 

Soldering Coppers.—% Ib. to pair. 
28c. per pair; 1 Ib. to pair, 36c. per 
pair; 1% Ib. to pair, 48c. per pair: 
2 lb. to pair, 62c. per pair; 2% Ib. to 
pair, 76c. per pair; 3 lb. to pair, 90c. 
per pair; 4 Ib. to pair, $1.20 per pair; 
6 Ib. to pair, $1.80 per pair. 


retailers 


Interest is reported to | 


| 
' 


j 
i 
} 
' 





Talk of Higher Pail Prices | 


_ Pails are in fair demand. Some talk | 
is heard about higher prices. Stocks are 
fair. 


Jobbers’ quotations § to 
f.o.b. New York: 

Galvanized Paiis.—Galvanized pails, 
S-qt., 19c. each; 10-qt., 22c. each; 
12-qt., 24c. each; 14-qt., 27c. each; 
16-qt, 32c. each. 

Heavy galvanized pails, 12-qt., 35c. 
each; 14-qt., 40c. each; 16-qt., 46c. 
each. 

Fire Pails.—33c. each. 


retailers, 


E Waterin Pots.—Galvanized, 4-qt.., 
D2 1c. eac 6-qt., 59c. each; &-qt., 
(0c. each; 10-qt., S8lc. each; 12-qt., 


93%ec. each. 


Roller Stocks Small 


Out-of-town interest is good for ' 
rollers, according to local jobbers. | 
Stocks are smal] and prices firm. 


and nuts at steady prices. 
stocks are said to be well balanced and 
ample for all local demands. 


pair. Lawn shear, two wheels, 9 in., 
$3.60 pair. Disston utility pruner, 
$1.55 pair. 

Jobbers’ quotations to retailers, 
f.o.b. New York: 


Lawn Rollers.—Can be filled with 
water or sand, diameter 14 in., length 
20 in., weight empty, 46 Ib., weight 
filled with water, 148 Ib., $12.33 each; 
same, diameter 18 in., length 24 in., 
weight empty, 76 Ib., filled with 
water, 274 Ib., $14.85 each; same 
diameter 24 in., length 24 in., weight 
ae A lb., filled with water, 418 
Dos ss 


Bolts Quiet 


Consistent demands 


Jobbers’ quotations to 
f.o.b. New York: 

Bolts and Nuts.—Common carriage 
bolts, small, 35-10 to 40-10 per cent; 
large, 35-10 to 40 per cent. 

Machine bolts, small, 45-10 to 50 per 
cent; large, 45 to 45-10 per cent. 

lag screws, 45-10 to 50 per cent. 

Stove bolts, 75 to 75-5 per cent, 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 


retailers, 


Flashlight Bulbs Active 


Bulbs.—-Jobbers are quoting in lots 
of 50 or more, 35 per cent discount; 
in lots of less than 50, 30 per cent 
discount. 


hold for bolts 
Jobbers’ 


Prices are firm and jobbers’ | 
stocks are reported in good shape. 
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Reel Interest Small 


Hose reels are not moving as yet, but 


local jobbers say that out-of-town re- 


tailers have specified fair quantities for 
May shipments. Prices are firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 




















ee 


Good demands continue for flashlight | 
bulbs. 


i 





Hose Reels.—All metal, 9 in. cor- 
rugated steel drum, cast iron wheels, 


capacity 100 ft. ™% in., hose, $2.05 
each. 

Hose Reel.—Of steel rods, elec- 
trically welded together, japanned, 


galvanized steel drum, diameter of 
wheels 21% in., length of handle, 28 
in., capacity 100 ft. of garden hose, 
$2.05 each. 

Hose Reel.—All metal, tubular 
frame, corrugated galvanized steel. 
drum, tubular steel wheels, height of 
reel, 21 in., capacity 100 ft., $3.90 
each; same height of reel, 24 in., 
capacity 150 ft. of hose, $4.40 each. 





Batteries Selling Well 


Batteries are in very strong demand. 
This is especially true of the radio bat- 
teries and also of all radio equipment. 


Red Seal Batteries.—26c. each, in 
eases of 50 and 125. 

Radio Batteries. — (Eveready) No. 
763, voltage 22%, $1.05 for less than 
10; $1 for quantities of from 10 to 49; 
90c. for more than 50; No. 764, volt- 
age 22%, less than 10, $1.35; 10 to 
- 50 and more, $1.13; No. 766, 
voltage 22%, less than $1.75; 10 
to 49, $1.67; 50 and more, $1.50; No. 
767, voltage 45, less than 10, $3.50; 
10 to 49, $3.34; 50 and more, $3; No. 
771, voltage 4%, less than 10, 42c.; 
10 to 49, 40c.; 50 and more, 36c. 


Rope Sales Small 


No change has been made in the rope 
market. Stocks are good. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Rope. — First grade Manila rope, 
181%4c. base per lb.; hardware grade, 
161%4c. base per lb.; first grade sisal, 
15%c. per Ib.; second grade sisal, 
1414c. per Ib. 





Shovels Strong Sellers 


Shovels are still active in New York. 
Prices are steady and stocks fairly 
small. 


Jobbers’ quotations to 
f.o.b. New York: 

Shovels.—(Baldwin) No. 2, both D 
and long handle, and both round and 
square points, and also D and long 
handle spades are all $13.25 a_ doz.; 
same as above. Ames brand, all 
$17.26 a doz.; same as above, Fox 
brand, $13.50 a doz. 


retailers, 





Hod Stocks Small 


Brick and mortar hods are exception- 
ally active at present. The large 
amount of building that is being done 
is responsible. Stocks are small. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 


Brick Hods.—Wo0o0d, $2 each; motor 
hods, wood, $2.35 each. 


Oil Unchanged 


Linseed oil remains unchanged. The 
market is fairly firm and the general 
demands in this locality are spotty. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Linseed Oil.—In lots of less than 5 
bbl., 98c. per gal.; in lots of 5 Dbl. 
or more, 95c. per gal. Calcutta lin- 
seed oil in bbl.,- $1.07 per gal. Boiled 
oil, 2c. extra: double boiled oil, 3c. 
extra; oil in half bbl., 5c. per gal. 
additional. 
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HARDWARE AGE 


Cincinnati Sales Improve with Weather 
—Several Price Changes Reported 


(Cincinnati office of HARDWARE AGE) 

r | NHE month of March was somewhat disappointing to 
the hardware trade. The weather probably was to 
blame for a large part of the decline, as this winter 

has been an unusual one, with average temperatures con- 

However, with finer weather 

ushering in this week, sales have recovered some of the 


siderably below normal. 


snap that usually characterizes buying 


AXES.—There will be no change made 
in axe prices for some time to come. 
An advance was anticipated April 1, 
but did not materialize. Demand fair, 
with stocks in good shape. 
AUTOMOBILE ACCESSORIES. 
—Business has been somewhat back- 
ward, but finer weather this week has 
resulted in a greater demand. Prices 
continue steady, with only minor read- 
jestments being made. 


We quote from Cincinnati jobbers’ 
stocks: 


Spark Plugs. — Champion ~ 45c. 
each; in lots of 100, 43c. each 
No. 20, $2.75 


chet ght.—Delta, 

eac = lots of 12, $2.60 each; Delta, 

No. .10 each: in lots of 12, $2 

ny “nite. No. 25, $2.70 each; in 
lots of 12, $2. 60 each. 

Fenders.—Ford complete set, one 
set to crate, $7.60 set; five sets to 
oui. $7.35 set; commercial fenders, 

pair. 

Shock Absorbers.—H. & D. shock 
absorbers, $4.00 per set. 

Milwaukee Timers.—Less than 10, 
$1.38 each; in lots of 10 pr. or over, 
$1.35 each. Resale price, $2 each. 

BOLTS AND NUTS.—Demand contin- 
ues fair; prices holding fairly steady; 
stocks in good shape. > 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 50 
and 10 off; large sizes, 45 and 10 off; 
carriage bolts, small, 45 and 10 off; 
large, 40, 10 and 5 off; stove bolts, 
70 and 10 off: semi-finished nuts, *%- 
in. and smaller, 75 off; larger sizes, 


65 off. 

BUILDERS’ HARDWARE. — Demand 
is heavy, little apparent diminution of 
the building program in sight, and good 
business looked for the rest of the year. 


Prices steady and stocks in fair shape. 


COASTER WAGONS.—With spring in 
sight, retail sales are picking up, and 
as a result jobbers’ orders, which had 
been light, are increasing. No price 
changes reported, and stocks ample for 
needs. 
We 
stocks: 
1, $5.45 each; No. 2 


3, $6.60 each; No. 132, $5.20 each: 
138, $5.80 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Outside work going ahead and 
demand increasing as a consequence. 


Prices firm and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough 
$4.75 per 100 ft.; 28-gage, 3-in. cor- 
eee conductor pipe, $5 per 100 

; 8-in. corrugated conductor el- 
cowie: $1.75 per doz. 


ELECTRICAL GOODS.—Spring busi- 
ness on heaters has been good and irons 
and curling irons moving well. House- 
hold appliances are also in good de- 
mand. Prices steady and stocks ade- 
quate. 

FILES.—Demand for files 


quote from Cincinnati jobbers’ 
Auto coaster wagons, No. 
$5.95 each: No. 
No. 


improved, 


dozen on 
at this season of 


particularly from automotive industries. 
Machine shops also fair buyers. Prices 
steady. 


We quote from Cincinnati jobbers’ 


stocks: Black Diamond, 40, 10 and 
10 off: Northwestern and _ Silver 
King, 65 off. 


GALVANIZED WARE.—New prices in 
effect, approximately 5 per cent above 
recent ones. Advance does not affect 
garbage cans, being confined to tubs 
and pails. 


We quote from Cincinnati pebery 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-at., 
$3.00 per doz.; 16-qt., $3.60 per doz. 
Galvanized tubs, No. 1, $6.80 per doz.; 

2, $7.60 per doz.; No. 3, $8.85 per 
doz. 


GARDEN HOSE.—Moving well; prices 
steady; stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Leader — coupled hose, 
14-in., 9c. ft.; 10H oe 10% c. ft.; Silver 
Ki ing, "%-in., 54 -in., 11i4¢. |. s 
¥% -in. 12%c. “oy "Gaienies length, 
single grade, ; &-in., 
10c. ft.; %,'-in., double 

oe yey 9%. 4 = 5, -in.. lic. ft.; 

%-in., 124%c. ft. 
GLASS.—-Window glass in 
mand at unchanged prices; 
good shape. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first three brackets, 
84 per cent discount; double strength 
A, per cent discount, double 
strength B, 87 per cent discount. 


HANDLES (AGRICULTURAL.)—De- 
mand steadily increasing, prices strong 
and stocks fair sums up the situation. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.; 7 + straight, $6.50 doz.; 5 
ft. bent, $3.35 doz.; 5% ft. bent, $3.95 
doz.; 6 ft. bent, $5 "doz.; Long manure 
forks, $2.85 doz.: D-Shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


ICE CREAM FREEZERS.—Sales have 
been uniformly good, and will get bet- 
ter as warmer weather arrives. Stocks 
in fair shape; prices unchanged. 

We quote from Cincinnati jobbers’ 


good de- 
stocks in 


stocks: White Mountain, 1-qt., $4.85 
list; 2-qt., $5.65 list; 3-qt., $6.75 list; 
4-qt., $8.25 list; 6-qt., $10.45 list; 
8-qt., $13.50 list; 10-qt., $18 list; 
12-qt., $21.55 list; -15-qt., $25.60 list: 
20-qt., a 20 list; 25-qt., $42.60 list; 
Arctic, 1l-qt.. $4 list; 2-qt., $4.60 list; 
3-qt., $5.55 list: 4-qt., $6.80 list: 6-qt., 
$8.60 list; 8& qt., $11.10 list. All the 
above less 50 per cent discount. 
LADDERS.—Sales of stepladders this 





spring have been exceptionally good, 
and orders continue to come in; prices 
steady; stocks in fair shape. 
LANTERNS.—Some business reported, 
hut mainly for prompt shipment; no 
change in prices; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.; 


the year, and good business is confidently looked for dur- 
ing the month of April. 

There is little to report in the way of price changes. 
A slight advance was put into effect on galvanized ware, 
and manufacturers announce an advance of 50 cents per 
snaths. 
duced approximately 10 per cent. 


Universal percolators have been re- 


Supreme, No. 240, $12.75 doz.; 130 
Midget Vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $8 doz.; 
Monarch, ruby glow, $19 doz.; D-Lite, 
13 doz.; Little Wizard, $8.50 doz.; 
lizzard, No. 2, $13 doz.; Blizzard, 
brass fount and top, $18 doz.; Buck- 
eve Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Lawn mowers be- 
ing shipped steadily; current demand 
reported good; prices firm; stocks light. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 .each; 14-in., 16-in., 
$6.25 each; better grade, 12-in., $7; 
14-in., $7.25; 16-in., $7.50; cheap ball 
bearing, 14-in., $7.75; 16-in., $8; 
ular ball bearing, 14-in., $9; 
$9.55; 18-in., $9.75; high-heel 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high grade, ball bearing, 
with 5 Knives, 16-in., $12.75; 18-in., 
$13.50; 20-in., $14.25. 

NAILS.—Coated nails very weak, but 
no change in bright wire; demand fair; 
stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.50 per 
keg base; cement coated nails, $3 per 
keg. 

PAINTS AND OILS.—No changes in 
prices; demand better; indications point 
to very heavy spring business. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints 
$2.90 per gal.; linseed oil, 98c. gal.: 
turpentine, $1.08 gal.: white and red 
lead, 15%c. Ib. 


PERCOLATORS.—A reduction of ap- 
proximately 10 per cent has been made 
in Universal perculators, which has 
been put into effect by local jobbers. 


POULTRY NETTING.—Demand pick- 
ing up; stocks being depleted somewhat; 
prices not so strong. 


We quote from Cincinnati jobbers’ 
stocks: Poultry ‘netting, galvanized 
before weaving, 45, 10 and 7 off: 
— after weaving, 45 and 71. 
off. 


RADIO SUPPLIES.—Jobbers and deal- 
ers handling radio supplies report busi- 
ness as nothing short of wonderful. 
Batteries particularly are in heavy de- 
mand, and antennae wire simply cannot 
te kept in stock. There seems to be no 
limit to the possibilities for a wide- 
awake dealer in handling radio sup- 
piles. 


a 

—_ 
- 
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KROPE.—Demand steady; prices firm; 
stocks adequate. 
We quote from Cincinnati jobbers’ 
stocks: Best grades Manila, 19c. Ib.: 
sisal, 13%c. per Ib. 


ROOFING PAPER.—There seems to be 
some shading of prices by manufac- 
turers, but no changes have been made 
by local jobbers. Demand is fair. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, $1.10; 








100 





medium, $1.35; 
fast brand, ligh 
pi66; eavy, 52° 


peavey. $1.65; Hol@- 
$1.35; : medium, 
ate surface roof- 


g, 
SASH CORD.—Sales have been fair, 
and will improve with opening up of 
building construction; prices un- 
changed. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 84c. lb.; medium 
grades, 48c. Ib. 


SASH WEIGHTS.—Sales fair; stocks 
adequate; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.50 


per 100 Ibs. 

SCREWS.—Machine screws in better 
demand, and other items also improv- 
ing slightly. Prices unchanged and 


stocks in good shape. 


HARDWARE AGE 


SNATHS.— Manufacturers of snaths 
have advanced prices 50 cents per doz., 
and local jobbers will change prices ac- 
cordingly. 


SHEETS.—Demand fair; prices fairly 
steady; stocks in good shape to take 
care of demand. 


We quote from Cincinnati jobbers’ 
stocks: Blue annealed sheets, No. 10, 
4.10c.; black, 28-gage, 4.80c.; galva- 
nized, 28-gage, 5.85c. 


WIRE CLOTH.—Shipments going for- 
ward; current demand fair; prices fair- 
ly steady. 
We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2 


per 100 sq. ft.; opal, $2.65 per 100 
sq. ft. 


WHEELBARROWS.— Demand for 
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We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, 5.40 
each; concrete barrows, $5.90 each. 


WRENCHES.— Demand continues 
steady; prices unchanged; stocks are 
adequate. 


We quote from Cincinnati jobbers’ 
ae Agricultural wrenches, 690 

; Coes wrenches, 40 and 10 off; 
Stillson, 60 off; Trimo, 60 off; Snap- 
on Wrenches, No. 101, Master "Service 
sets, $15.25 each: No. 202, hea duty 
sets, $8 each; No. 404 Universal 
socket sets, $7 each; No. 505B, screw- 
driver sets, $3.40 each; less 40 per 
cent on all Snap-on wrenches, f.o.b. 
Milwaukee. 


WASHING MACHINES.—Power wash- 
ing machines have been moving well; 
stocks being depleted; prices steady. 









We quote from Cincinnati jobbers’ 


stocks: Machine screws, 66% off; 

brass, 60 off; cap and set screws, 75 forced to 
off; coach screws, 60 off; wood 

screws, 80 off. strong. 





wheelbarrows continues heavy; jobbers 
replenish 


Steel Production Exceeds Demand— 


WRINGERS.—Demand for wringers 
has been fairly good; stocks in good 
shape; prices firm and unchanged. 


stocks; prices 


R. R. Orders Lighter Pittsburgh Reports 


(Pittsburgh office of HARDWARE AGE) 
HE largest output of steel ingots in any one month 
since April, 1923, was made in March, the output 
for last month having been slightly over 4,100,000 
tons, or at the rate of nearly 50,000,000 tons per year. This 
enormous rate of output will not be maintained, however, 
as there has been some slowing down of output since 
about March 20, and there will be still more reduction in 
output this month, so that April output will not be nearly 
as large as last month. This falling off in output has 
prevailed nearly altogether with the independent steel 
mills who do not seem to be nearly as well supplied with 
orders as the Steel Corporation subsidiaries and two or 
three of the larger independent mills. 

In the last two weeks there has been a very material 
falling off in steel orders, largely for two reasons, first, 
because the steel mills accumulated heavy stocks in Janu- 
ary and February; second, because of the political unrest 
which is lessening confidence in the future. This means 
that there will be more competition among the mills, 
which is likely to result in some further concessions in 
prices. The mills will have to work harder in the future 
to get orders, as it is a fact that there is only a fair ton- 
nage on the books of the mills for future delivery. The 
market seems to be veering around to a buyer’s market 
instead of a seller’s market. 

Pig iron output in March is estimated at 3,461,132 gross 
tons, but the output for April will be less as some fur- 
naces have already gone out of blast and others are get- 
ting ready to go out. The furnaces that are going out are 
largely what are known as merchant furnaces that sell 
their output of iron in the open market. The new de- 
mand for pig iron is very dull, and there is nothing left 
for the merchant furnaces to do but shut down until the 
demand for iron is better. Prices of pig iron at this time 


are from $5 to $9 per ton lower than at this time last year, 
and are likely to go still lower. 





AXES.— Demand remains quiet and dled, 


$21 per doz.; unhandled, $18 per 


Orders placed by the railroads in the past week showed 
some falling off as compared with previous weeks, and the 
belief is that the bulk of the heavy railroad buying which 
has been an outstanding feature of the steel market for 
some weeks is over, 

Actual price changes in steel in the past week were un- 
important, but the tendency is toward lower values. There 
is more inclination on the part of producers to shade 
prices to get orders, and this is now spreading to con- 
cerns that up to this time have been holding prices quite 
firm. Some low prices were made on the heavy orders for 
hot and cold rolled strips placed lately by the Ford Motor 
Co. Pig iron prices are weak and demand is very quiet. 
Foundry iron is 50 cents per ton lower in this district. 

Conditions in the local hardware market are better in 
the direction that some nice weather in the past ten days 
has materially increased the volume of sales, and the 
opening up of some of the country roads that have been 
impassable for some weeks will also help sales. There is 
a better demand for builders’ supplies, house hardware 
and tools. Jobbers’ stocks on these goods are fairly heavy, 
they having anticipated a busy spring season, basing this 
on the great building activity all over the country. The 
settlement of the strike among the building crafts in this 
city will help the local situation, and the outlook is that 
new building in Pittsburgh this year will surpass that of 
last year, which was extremely active. 

Jobbers and retailers are still pursuing the policy of 
conservative buying in most lines, indications being for a 
lower market on some goods handled by the hardware 
trade, Price changes in the past week were few and only 
on the smaller goods. The trade here is encouraged to 
believe that the worst of the dull business is over and 
that from now on it will be very much better. 

Collections are reported to be unsatisfactory, but are 
expected to improve with the return of good weather and 
larger sales. 


large machine bolts is not minimum, 











will continue so for some time, or until 
the fall demand starts up. Prices firm. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 


stocks, 


First ade, single bitted axes. 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 


$24 per doz.; unhandled, $20 per doz. ; 
second gradc single bitted, 
unhandled, 


double ‘pitted, han- 


axes, 


handled, $17.50 per doz.; 
$14.50 per doz.; 


aozZ. 
BOLTS AND NUTS.—New demand is 
a little better, but prices are none too 
strong. Jobbers and consumers are 
buying very conservatively, as they fig- 
ure they will lose nothing by doing this, 
prices being only fairly strong, and on 
good orders are being freely shaded. 
The discount of 60 and 10 off list for 


Reading matter continued on page 102 


but has been shaded recently by most 
makers. Some large buyers of rivets 
have been quoted $2.65 per 100-lb. on 
contracts for second quarter, but all 
makers are not making this low price. 


»Prices and discounts in large lots 
are as follows: 

Bolts and Nuts.—Machine bolts, . 
rolled threads, 60 10 and 5 to 60, 10 
and 10 per cent off list. Machine 
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Mc KINNEY 
Hinges Butts 








HARDWARE AGE 


The completeness of the 
McKinney line of hinges and 
butts allows you to serve the 
widest variety of business. 


The ideal McKinney number- 
ing system makes McKinney 
Hinges and Butts quickly 
handled, speedily delivered 
and easily ordered. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and 
latches, shelf brackets, window and screen hardware, 
steel door mats and wrought specialties 
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Chain, 


Sheets, galvanized, 


Tin plate, 


carload, per 100 Ib 





*Applies minimum carload 80,000 Ib. 


steel, common 
No. 12 gage and hter, 60c. ; 
not over 12 in. in diameter, Bbc. 
carload lots, minimum 36, 000 1 


e products, 





Annealed fence wire, base, No. 9 gage, per 100 Ib 
Bright plain wire, base, per 100 lb 

pound, base, per 100 lb 
Galvanized barbed wire, base, per 100 Ib 
Galvanized fence wire, No. 9, 
Painted barbed wire, base, per 100 Ib 
Machine bolts, small, rolled threads 
Machine bolts, all sizes, cut threads 
Machine bolts, c.p.c. and t. nuts, % x 4-in.................cc eee 
Nails, steel, cut, base, per keg 


Plates, sheared, tank quality, 
Sheets, blue annealed, per | 
Sheets, black, 28 gage, 


Soft steel bars, per Ib 


Steel pipe, black, butt welded, 1 
Steel pipe, galvanized, butt welded, 1 to 3-in 
bright, per base box 
Woven fence, carloads to retailers 
Wrought iron pipe, black, 1-in. to 1%-in 
Wrought iron pipe, galvanized, 


pPReeeeeeesetegeset @Ce* £86028 630 One 6 OO 2 Gee 6.5 


[ewer eS.28 2.986828 O28 68.8886 8 82 6 2 2.9 2 SP Oe. OS 


1-in. 


Freight Rates 


Philadelphia, domestic. $0.32 OO RSS .,.,lcl tll * Lae ctu cawes 
Philadelphia, export... 0.2 Pare 0.215 nsas City ...... 
Baltimore, domestic... 0 Cleveland, Youngstown ys med ity (pipe). 
Baltimore, export..... | 0.225 A wis 86 Ge Sane aee 0.19 En a 6id «6:60 
New York, domestic... 0.34 DE chiceeese etna’ a GE bce de oe 0 + 0: 
New York, export..... 0.255 Cinolamati ........... 0.29 Omaha ( pipe) .... 
Boston, domestic...... 0.365 Indianapolis ......... 0.31 Me Gubdipess os 
Boston, export........ 0.255 EE. ospeeunncneucw 0.34 tDenver (pipe) ... 


tMinimum loading 46,000 Ib. 


wire rope cables. 


eset @ 28 6 SS eo oe 2 C'S 

ee Ce 6 COB..8 8B 688 eee 8626 oe S82 Oe OS SoS 
Se Pepe 2 ee 4S ee 6 B.e8 8 68 ee 8866 68 Be 8 6 
S662 eO@e 6 €¢6 6 088 OBO eC Ole Oe @ 


i eae 


eve eeeeeeeeeenee eer ee eee eee eer ee eee errr eee ee 6 @ 
SSO oO Ge eegannu se ee6e 246 6 66 0.8 Ce ee Oo oe 


PeBPeeGeese essences se ee egos eoe1 ee eose ee 6 6:6 Oe 


...ee..-00 and 10 off list 


soveeeserneerecend $3.15 


ee Bee Oe eo eCrc6eqgaesgs es 666068686 762.068 822 8 6 6 


ee ed. alias os bine eee Vewe e008 04 686 02 
ee a ee ds cy bl be Ns 068) él oneal sawed $ 
Common iron bars, ST sete ha 6.0 68 66046-6406 60000904: 4N Se 08 49088408) Ona 2.40c. 
Pe Cis 6s hC sk whee hs es 6 eeee kes 


ee 8 © 0 64. 68208680 6 868 8 6 6.0.5 


ne Owe £8 Soe 6 6S 62S 8 OP 8 6 Se’ O. oe a 


gO ee. ee se ee 


ron, 35c.; ship plates, 40c.: 
including cut or wire nails, spikes, and wire hoops, 40c.; 
rods, 40c. ; 


PITTSBURGH BASE RATES 


Note: It should be understood that prices 


ven below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
shipments from mill or warehouse to retailers. 


For smaller lots, the usual advances apply. 


.60 and aS and 10 off list 
0 and 10 off list 


2.50 to $2.60 base, per keg 


seveeeee o .00C, tO 2.60C. 


1 ates ten ell 2.90c. to 3.00c. 
i Ce se nnedkee hb s+ owed 66 60 bo) 6 6 8% ob ew Ge Gb sob Ve é-0 See 
A a eee Se a 4.90c. to 5.00c. 


es 2 ee Ce ae OS 6.8.8 oe 68 6 6.868 8 8S Cee eee e288 © UE we 8 2 ee 


rn, a Gee Ge, GO, WO ROD FR. . nw cw ccc ccc deccocveeves 
Staples, polished fence, base, per keg 
Staples, galvanized, base, per eee Pe a ee © oe ee eee ee 5 
to ey eee ee ener 


ee eee ee se oe ke eS 


eseeseeaenveeseoaeen dd deo 88 © 


90 
ids anal 60 per cent. te list 
....48% per cent off os 


ee ee *® @e @ ee ees e*eee 


lechucak 65 per cent off list 
29 per cent off list 


eae 12 per cent off list 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 


.. .$0.43 *Pacific Coast ....... 1.1 
ea *Pac. Coast, ~ plates i. 20 
0.705 Birmingham ......... 

... 0.60 Dt c«6 ¢enseher O86 
oe Mee Jacksonville, all rail.. 0.70 
... 0.705 Jacksonville, rail an 

i. + ee EE ive, Cee 0-eis 0.41 
re New Orleans ........ 0.67 


Rates from Atlantic Coast ports (ie. New York, Philadelphia and Baltimore) to Pacific Coast ports of call on most 
steamship lines, via the Panama Canal, are as follows: Pig 


ingots and muck bars, structural 
sheets and tin plates, 40c.; sheets, 


and:-strands, 45c.; wire fencing, netting and stretcher, 40c.; pipes 
: over 12 in. in diameter, 2%c. per in. or fraction thereof additional. 


All rates per 100 1 





bolts, all sizes, cut threads, 60 and 5 
to 60 and 10 per cent off ilst. Car- 
riage bolts, % x 6 in., smaller and 
shorter, rolled threads, 60 and 5 to 
60 and 10 per cent off ‘list. Carriage 
bolts, cut threads, all sizes, 50, 10 and 
5 to 50, 10 and 10 per cent ‘off list. 
Lag bolts, 65 and 5 to 65 and 10 per 
cent off list. Plow bolts, Nos. 1, 

and 3 heads, 50 and 10 per cent off 


list; other style heads, 20 per cent 
extra. Machine bolts, _C-D.C. and t. 
nuts, % x 4 in., 50 and 5 to 50 and 10 


per cent off list ; larwer and longer 
sizes,:50 and 5 to 50 and 10 per cent 
off list. Hot pressed squares or hex. 
nuts, blank, 4.25c. to 4.40c. off list. 
Hot pressed nuts, tapped, 4.25c. to 
4.50c. off list. C.p.c. and t. square or 
hex. nuts, blank, 4c. off list. C.p.c. 
and t. square or hex. nuts, tapped, 
4c. off list. Semi-finished hex. nuts; 
y;-in. and smaller, U. S. S., 80 and 5 
per cent off list; %-in. and larger, 
vu. S. S., 75 and 5 per cent off list; 
small sizes, S. A. E., 80, 10 and 5 per 
cent off list; S. A. E., %-in. and 
larger, 75. 10 and 5 per cent off list. 
Stove bolts in packages, 75, 10 and 5 
per cent off list. Stove bolts in bulk, 
75, 10, 5 and 2% per cent off list. 
Tire bolts, 60 and 10 per cent off list. 
Bolt ends with hot pressed nuts, 60 
and 5 per cent off list. Bolt ends 
with cold pressed nuts, 50 and 5 per 
cent off tiist. Turnbuckles, with 
ends, %-in. and smaller, 50 to 55 
and 5 per cent off list. Turnbuckles, 
without ends, %-in. and _ smaller. 
65 and 5 to 70 and 10 per cent off 
list. Washers, 5c. to 5.25c. off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $2.75: small 


rivets, 70 and 10 per cent off list. 


COLD-ROLLED STRIPS.—Demand has 
slowed down some, due to lighter opera- 
tions at some of the automobile plants, 
and with a very large capacity avail- 


able there is keener competition among 
the makers to get orders. Prices in 
large lots are 4.75 cents base, at mak- 
er’s mills. 

IRON AND STEEL BARS.—While 
local mills are holding firm at 2.40 cents 
at mill here for nearby trade, on out- 
side orders they are going to 2.30 cents 
in competition with other mills. De- 
mand is only fair, orders being mostly 
for small lots for current needs. De- 
mand for iron bars is quiet, with prices 
only fairly strong, and being shaded on 
some desirable orders. 

We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base : 


refined iron bars, 3.15c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 


PAINTS AND SUPPLIES.—The local 
trade in these goods has opened up 
Guite actively, and dealers are looking 
for a big year in paints and accesso- 
ries. New building in this district will 
be fully as heavy as last year, and this 
makes for good business in paints. 
Prices are firm, jobbers now quoting 
f.o.b. Pittsburgh about as follows: 
Turpentine, in bbls., $1.18; less than 


bbls., $1.30%% per gallon 
Linseed oil, in bbls., $i. 08; less than 


bbls., $1.23. ‘Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal., in 
wood bbls. 


English Venetian red, in bbls., 3%c. 
per Ib.; in 100-Ib kegs, 4% c. per Ib. 
White lead, in 100-Ib. kegs, T5C. per 
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ib.; in 50-lb. and 25-lb. kegs, 15%4c. 
per lb.; in 13%-lb. kegs, 15c. per Ib. 
In 500- Ib. lots, 10 per cent discount; 
other prices are net. 


POULTRY NETTING.—Jobbers report 
that the spring orders from the retail 
trade are now coming in freely, and 
this promises to be a big year in poul- 
try netting and wire cloth. Makers re- 
port that they believe they have accu- 
mulated sufficient stocks to make 
prompt shipments on orders. Prices 
firm. 


Local jobbers are quoting 45 and 5 
per cent off list for galvanized after 
weaving, and 45, 10 and 5 for gal- 
vanized before weaving. 


PERCOLATORS.—Landers, Frary & 
Clark, New Britain, Conn., have issued 
new lists on percolators showing slight 
reductions ranging from 5 to 10 per 
cent on certain sizes. 


STANDARD PLATE WASHERS.—Ef- 
fective from April 1, a leading Western 
maker has been quoting on standard 
wrought washers, 200-lb. kegs, $5.50 off 
list, f.o.b. Joliet, Ill., plus standard ex- 
tras for less than keg lots. This is a 
slight reduction over former prices. 


SHEETS.—Sales of sheets in March 
were much heavier than in February. 
The American Sheet & Tin Plate Co. 
reports that its March sales were about 
30 per cent larger than last month, 
while the independent mills say their 
sales were fully 20 per cent larger. 
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R-W Steel Folding Builders’ Brackets 


Look at the load supported on three R-W Builders’ Brackets! This is a much 
greater load than ordinary working conditions would ever demand—affording a 
tremendous margin of safety. 

R-W Builders’ Brackets are not only the strongest, but the most practical. They fold into 
convenient form for. handling and take up little room when stored. No more expensive than 
wood brackets, yet last a lifetime. When a job calls for two dozen or more brackets they 
actually save their cost. 


No other steel bracket folds so compactly 
or requires so little space for storage. An E a sy to At ft a ch 


exclusive feature with R-W Brackets. 









R-W Brackets are easy to attach—the hook or 
tail screw for fastening tq sheathing and stud- 
ding insures complete safety, while sway braces 
prevent swinging. Made entirely of high-grade 
steel and reinforced to provide strength and 
durability. 


Illustration shows the No. 231 with ‘sway brace 
on upright. The No. 261 is the same, but has 


sway braces riveted to side of top bar. 


R-W Builders’ Brackets are packed one dozen to 
the crate. You will find them an extremely 
profitable item to handle, and the satisfaction 
they give will enhance your reputation for sell- 
ing only the best. Write Dept. A for particulars. 





FOLDED 
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Some large contracts for sheets were 
placed in March to be used for car roofs 
and sidings, while there was also some 
large export trade placed, much of it 
for Japan. The sheet mills are pretty 
well filled for some time, but new buy- 
ing is largely for nearby needs, the 
mills being able to ship out promptly. 
The leading interest is said to be adher- 
ing strongly to its regular prices, but 
some independent mills are shading 
these prices from $1 to $2 per ton. The 
sheet mills continue to operate at about 
75 per cent of capacity. 


Prices on No. 28 gage black sheets 
may now be quoted at 3.75c. to 3.85c. ; 
galvanized No. 28 gage, 4.90c. to 5c. ; 
these prices being for carloads or 
larger lots. For small lots from 
store or warehouse the usual ad- 
vances over the above named prices 
are charged. 


SHOVELS.— The new demand has 
fallen off considerably, but makers say 
that prices are holding fairly strong. 
Buying is only in small lots to meet 
current needs, there being no incentive 
to anticipate under present conditions. 


Local jobbers continue to quote the 
retail trade on the basis of $11 per 
doz. for fourth grade plain black and 
on - doz. for fourth grade pol- 
isned, 
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pipe is quieting down some, due in part 
to bad condition of the country roads, 
and orders going from the jobbers to 
the mills are lighter than for some 


time. The demand for oil well supplies 
is fair. 
Prices remain firm and for small 


lots from store or warehouse are as 
follows: 


Black Galv. Black Galv 
i seee § sone veow Beene . Gee 
iccce ME neces. SR (a eee 
3 . 3.36 $5.50 1%.. 11.60 15.05 
%.... 417 6:48 2.... 15.61 20.25 
34 . 5.12 6.56 SM... BEB once 
These prices per 100 ft., f.o.b. Pitts- 
burgh. 


TIN PLATE.—The mills have accu- 
mulated heavy stocks to meet the ex- 
pected active demand when the canning 
season starts, and now find they can 
take a limited amount of new orders for 
second quarter shipment. An inquiry 
is in the market from the Standard Oil 
Co. for 300,000 boxes of what is known 
in the trade as oil plate, this being used 
in making containers for oil for domestic 
or foreign shipment. The inquiry calls 
for third quarter delivery, and there is 
likely to be keen competition for this 
order, as it is very desirable from the 
standpoints of sizes involved and the 
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will be a record year in the tin plate 
trade in output and consumption. The 
price remains at $5.50 per base box in 
carload and larger lots. For small or- 
ders from stock or warehouse the usual 
advances apply. 


WIRE PRODUCTS.—Orders for wire 
and wire nails so far this spring have 
been below the same time last year, 
due in part to the muddy and almost 
impassable country roads. With a pe- 
riod of good weather, and the opening 
up of the roads, a betterment in the de- 
mand would soon occur. Stocks held 
by the mills are heavy, and they are 
able to make very prompt deliveries. 
Prices remain firm, with single excep- 
tion of cement coated nails on which 
$2.50 or lower is being done on good 
orders. Jobbers and retailers are buy- 
ing only for nearby needs. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 








STEEL PIPE.—The new demand for quantity. 


There are all signs that this 


the above prices on spools are for 
80-rod. 


Paint, Builders’ Hardware and Radio 
Selling Well in New England 


(Boston office of HARDWARE AGE) 
OOL days have continued to retard expansion in New 
England retail dealers’ spring business. That state- 
ment applies to seasonable business in general. Yet 
there are exceptions to it, notably paints. The movement of 
paint over retail counters is quite encouraging. Not that 
weather conditions have been conducive to such sales, 
but people evidently are getting ready to brush up and 
clean up just as soon as a period of a few warm days 
strikes in. Builders’ hardware also is selling well and 
there are enough other things selling, especially radio sets 
and appliances, to bring April business to date up to a 
slightly higher level than for the corresponding period 
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last year, say city retail dealers. The spread between 
this and last year is, however, narrower than it was a 
week ago. 

Many retail hardware dealers are ordering goods from 
jobbers with frequency, which is an indication that busi- 
ness might be better than is admitted. Shelf hardware 
jobbers without exception say business is good, although 
not as much so as it was. Mill supply jobbers also note 
some falling off in day-to-day business bookings, while the 
sale of heavy hardware, if anything, is increasing. The 
New England hardware situation evidently has many 
angles and sides, yet on the whole is moderately healthy 
notwithstanding slow collections. 





Statement of the ownership, management, circulation, etc., required by the 
Act of Congress of August 24, 1912, of HARDWARB AGEs, published weekly at 
New York, N. Y., for April 1, 1924, State of New York, County of New 
York, ss. Before me, a notary in and for the State and county aforesaid, 
personally appeared B. P. Beebe, who, having been duly sworn according 
to law, deposes and says that he is the Assistant Treasurer of the Iron 
Age Publishing Co., publisher Harpware AGp, and that the following is, 
to the best of his knowledge and belief, a true statement of the ownership, 
management (and if a daily paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 443, Postal Laws and Regulations, 
printed on the reverse of this form, to wit: 1. That the names and ad- 


dresses of the publisher, editor, managing editor, and business managers 
are: Publisher, Iron Age Publishing Co., 239 West 39th St., New York; 
Editor, Liew 8S. Soule, 239 West 39th St.. 


New York; Managing Editor, 
Liew S. Soule, 289 West 39th St., New York; Business Manager, George H. 
Griffiths. 289 West 39th St., New York. 2. That the owner is: (If the 
publication is owned by an individual his name and address, or if owned 
by more than one individual the name and address of each should be given 
below: if the publication is owned by a corporation the name of the cor- 
poration and the names and addresses of the stockholders owning or holding 
one per cent or more of the total amount of stock should be riven. ) 

UNITED PUBLISHERS CORPORATION, 239 West 39th St., New York City; 
Stockholders—United Publishers Corp., 239 W. 39th St., New York City ; 
James Artman, 4588 Chestnut St., Philadelphia, Pa.; George H. Buzby, 19th 
and Walnut Sts., Philadelphia. Pa.; John C. Curtiss. London, England; Fritz 
J. Frank, Pleasantville, N. Y.; Mabel M. Griffiths, Montclair, N. J.3 ‘ 
H. Lindsey, 508 W. 112th St.. New York, N. Y.; J. H. cGraw, Jr., 10th 
Ave. and 36th St., New York City: Elizabeth S. Mekeel, Montclair, N. J.;0. A. 
Musselman, Merion, Pa.; A. C. Pearson, Upper Montclair, N. J.; Lelia C. Pear- 
son, Upper Montclair, N. J.; Chas. G. Phillips, Upper Montclair, N. J.; Charles 
Swayne Phillips, Upper Montclair, N. J.; *Publishers Securities Co., Montclair, 
N. J.: Jennie M. Phillins, Upper Montclair, N. J.; W. I. Ralph, 239 W. 39th 
St.. New York. N. Y.: Franklin T. Root. Bronxville, N. Y.: Olive Root, Bronx- 
ville. N. ¥.: Root Securities Corp., 239 W. 39th St., N. Y.; Winifred Root, 
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2 West 67th St., New York City; Charles T. Root, 2 W. 67th St., New 
York City; Elizabeth 8S. Root, .2 W. 67th St., New York City; G. E. Sly, 
630 W. 141st St., New York, N. Y.; Velma 8S. Stevens, 8325 West End Ave., 
New York City; W. H, Taylor, Upper Montclair, N. J.; Everit B. Terhune, 
Boston, Mass.; M. J. Swetland, Trustee for Grace E. Swetland, Redlands, 
Calif. Stockholders—Publishers Securities Co.; *Velma S. Stevens, 325 
West End Ave., New York City; M. J. Swetland, Trustee for Grace E. 
Swetiand, Redlands, Calif.; Ruth S. Kane, Montclair, N. J.; Dorothy S. 
Johnson, New York, N. Y. Stockholders—Root Securities Corporation; fF. T. 
Root, Bronxville, N. Y.; F. Root, Bronxville, N. Y.; Ralph Root, 
Brooklyn, N. Y.; Winifred Root, New York City; Royal P. Root, New York 
City; Esther S. Root, New York City; Waldo Root, New York, N. Y._ 8. 
That the known bondholders, mortgagees, and other security holders owning 
or holding 1 per cent or more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) None. 4. That the two 
paragraphs next above, giving the names of the owners, stockholders, and 
security holders, if any, contain not only the list of stockholders and security 
holders as they appear upon the books of the company, but also, in cases 
where the stockholder or security holder appears upon the books of the 
company as trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, is given; also that the 
said two paragraphs contain statements embracing affiant’s full knowledge 
and belief as to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe that any other person, 
association, or corporation has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated by him. 


BP. P. BEEBE, Assistant Treasurer. 
Sworn to and subscribed before me this 3lst day of March, 1924. 
JULIA C. H. ALLEN. 
Notary Public. New York County Clerk’s No. 51, Register’s No. 5006. 
(My commission expires March 30th, 1925.) 
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Gold Seal 


ONGOLEUM 
-Art-RuGs 


CESSES OSECLE CEE SESE SER ERED SEE LEC EES 


April 10, 1924 











PEELE 





Walter A. Story of 
Story & Sons, hard- 
ware merchants. 
Burbank, Calif. 
(population 2,913) 















W. M. Calhoun, 


hardware mer- 


**We have handled the ‘Gold-Seal’ line during the chant, Bellingham, 
past four years and are very well satisfied. Never Wash. (population 
during the time have we found it necessary to re- , 
place any goods. 

**We recommend the quality of the line, besides 
the nice profit which it allows.” 















ne “Because of its wide-spread demand, rapid rate 
of turn-over, and the high quality of this mer- 
chandise, we have found that the sale of Gold-Seal 
Congoleum results in satisfaction and profits for 


the hardware dealer. ; 








These Jobbers Have Congoleum in Stock 


Profit-Making News 
From the Pacific Coast 


National satisfaction! That tells the story of Beckley Hardware Co. 
a ni araqware Uo. . 

Gold-Seal Congoleum. From coast to coast and __F.P. May Hardware Co. 

. ° ° A. T. McClure Glass Co. . 
border line to border line, live hardware dealers Persinger Hardware Co. 

. ‘ ic ilier ° ° 

are enthusiastic over Congoleum—the popular, _ Talbot, Brooks & Ayer 
easy-to-sell floor-covering that turns over on an 
average six times a year. 


Beckley, W. Va. 

" . Lewiston, Me. 
Washington, D. Cc. 

, . Reynoldsville, Pa. 
. Williamson, W. Va. 

2 angor, Me. 

. Portland, Me. 
Manchester, N. H. 





John B. Varick Co. P . ‘ . ; 
CENTRAL JOBBERS 

‘ . ‘ > Cleveland, Ohio 
Detroit, Michigan 
Detroit, Michigan 








Coe. . 
' Corp. . 
Cc 








Isn't that the kind of merchandise you like to es rm me 
handle? What's more, Congoleum is a logical a...” . ne 
hardware line—sell the housewife floor-covering ge 
when she buys pots, pans, stoves and cutlery. .*.*. * Se 


The nation-wide advertising campaign behind 
Congoleum Art-Rugs produces sure and quick 
sales. The handsome patterns are practically 
staple and are made in all the popular room sizes. 
You can arrange an attractive display that will 
occupy less than six square feet. 


Best of all, Congoleum gives the utmost satisfaction. 
High quality of the product and the Gold Seal guar- 
antee win new customers and bigger profits for you. 

Start getting your share of Gold-Seal profits. Write 
our Hardware Service Department for details. 


(CONGOLEUM COMPANY 


INCORPORATED 
Philadelphia New York Chicago Boston Pittsburgh 
Kansas City San Francisco Minneapolis Dallas Atlanta 
New Orleans Montreal London Paris _ Rio de Janeiro 





The Fastest Selling Floor- Covering in the World 
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Ca,’ . ‘ . ‘ Milwaukee, Wis. 

. P Ottumwa, Ia. 

‘ 4 Chicago, Ill. 
. P Minneapolis, Minn. 
Co. " . F Henderson, Ky. 
» P , F Duluth, Minn. 

. Oklahoma City, Okla. 

‘ . Green Bay, Wis. 
Milwaukee, Wis. 

Saginaw, Michigan 

; . Indianapolis, Ind. 

. * . South Bend, Ind. 









Co. : e 5 ‘ - . Cairo, Ill. 

WESTERN JOBBERS 
Supply Co. ‘ ‘ ° - Phoenix, Ariz. 
; e . : i Spokane, Wash. 


Portland, Ore. 


p . ; ; Pye . Seattle, Wash. 
Ga. ‘ - Salt Lake City, Utah 
SOUTHERN JOBBERS 
Momsen-Dunnegan-Ryan Co. . e e s © El Paso, Texas 
Morrow-Thomas Hardware Co. . . «© « Amarillo, Texas 
Nash Hardware Co. ~“ 


Fort Worth, Texas 
Stauffer-Eshleman & Co., Ltd. 
New Orleans, La. 
Sullivan-Markley Hardware Co. 

reenville, N. C. 
Tampa Hardware Co. 
Tampa, Florida 






ON 
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Ground to 





a Needle Point 
and Hardened 


Arcade Ice Picks are 
known to dealers from 
coast to coast as “‘ Needle 
Point Ice Picks.” They'll 
break a 100 pound block 
with true accuracy and 
only two or three blows. 
(suaranteed in every de- 
tail. Packed with each 
blade in a paper sheath 
to prevent injury during 
shipment. 


When you sell your custom- 


ers Ice Picks and _ Ice 
Shaves — sell them 100% 
Satisfaction. Arcade hard- 


ware products are backed 
by 40 years of manufactur- 
ing experience—4o years of 
profitable and satisfactory 
sales. They sell at prices 
no greater than those of in- 
ferior makes — and there’s 
a real profit left for you. 


Arcade Manufacturing 
Company 
Freeport, Illinois 














Your jobber will supply you—ask him, 
for prices. Write us for Catalog No. 
30-C showing complete line of Arcade 
hardware and toys. 


ARCADE 


HARDWARE 
ane TOYS 
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AUTOMOBILE ACCESSORIES.—Re- 
tail hardware dealers should look to 
their automobile accessories stocks. 
While business in general may have re- 
ceived a setback there are more auto- 
mobiles operating in New England than 
ever before at this time of the year. 
Hard winter usage will find many cars 
in need of accessories, and a few warm 
days will bring about a tremendous in- 
crease in retail sales. 
We 
stocks: 
Automobile Accessories.—Apco line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30c.; ratchet wrench, $2.25; 
windshield wiper, $3.75; crankcase 
arm, 48c., and battery charger, $13.50. 
Springs. —Vulcan line, all makes, 35 
per cent discount; Ford sizes, 7-leaf 


quote from Boston jobbers’ 


front, No. 2000, $1.25, net; 9 leaf 
front, No. 2004, $2; 9 leaf rear, No. 
2009, $4.25. 

Pressure Gages.—Balloon tire, in 


lots of less than ten, $1.13 each; in 
packages of ten, $1.08 each. 

Oils and Greases.—Mobiloil. cylin- 
der, A. E. and Arctic, one-gal., $1.25 
per gal., five gallons, $1.08% per gal.; 
30 gallons, $1 per gal.; 55 gallons, 95c. 
per gal.; Cylinder, B, 1-gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons, 
$1.05 per gal. Transmission oil, C. 
$1.05 per gal. Transmission grease, 
CC, 5-pound lots, 20%c. per Ib.; lu- 
bricant grease, in 5-pound lots, $11.50 
per case of 12: in 1-pound packages, 
a case of 48. Discount 25 per 
cent. 


BASEBALL GOODS.—At the first of 
the season orders came in quite encour- 
agingly, but since then business has 
gradually tapered off to a point below 
early 1923 records. What the market 
needs is warmer weather to start ac- 
tivity. 
We quote 
stocks: 
Fielders’ Gloves.—No. 500, $4.50 per 
doz., net; No. 507C, $8.40; No. 509C, 
$10.75: No. 511, $16; No. 514, $19; No. 


922, $22; No. 525, $22; No. 534, $25; 
No. 542, $29; No. 552, $26.50; No. 144, 


Catchers’ Mits.—No. 560 _$12__per 
doz., net; No. 574R, $16; 578T 


from Boston jobbers’ 


my 50; No. 577, $27; No. 588, $54: No. 
o 72 

Baseman Mits.—No. 603. $16 per 
doz., net; No. 608, $27: No. 625W, $40. 

Masks.—Boys’ No. 25M, $4. 50 per 
doz., net; Youths’. No. 31M, $19; 
Men’s No. 41M. $42. 

Chest Protectors.—No. 903, boys’, 


$25.75 per doz.; 
size, $46. 
Bats.—Crack-A-Jack, $2 per doz.., 


No. 920, big league 
/ 


net; Junior League, $3.60; King of 
Field, $7.20: burnt: oil finish, $10.80: 
Professional League, $12; Bing-Go, 


$12; youth’s assorted sluegers, $7.20: 
Louisville Slugger, Jr., $5.40: Louis- 
ville Slugger (regular), $16.20. 
Basebalis.—Per dozen, net, Dandy, 
Boys’ Favorite. $1.65: Young 
America, $2; Junior League Special. 
$2; Junior League, $3.75: Boys’ 
League, $4: Dollar Lively, $6: Pro- 
fessional League, $8: Hardwood 
—— $12.50: National League, 


BOLTS AND NUTS.—Day-to-day busi- 
ness in bolts and nuts has fallen off, 
say jobbers. They attribute business 
conditions to the fact that retail dealers 
and large consumers bought more stock 
in January, February and March than 


required. Prices apparently remain 
steady. 
We quote from Boston jobbers’ 
stocks: 


Bolts.—Machine bolts, with H. P. 
nuts, % x 4 in. shorter and smaller, 
40 and 10 per cent discount; larger 
and longer, 40 and 10 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount ; tap bolts, list ; common 
carriage bolts, 40 per cent discount; 
Eagle carriage bolts, 50 per cent dis- 
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stove bolts, large lots, 65 and 
5 per cent discount; small lots, 50 
per cent discount; bolt ends, 40 per 


count; 


cent discount ; tire bolts, 45 per cent 
discount. 
Nuts.—H. P. all kinds, list: C. P. 


& F., all kinds, 1 off list ; check nuts, 
list; semi-finished hexagon nuts, ,;- 
in. and smaller, 60 and 10 per cent 
discount ; larger, 50 per cent discount ; 
semi-finished case-hardened nuts, 50 
per cent discount. 


BOTTLES.—Jobbers have lifted prices 
on the Landers, Frary & Clark line of 
vacuum bottles about 10 cents each on 
list, following a recent adjustment of 
the maker’s schedules. New prices fol- 


low: 
We quote from Boston jobbers’ 
stocks: 
Botties.—Vacuum, Landers, Frary & 


Clark line, No. 21, $1.75 each list; No. 
2, $2.75; No. 70, $1. 85; No. 71, $1. 95; 
No. 72, $2.95; No. 81, $2.75; No. 82. 
$4; No. 191, $2. 35; No. 192, $3.60. 
Discount—25 and 10 per cent. 


BRASS AND COPPER.—The American 
Brass Co. has reduced prices on its 
products as follows: Sheet brass, % 
cent a pound; seamless brass tubes, 1 
cent; brazed tubing, % cent; sheet cop- 
per, % cent; bare copper wire, % cent. 
Jobbers have adjusted their prices ac- 
cordingly. During the first of last 
month brass products were advanced % 
cent a pound, and copper seamless tub- 
ing, % cent. 


BRUSHES.—Some of the manufac- 
turers of paint brushes have come over 
with the anticipated advance in prices, 
approximating 10 per cent. Jobbers’ 
quotations have been adjusted to meet 
the new lists issued by makers. 


CARDS.—Many a farmer and city 
stable man will require new cards this 
spring. Now is the time for the retail 
dealer to stock up if he already has not 
done so. 

We quote from Boston jobbers’ 


stocks: 
Cards.—Cattle, No. 40, 12 doz. to 
No. 04, 2 doz. to 


case, $2.10 per doz. ; 
case, $2.25; No. 4, 2 doz. to case, 333 
No. 2, 8 doz. to case, $3.15; No. 2, 
doz. to case, $3.30. All prices net. 
File Cards.—$1.50 per doz. net. 


CHAIN.—The market for cable chain is 
35 cents per 100 lb. higher. Other chain 
is unchanged in price. Skid chains 
have been a shade more active because 
of bad going. The chain market in 
general has been backsliding of late, 
however. 


We quote from Boston jobbers’ 
stocks: 
Tire Chains.—McKay and Weed 


makes, 1 to 11 sets, 25 per cent dis- 
count; 12 to 49 sets, 33% per cent 
discount; 50 sets and more, 40 per 
cent discount. 

Skid Chain.—},-in., l6c. per Ib., 
net; %-in., 15¢c.; y,-in., l4c.; %-in., 
13%. 

Machine Chains. — Twist lengths, 
eye 15c. per Ib. 5g-in., 13c. per 

; cm -in., 12%c. per Ib. ; long or open 
lonattt link chains, ;;-in., 16%c. per 
lb. ; 4 ~in., 15c. per Ib.; -in., 14e. 
per lb.; fs-in., 12%c. per lb.; %-in., 
lle. per Ib. 

Proof Coil Self-Colored Chain.— 
re. $14.65 or 100 Ib.; %-in., 
12.85 fs-in., $11.20; %-in., $9.70; 
yin. $9.45; 1%. in., $9.10; 5¢-in., $9.75: 

in., $9.40: %-in., $9. 10; l-in., $8.80. 

For less than 100 Ib. about 2c. per 
lb. additional is charged. 

Cc in., $14 per 100 lb. net; 
4 -in., fe-in., $12.75; % -in., 

vs-in., $9; %- in., $8.55; %-in., 


$9.10 ; 
$9.40. 


CLOCKS.—Summer homes and camps 
will need new clocks when city folks 
move out of town during the next 
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The live hardware 


dealer says: 

















‘‘Here Is a Bit of Luck 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 


‘‘—-the new GOOD LUCK hose washer 
made by the people who make my GOOD 
LUCK garden hose. 


‘A hose washer is such a little item that it 
has been sort of an orphan child in the 
trade. Nobody wanted to bother with it. 


‘“‘Now comes along this live red rubber 
washer, a dozen to the box, retailing for a 
dime. An extra good washer paying an 
extra good profit to the dealer, and extra 
good luck for the customer who has long 
wanted a hose washer that would stay soft 
and make a good tight connection. ’’ 
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It was a widely advertised 
“Benefit” game between two 
rival local teams. 


The major portion of the 
gate receipts were to go to 
the town fire department. 


A Happy Dealer had a 
happy idea. He knew it 
would be a regular “battle” 
so he took several Louisville 
Mascot Bats, threw them in 
his “Tin Lizzie” and drove 
to the game. 


When the umpire called, 
“Play Ball” the dealer said: 


“Go to it, boys—use these 


bats.” 


They did—after that game 
he had a regular run on 
Louisville Mascot Bats. 


HILTON-COLLINS CO. 


Louisville, Ky. 


Distributed by 


Louis Williams & Co. 
Nashville, Tenn. 
George Booth Rice 
1193 Broadway, New York City 
Herbert F. Bilis 
Bourse Bldg., Machinery Dept., 
Philadelphia, Pa. 
E. R. Walrath 
1701- moog = Jackson Blvd., Chi- 
ca 
Linsincott, Beall & Co., 
Sheldon Blidg., First. ‘ n Market 
Sts., San Francisco, Calif. 
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month or so. Just now, however, job- 
bers say the clock business is rather 
flat. Retail dealers evidently are well 


supplied. 
We quote from Boston jobbers’ 

stocks: 
Western Line. —Sleepmeter, $1.30 


each: in dozen lots, $1.26 each; in 
case (forty-eight) lots, $1.22 each. 
Jack-O-Lantern, $1.95 each; in dozen 
lots, $1.90 each; in case lots, $1.84; 
radiolite, $1.95 each; in dozen lots, 
$1.90 each: in case lots, $1.84 each. 
Rig Ben, $2.28 each; in dozen lots, 

221 each; in case (twenty-four) 
lots. $2.14 each. Baby Ben, $2.28 
each: in dozen lots, $2.21 each; in 
case lots, $2.14 each. Bluebird, $1.14 
each: in dozen lots, $1.10 each; in 
case lots, $1.07 each. Blackbird, $1. 62 
each: in dozen lots, $1.58 each; in 
case lots, $1.43 each. 

Waterbury Line.—Thrift, in case 
lots, 90c. each; in lots of a dozen, 
95c. each; in less than a dozen lots, 
98c. each. Relay, in case lots, $2.14 
each; in less than case lots, $2.26 
each. 

Gilbert Line.—Tornado, in case lots, 
$1 ale in less than case lots, $1.05 
each. 


DRILLS.—In Boston proper discounts 
are quite uniform, but reports filter in 
here of concessions being named else- 
where in New England in an effort to 
bolster up sales. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1%%-in. 
tapered and straight shank, 60 per 
cent discount to 60 and 10 per cent 


discount; fit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount: drills and countersinks 


combined, 20 per cent discount; ratch- 
et drills, 30 per cent discount: wood 
boring brace bits, 50 per cent dis- 
count ; high speed drills, 50 and 10 per 
cent discount; jobbers letter and 
number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 

Reamers.—Bit stock, 20 per —_ 
discount; bright square and. T. 
standard makes, 65 per cent 1 hy 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount: 
small fluted rose and socket ream- 
ers, 20 per cent discount. 


FILES.—Prices on files appear steadier 
than on many other lines of tools han- 
dled by mill supply houses. Business 
is far from active, however, consequent- 
ly jobbers’ purchases also are restricted. 


We quote from 
stocks: 

Files.—Nicholson, 50 per cent dis- 
count: Arcade, American, etc., 60 and 
10 per cent discount; hand cut, 7% 
per cent discount. 


FOOD JARS.—Jobbers have revised 
prices on Universal food jars, mostly 
slightly upward, to conform with new 
lists recently issued by manufacturers. 
Boston jobbers’ 


Soston jobbers’ 


We quote from 
stocks: 

Food Jars.—Universal, No. 711, 
$2.75 each, list; No. 712, $4; No. 811, 
$3.50; No. 812, $5. Discount 25 and 
10 per cent. 


GALVANIZED WARE.—Jobbers’ 
prices on galvanized pails, tubs and 
watering pots have been adjusted, as 
previously intimated herewith. 


We quote from Boston jobbers’ 
stocks: 

Ash Cans.—No. 0180, $2.68 each, 
net; No. 190, $4.20 each, list; No. 171, 
$3.50: No. 181, $3.88. 

Pails.—8-qt., $2.35 per doz. net; 10- 
qt., $2.65; 12-qt., $2.95; 14-qt., $3.30; 
40-Ilb. to the doz., $4.80; round bot- 
com fire pails, $4. 20 : 50 Ib. to the doz., 


Tubs.—No. 200, $14 per doz., net; 
No. 300, $15. 

Garbage Cans.—Dover a. No. 4, 
$1; No. 2 ,$1.40; No. 1, $1.6 

Ash Sifters. —Favorite, os ‘per doz., 
net; all wire, $8.40; No. 19, $3.65. 

Watering Pots.—4-qt., $6.75 per 
doz., net; 6-qt., $7; 8-qt, $8; 10-qt., 
$9.40; 12-qt., $10.80, and 15-qt., $13. 
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Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 


$3.40; 17-in., $3. ore, Leake ap with 
wood handles, 15-in., $4.34; 16-in., 
$4.80; 17-in., $5.16 ; i8-in.. $5.60. 


FISHING TACKLE.—The salmon sea- 
son has opened down in Maine and the 
trout in other sections of New England. 
Lovers of the rod and reel sport are 
rushing to get their permits to fish. 


GRINDING WHEELS.—In conformity 
with recent advances in abrasives, some 
of the manufacturers have issued new 
lists on stands. Quite unimportant 
news in itself, yet it demonstrates the 
confidence of manufacturers in the 
future. 


We quote 
stocks: 

Emery Wheels.—Aluminox, 65 per 
cent discount; carbolite vitrified, 55 
per cent discount; elastic and alumi- 
nox carbolite, 50 per cent discount. 


HANDLES.—Although weather condi- 
tions have not been favorable for the 
sale of garden tools and steel goods, 
the fact remains that the time is about 
ripe for an urgent call for handles 
from the public. 


We quote from 
stocks: 
Handies.—Axe, hickory, first qual- 


from Boston jobbers’ 
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ity, 28-in., $6.75 per doz. net; 30-in., 
$4.99; 32- in., 4.99. 

Pick.—First quality, 36-in., $7.67 
per doz., net. 

‘Hay pork. —Chucked and burred, 
shee oY 4-ft., $3.20 per doz. list; 41% - 
ft., $3.60; 6-Tt., $6.70; bent, 34g ft., 
$3.40; 4-ft., $3.90; 414-ft., $4.40; 5-ft., 


$5. Discount, 33% per cent. 

Manure Fork.—Bent, plain, $3.80 
per doz. list, with ferrule, $5.40 ; 
malleable, D-handle, plain, $6. 60, with 
ferrule, $8. 10 ; discount, 33% per cent. 
Wood D-handle, plain, $6.90; with fer- 
rule, $8.40; discount, 10 per cent. 

Spading Fork. —Malleable, D-han- 
dle, $6.60; wood D-handle, $6.90; 
strapped with malleable D-handle. 
$11.10, discount, 33% per cent; wood, 
with D-handle, $11.40; discount, 10 
per cent. 

Hoe.—Field, chucked and burred, 
poplar and ash, $3.40 per doz, list; 
not chucked, ash, $3.40. Mortar hoe, 
6-ft., $6.70; discount, 33% per cent. 
_ Rake.—Garden, 6-ft., $6.20 per doz. 
list, 3344 per cent discount ; steel D- 
handle, $2.28 net. 

Ferrules. —Manure, $1 per doz. list: 
hay, $1; hoe, 85c.; discount, 33% per 


cent. 

HOISTS.—Jobbers now quote Chis- 
holm-Moore direct differential hoists at 
65, 10 and 5 per cent discount, con- 


trasted with 70 and 10 per cent hereto- 


fore. Hoist prices otherwise remain 
unchanged. 
We quote from Boston jobbers’ 
stocks: 


Hoists.—-Yale & Towne line, spur 
geared, 20 and 7% per cent discount; 
screw geared (side wheel type) 20 
and 7% per cent differential, 60 and 
5 per cent. Chisholm- Moore line, 
high speed, 30 and 10 per cent dis- 
count; standard screw, 30 and 10 per 
cent discount; direct differential, 65, 
10 and 5 per cent: anti- friction, 35 
and 10 per cent; trolley, 35 and 10 per 
cent. 


LUNCH KITS.—There has been a re- 
vision in the Universal line of lunch 
kits by jobbers to comply with new lists 
issued recently by the _ producers. 
Changes include small advances as well 
as declines. 


We quote 
stocks: 
_Lunch  Kits.—Universal line, No. 
310, $3.25 list; No. 320, $3.75: No. 
a $3.50. Discount, 25 and 10 per 
cent. 

PAINT.—The Government says that in 
1923 there were produced in this coun- 


try 439,175,900 pounds of paste paints; 
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Reading matter continued on page 110 
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GRISWOLD 








BOLO OV-EN 


is something to talk about 


WOMAN went into the house-furnishing department of one of the 





largest stores in the country and asked to see portable ovens. She Griswold Safety Fill 
left without buying. Why? Because the clerk knew nothing about the ee od 
different makes except the prices. and 6 quarts. 


When a woman is looking for a portable oven, she wants to know some- 
thing more about it than the price. That’s one reason why it is easy to sell 
a Griswold Bolo Oven. It has so many good points that appeal to a woman! 
You can get her interested immediately by telling her that she can do fast 
and slow baking in it, both at the same time—that she can do a lot of 
baking in a short time, thus saving fuel. Even when she isn’t using Both 





parts of the oven, it saves fuel not to have to heat a full-size oven. Griswold Cast trom 
Skillet. In 13 sizes. 
It is the removable air circulating chamber that makes it possible to change - soon Rasa gy te tesa 
the Griswold Bolo Oven from a large to a small oven in two seconds, or 
vice versa. 


Griswold Bolo Ovens have polished steel walls lined with bright tin; 
always cool wood handles; rolled edge doors, fitted with a rabbeted joint 
frame, like a refrigerator door, keeping heat inside, cold outside; oven- 
bottom plates of No. 22 gauge iron, closed all around sides and flush with 
door opening to allow brushing out crumbs. 


Have you received the new Griswold trade mark window and counter 
display card in four beautiful colors to identify your store as headquarters 
for Griswold cooking utensils? Free for your asking. 





Trade Mark 
Reg. U. 


S. Pat. Off. THE GRISWOLD MFG. CoO., Erie, Penna., U. S. A. Griswold Combination 


Meat and Food Choppers 


Makers of the Bolo Oven, Extra Finished Iron Kitchen With  self-sharpening, 
Ware, Waffle Irons, Cast Aluminum Cooking Utensils, reversible steel knife 
Food Choppers, Reversible Dampers and Gas Hot Plates. and three different size 


reversible steel plates- 
packed in special, strong 


THE LINE THAT’S FINE AT COOKING TIME containers. 
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“BANGOR” 


Genuine Leather-Covered 
Steel Tape 





Made by the manufacturers 


of the well - known “ONE- 
MAN” tapes. An improved 
leather-covered steel tape, with 
the cover permanently attached 
to the steel case by our new 
patented process. 


No stitches to come out. 
Highest grade genuine grained 
calf-skin used for covers; 
nickel-plated drum and _ trim- 
mings. 

The “Bangor” tape, like all 
styles of tapes made by this 
company, is of the highest 
grade materials and workman- 
ship and guaranteed to be 
accurate. 


OUR POLICY 


is to make but one quality— 
the best on the market—and to 
sell our goods at a price as low 
or lower than other goods of 
equal quality. We do not put 
out any “seconds” or inferior 
lines made to sell at a low price. 
Therefore, while our tapes, 
being reasonably priced, are 
suitable for general use, they 
are fully up to the standard re- 
quired by architects and engi- 
neers. 


Liberal discounts to the trade. 
Buy of your jobber or order 
direct from the f factory. 


CROGAN 


Manufacturing Co. 
BANGOR, MAINE 
Makers of the ONE-MAN Tape 
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260,976,600 pounds of white lead in oil, 
and 17,452,800 pounds of zinc oxide in 
oil; to say nothing of 160,746,500 
pounds of other paste paints, 82,069,700 
pounds of ready-mixed paints, etc., and 
70,731,000 pounds of varnishes, Japans 
and lacquers, which sounds like a lot of 
paint. Most everybody who ought to 
know says even more paint will be pro- 
duced this year. It should be a very 
profitable year in paints for the retail 
hardware dealer. 


RADIO GOODS.—People in this sec- 
tion of the country who are close to the 
radio manufacturers intimate a radical 
change may come in the distribution of 
radio sets and appliances within the 
next year. There is a possibility of 
musical stores being favored, or elec- 
trical stores or garages, or several 
other kinds of retail dealers. The re- 
tail hardware dealer is the logical out- 
let for such merchandise, and as stated 
at the retail dealers’ convention here 
last February, the retail dealer who is 
not handling radio goods to the utmost 
of his ability is letting pass a golden 
opportunity. Some hardware firms are 
making a lot of money in such mer- 
chandise. 


We quote 
stocks: 

Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. 44, 35 amps., 90c. each; voltmet- 
ers, No. 34B, 0 to 30 volts, $1.50 each: 
No. 34C, 0 to 50 volts, $1.85. 

Eveready B batteries are 
quoted in various lots, net, as fol- 
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lows: 
Less 10 50 

No. 10 to 49 plus 
763 errr * $1.05 $1.00 $0.90 
aa ee 1.35 1.27 1.13 
a” avs thee 1.35 1.27 1.13 
a <~scceetl 1.75 1.67 1.50 
a «sos eueas 3.50 3.34 3.00 
0 er err 9.00 8.25 7.50 


Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each net. 


SCREWS.—It now develops that job- 
bers’ contracts with manufacturers hav- 
ing expired, conflicting discounts are 
developing. That is to say, some of the 
manufacturers, according to jobbers, 
are offering large users cap and set 
screws at attractive discounts. Boston 
jobbers, however, are maintaining reg- 
ular discounts. 


We quote 
stocks: 

Wood Screws.—Flat head, bright, 
75 per cent discount, flat head, blued 
75 and 5 per cent discount; round 
head blued, 72% per cent discount; 
flat head, brass, 70 per cent discount; 
round head, brass, 67% per cent dis- 
count; flat head, galvanized, 57% per 
cent discount; flat head, nickel, 62% 
per cent discount; round head nickel, 
62's per cent discount. 

Machine Screws, Etc. — Machine 
screws, flat and round, hex., Nos. 1, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count: fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount: No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 65 and 5 per cent discount; cap 
screws, square and hexagon, 65 and 5 
per cent discount; lag screws, 40 per 
cent discount. 


SEEDS.—Garden planting’ evidently 
will be late this year. To illustrate our 
point, a retail dealer noted for his seed 
business reports that the first sale of 
seeds made this year was on March 31. 
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Usually by that time hundreds of 
pounds have been sold. 

TAPS AND DIES.—Sales of taps and 
dies appear to be holding up better than 
many other lines of tools handled by 
mill supply houses. Individual pur- 
chases concern small lots of merchan- 
dise, however. 


We quote Boston jobbers’ 
stocks: 


Taps.—Winter Bros. line, hand 
taps, smaller than %-in., 50 and 10 


from 


per cent discount; % to %-in., 40 per 
cent discount, % to % in., 33% per 


cent discount; 34 to 1 in., 25 per cent 
discount; 1% to 2 in., 15 per cent dis- 
count; 2% to 2% in., list plus 10 per 
cent. Machine screw taps, No. 13 
and smaller, 50 and 10 per cent dis- 
count; No. 14 and larger, 40 per cent. 
Stove bolt taps, ¥, in., 50 and 10 per 
cent; % in. and larger, 40 per cent 
discount. Nut taps, * to 1 in., 30 
per cent discount: 1% to 2 in., 10 per 
cent; 2% to 2™% in., list plus 10 per 
cent. Pipe taps, (right hand) % to 
1 in., 60 per cent discount; 1% to 2 
; 2% to 3 in., 45 per 
cent; "3% to 4 in., 30 per cent. Pipe 
taps (left hand), % to 1 in., 33% per 
cent discount; 1% to 2 in., 25 per 
cent; 2% to 3 in., 15 per cent; 3% 
to 4 in., list. Round adjustable dies, 
all sizes, 20 per cent discourt. Solid 
square bolt dies, 25 per cent. Solid 
square pipe dies, 35 per cent. 
Dies.—Card line, all sizes, 10 per 
cent discount. Ta pe, regular hand 
and spiral fluted, 1- 6 to 15-64 in., 55 
per cent discount; % to % in., 40 per 
cent; ¥ to % in., 35 per cent; }% to 1 
in., 30 per cent. Machine screw taps, 
No. 12 and smaller, 55 per cent dis- 
count; No. 14 and larger, 40 per cent. 


WINDOW GLASS.—Stocks of window 
glass in retail and jobbers’ hands are 
lower than usual at this season. Manu- 
facturers say stocks have been inten- 
tionally kept down owing to a larger 
percentage of production in late years 
of machine-made glass. Machine-made 
glass is made practically the year 
around, consequently the trade can sup- 
ply its needs at will. Conditions gener- 
ally indicate a good demand for glass 
this spring and summer. Many hous- 
ing projects started last fall are not 
yet to the glazing stage, and many new 
projects are reported. 
from jobbers’ 


We quote Boston 


stocks: 

Window Glass. — Single A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount: 
larger, 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 
Double B, all sizes, 86 per cent dis- 
count. 


WRENCHES.—Sales of wrenches are 
fairly satisfactory. Buyers are taking 
small quantities at a time, yet appear 
in the market for supplies quite often. 


We quote from Boston jobbers’ 


stocks: 
Knife and Steel Handle.—Coes, 6- 


in., $15 a doz., 8-in., $18; 10-in., $22; 
12-in., $28; 15-in., $38; 18-in., $48; 
21 in., $58. 

Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 


40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches. — Stillson, 60 and 
5 per cent discount; Trimo and Wal- 
worth, 60 per cent off list. 


Miscellaneous. — Drop forged 


wrenches, 62%4 per cent discount; 
Westcott, 25 per cent discount; agri- 
cultural wrenches, 60 per cent off 
list. 


We quote f.o.b. factory: 

Snap-on Wrenches.—No. 101, Mas- 
ter Service Set, $15.25; No. 202, 
Heavy Duty Set, $8; No. 404, Uni- 
versal Socket Set, $7; No. 
Screw Driver Set, $3. 40. All Snap-on 
Wrenches less 40 per cent f.0.b. Mil- 
waukee. 
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That is why we guarantee it for a 
“lifetime!” We use only heavy weight 


aluminum—an aluminum that is es- 
eA W d re pecially hardened. An aluminum that 


will not bend or dent easily. That is 


make it to wear. 





why we know it will wear— We 


This is the big selling point on LIFETIME 


Ware. The reason why the customer demands 


it and the dealer profits by it. 






















service. 


inum Ware for special sales. 


and our special deal on Electric Percolators 


La Grange, Illinois 


1211 Conway Bidg. 
111 W. Washington St. 
Cincinnati Oakland 
6th and Vine Sts. 201 E. 11th St. 


420 S. San Pedro St. 


TRADE 


° Sc am @ 










UMarK _ ,. 
MADE IN USS 








Write for the new price list on LIFETIME Ware 


Aluminum Products Co. 


Branch Offices— 
New York Philadelphia 
1127 St. James Bldg. 403 Drexel Bidg. 
1133 Broadway 5th and Chestnut Sts. 
Chicago Los Angeles 


Four factories and our own rolling mills are at 
your service for prompt deliveries and efficient 


We also manufacture a complete line of Alum- 


112 


Washington News 


(Continued from page 90) 
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15 in which event it will probably be 
taken out and a joint resolution rushed 
through the two houses so the tax- 
payers will be able to make deductions 
from the payments made by them on 
June 15. 


National Chamber Has Immigration 
Policy 


A new basis upon which to apply the 
selective principle to immigration is 
advocated by the Immigration Commit- 
tee of the United States Chamber of 
Commerce, which has just made public a 
report containing definite recommenda- 
tions to be considered by the twelfth 
annual meeting of the National Cham- 
ber in Cleveland, May 6 to 8. It is 
proposed, in a word, that selection of 
immigrants shall be made in terms of 
physical, mental and moral qualifica- 
tions of individuals rather than in 
terms of races or nationalities. 

The Committee recommends that the 
present quota law, with important 
modifications designed to reduce hard- 
ships on immigrants and to make ad- 
ministration more effective, be reenacted 
for a definite term of years, not less 
than three nor more than five. During 
this period, it recommends that a fed- 
eral commission make a thorough study 
of the effects of the immigration law 
both at home and abroad, and make 
recommendations to Congress. 

It is the opinion of the committee that 
this same commission also should have 
power to devise and supervise a method 
of selective immigration — administra- 
tion of the law, however, remaining in 
the Immigration Service as at present 
—and to make recommendations to the 
President for raising or lowering the 
quota within limits to be fixed by Con- 
gress. In brief, the Immigration Com- 
mittee proposes a definite period dur- 
ing which the effects of the quota 
might be thoroughly studied and during 
which careful tests might be made of a 
consistent method of selecting immi- 
grants. 


Examination at Source No Remedy 


As illustrating the present lack of 
information, the committee calls atten- 
tion to several proposals seriously ad- 
vanced. One is for examination at the 
source. This proposal, the committee 
declares, seldom gets beyond general- 
ization, for while it wins widespread 
approval as a generalization, no one 
has yet suggested a practicable method. 

The committee itself once advanced 
a suggestion along this line, placing 
responsibility upon steamship agents 
at points of origin and then, on further 
study, found it apparently impractica- 
ble because some 80 per cent of the 
immigrants do not buy tickets at points 
of origin but travel on prepaid orders 
purchased by friends or relatives in 
America and not exchanged for tickets 
until they reach ports of embarkation 
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hundreds of miles from their homes. 

Other proposals that appealed to 
some members of the committee on 
first presentation were that quotas be 
in proportion to naturalization, or that 
peoples 50 per cent or more of whose 
nationals here have been naturalized, 
be given a quota “bonus.” But study 
showed that while the “old” immigra- 
tion, as a result of being here longer, 
has a higher percentage of naturalized 
citizens at present, some of the “new” 
immigration becomes naturalized much 
more rapidly. 

People from Turkey apparently shift 
their allegiance much more quickly 
than do those from England or Scan- 
dinavia. The naturalization basis might 
in the future produce results quite dif- 
ferent from those its advocates antici- 
pate, says the report. 

The other recommendations of the 
committee are that: 

Wives (or husbands) and unmarried 
minor children of resident citizens be 
admitted without being counted in the 
quota ; 

Immigration certificates or consular 
quota certificates be issued at the 
monthly rate of one-tenth of the an- 
nual quota to prospective immigrants 
who make formal application and who 
present properly filled out question- 
naires and dossiers or identification pa- 
pers showing that they are admissible. 


Marvin Criticizes McNary-Haugen Bill 


The United States Tariff Commis- 
sion is not at all pleased with the Mc- 
Nary-Haugen Agricultural Export Bill. 
Chairman Marvin in giving testimony 
before the ‘House Ways and Means 
Committee declared this measure 
“would open up so wide a field of gov- 
ernment supervision and control that 
it would be exceedingly difficult to ad- 
minister.” 

Mr. Marvin admitted that he had 
been informed that the House Commit- 
tee on Agriculture proposed to amend 
the measure so as to limit its scove 
somewhat and to eliminate some objec- 
tionable features. The Tariff Commis- 
sion recognizes the fact that an emer- 
gency exists in agriculture but up to 
the present time has had no opportun- 
ity to fully analyze the very complex 
features of the McNary-Haugen bill. 

The friends of this measure are 
about convinced it will be necessary to 
simplify its provisions very materially 
if it is to be enacted in the present 
Congress. It is one of the most com- 
plicated pieces of legislation ever 
brought forward in the interest of the 
farmers and a good many Senators and 
Representatives hesitate to support it 
because they do not feel that they thor- 
oughly understand its provisions. 


Charged With Maintaining Prices 


The Standard Oil Company of Ken- 
tucky is the latest target for the Fed- 
eral Trade Commission in its crusade 
against the maintenance by manufac- 
turers of the resale prices of their 
goods. The charges in this complaint 
are restricted to that part of the com- 
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pany’s business which has to do with 
selling stoves and heaters manufac- 
tured by the Cleveland Metal Products 
Company of Cleveland, Ohio. 

The oil company, according to the 
citation, has “enlisted and secured the 
support and cooperation of retail deal- 
ers in enforcing its resale price plan 
of marketing the Cleveland company’s 
stoves.” 

In a separate complaint the Cleve- 
land Metal Products Company, which 
manufactures various metal products, 
including stoves and heaters designed 
and adapted for the use of kerosene, is 
named as respondent. This concern, it 
is alleged, cooperated with its dealer 
customers “in maintaining fixed and 
standard prices at which its products 
shall be sold.” 

In the two complaints the same 
methods are alleged to have been used 
in attempting to force dealers to abide 
by price systems inaugurated by the 
respondents. 


Conspiracy With Jobbers 


In another complaint the Commission 
charges certain New York manufactur- 
ers of paste used by paper hangers and 
book-binders with “cooperating with 
wholesalers and sub-jobbers in the en- 
forcement of standard fixed prices at 
which its products shall be sold.” The 
complaint alleges that the respondents 
employ the following methods of en- 
forcing their price maintenance sys- 
tem: 

(1) Soliciting and securing from 
wholesale dealers and “sub-jobbers” re- 
ports of the names of other dealers who 
fail to observe and maintain respond- 
ent’s resale price, and upon obtaining 
such reports urges the offenders to 
cease selling below such prices and 
seeks to coerce the offenders into main- 
taining resale prices by methods of in- 
timidation and coercion; 

(2) Promotes meetings of its cus- 
tomers in various localities, at which 
meetings customers agree with re- 
spondent and with each other to cease 
price cutting; to charge respondent’s 
resale prices, or mutually agreed prices 
higher than respondent’s resale prices; 
to cease selling certain named dealers 
and so-called “sub-jobbers” customers 
who have cut prices, and to discrimi- 
nate in resale prices against certain 
named dealer and so-called “sub-job- 
bers” customers who have cut the re- 
sale prices. 

The trade commission has accumu- 
lated a big crop of cases involving al- 
leged violation of the law with regard 
to price fixing as construed by the 
courts but it is likely that many of 
the orders now being issued will be 
modified in important particulars when 
subjected to court review. Most of 
these cases cannot be brought to trial 
in time to docket them for hearing by 
the United States Supreme Court be- 
fore the new term begins next October; 
hence the business community will have 
no authoritative information as to the 
final disposition of these controversies 
for many months to come. 
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Prepare Now for Corbin Screen Door Check Sales 


NLY a short time to those first warm days that bring the irritat- 

ing buzz of Mr. Fly. They can bring you, also, the soothing 

hum of screen door check sales. But you can’t sell screen door checks 
unless you have them. We can’t help you sell them unless they are 


in your store—and displayed. 


Telling your customers. A special Cor- 
bin Screen Door Check advertisement will 
appear in the April 26th issues of the Satur- 
day Evening Post and Literary Digest. Also 
in the April editions of House Beautiful, 
House and Garden, and Country Life. That 
is good advertising. Good selling too, for 
most of your customers will see one or more 
of these advertisements. Each will start them 
thinking of their “banging” screen doors, 
their need of a Corbin Screen Door Check. 
You can start them buying with 


Your Corbin Screen Door Check 
window display. Special window stream- 
ers in colors, are being sent you. Place them 
on your windows. Remember—every man 
or woman who owns a screen door needs a 
Corbin Screen Door Check. Showing it 
means selling it. A good display in your 
windows and on your counters will prove 
this. 


first fly arrives, arrange your display and 
streamers. An announcement in your news- 
paper is the right way to launch Screen 
Door Check week in your city, and make 
your store sales headquarters. Another, is 
to mail Corbin Screen Door Check folders 
to every home owner and good renter. 


An idea that will pay. Hang a screen 
door at your store entrance, with a Corbin 
Screen Door Check. Place a sign on the 
screen announcing—“This doer is closed 
quickly and noiselessly by a Corbin Screen 
Door Check. Get yours now—inside.” 


* - 


HE need for screen door checks is limited 

to a few months. The easiest time to sell 
them is limited to a few weeks. When the 
first flies arrive people are ready to buy. Don’t 
fail to be ready with a good stock, a good dis- 
play and a good sales 





Corbin Screen 
Door Check 


Week. When the 
NEW YORK 





P.& F.CORBI 


The American Hardware Corporation, Successor 


CHICAGO 


talk about this fine 
exampleof good hard- 
ware —the Corbin 


Screen Door Check. 


SINCE NEW BRITAIN 
1849, CONNECTICUT 


PHILADELPHIA 





















































































































































sikh 
sen 
i; 





















































































































































Good Buildings Deserve Good Hardware 
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Your national service 
section for all hardware 

“wants” should be one 
of these sections: 





BUSINESS OPPORTUNITIES 


A broadcasting of offers in 
hardware stores, properties, 
second hand equipment and 
general opportunities. 


BUSINESS SERVICES 
Advertising Services 
Financial Services 
Professional Services 

HELP WANTED 
Wholesale 


Retail 
Manufacturing 


POSITIONS WANTED 
Wholesale 
Retail 
Manufacturing 

ae — ATIVES 


"a - experience and ability 
in selling the hardware field 
know and follow this section. 


SALES ACCOUNTS WANTED 


A section used by salesmen 
and sales representatives for ob- 
taining lines to sell. 





These are sections in the 


CLASSIFIED 
OPPORTUNITIES 


The Classified Advertisements 
of Hardware Age which serve 
the “wants” of the industry. 





Use These Sections as 
They Best Serve Your 
Regular Hardware 
“Wants.” 





See the back pages of this 
issue for these Classified Op- 
portunities which broadcast at 
low cost and rapid returns of 
the best calibre. They reach 
effectively into all departments 
of the field since Hardware 
Age is the national weekly 
closely read by hardware men. 


USE DEPENDABLE 
WANT ADVERTISEMENTS 


in 


/ HARDWARE AGE 
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NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the South- 
ern Hardware Jobbers Association Conven- 
tion, New Orleans, La., April 8, 9, 10, 11, 
1924. Headquarters, Roosevelt Hotel. F.D. 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York, N. Y. 


ARKANSAS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Little Rock, May 20, 21, 22, 
1924. L. P. Biggs, secretary, 815-816 
Southern Trust Building, Little Rock. 

LOUISIANA RETAIL HARDWARE AND IMPLE- 

MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Roosevelt Hotel, New Orleans, June 
3, 4, 5, 1924. R. D. Nibert, secretary- 
treasurer, Bunkie. 
“HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 

MISSISSIPPI RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


New YorK STATE RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 
Amarillo, Tex., May 12, 13, 14, 1924. C. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial 
Museum, Feb. 16, 17, 18, 19, 20, 1925. 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia, Pa. 

SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga, 





Keyser Fry Moves to New 
Location 


Keyser Fry, automobile, motorcycle 
and bicycle accessories, Reading, Pa., 
has recently removed his business from 
620-22 Eighth Street to a new location 
on Water Street. The buildings, now 
occupied by Mr. Fry, have been re- 
paired and repainted. 





Archer-Stuart to Open 
New Store 


The Archer-Stuart Hardware Co., 
Inc., Congress Avenue and Travis 
Street, Houston, Tex., will shortly open 
a new store in the Henke Block, now 
under construction at Milan and Con- 
gress Streets. 
a medium grade line of hardware, 
aluminum ware, enamel ware, tinware, 
glassware and crockery, and is de- 
sirous of receiving catalogs from manu- 
facturers of the above lines. 





W. J. Lynn Manager 
for H. H. Crawford 
W. J. Lynn has been appointed man- 


ager of the H. H. Crawford hardware 
store, Mitchell, Ind. 


Reynolds Closing Out Stock 


The Reynolds Hardware Co., Rey- 
nolds, Ind., is closing out its entire 
hardware stock. 





Wolff & Griffis Incorporates 


Announcement has been made of the 
incorporation of Wolff & Griffis Corp., 
retail hardware dealers, 1185 Wilmette 
Avenue, Wilmette, 


The capital 


The company will carry: 


stock is $25,000 and the incorporators 
are A. C. Wolff, E. E. Griffis and E. W. 
Moore. 


eee ee ee 


Fruitland Hardware Co. Extends 
Lines 

The Fruitland Hardware & Imple- 

ment Co., Fruitland, Idaho, has recently 

taken on a complete line of shelf and 


heavy hardware. The company is lo- 
cated in the P. E. Johnson Building. 





Gregg Hardware Co. Burns 


The Gregg Hardware Co., Little 
Rock, Ark., was completely destroyed 
by fire on Feb. 25. The fire originated 
in a shoe store next door. The Gregg 
store was one of the oldest in the city, 
having been operated at this location 
a many years by the Foster Hardware 

0. 





Ellettsville Hdw. & Lumber Co. 
Takes Larger Quarters 


The Ellettsville Hardware & Lumber 
Co., Ellettsville, Ind., has moved into 
larger quarters more "adequate to han- 


‘dle their increasing business. 


H. K. Brown Purchases 
J. W. Anderson Store 


The H. K. Brown Hardware Co., 
Martinsville, Ind., has purchased the 
hardware store of J. W. Anderson. 


Cade Buys Out Rowe 


D. S. Cade has purchased the Rowe 
Hardware Co., Veedersburg, Ind. 
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the Hardware Dealer— 


CARBORUNDUM 


COATED ——— 





every job that requires these products 


- ALOXITE CLOTH FOR ALL METAL FINISHING 


There are a hundred and one jobs in shops, garages 
and factories where Aloxite cloth can be used. It cuts 
faster—leaves a better finish—lasts longer. Stock it in 
economy rolls and sheets. 


| FLINT PAPER 


A superior product uniformly coated with clean sharp 
flint. Sell it to the carpenter, painter and the house- 


holder. 


- CARBORUNDUM WATERPROOF PAPER 


The waterproof paper that has perfected wet sanding 
of automobile bodies and for all jobs of fine finishing. 


Write today regarding prices, discounts, sug- 
gested stock lists and samples of these profit pro- 
ducing Carborundum products. Use the coupon 


The Carborundum Company 








- State 


Another Profitable Carborundum Line for 


The Carborundum Company manufactures abrasive paper and cloth for 


Niagara Falls, N. Y. 


Pleas 


se send me samples 
. and complete information 
© ® @ .  gegarding 


| J ALOXITE CLOTH 
[_] FLINT PAPER 
] WATERPROOF PAPER 


Niagara Falls, N. We U~ S, A, v4 (Check items desired) 
“ Nam 
New York Philadelphia Detroit 
Chicago Cleveland Pittsburgh Address 
Boston Cincinnati Milwaukee -" City 
Grand Rapids ! 


Seer & & *, 


The 
Carborundum 
Company 
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A RE RO RO OF IR rr nar 


Simply Tack On 
Turn the Corners 
Anybody can apply it. 











Every housewife wants to cut down her ice bills. That's 
just what Wirfs’ ‘‘AIRTITE”’ Refrigerator DOOR 
SEAL does. It stops cold air leaks, thereby saving ice. 
It is a rubberized flexible strip, that, when applied to the 
overlap on a refrigerator door, forms an airtite cushion. 
Put the display reel on your counter. You'll be sur- 
prised at the number of extra dollars it will bring in, 
because the “‘AIRTITE’’ Refrigerator DOOR SEAL 
sells on sight. We are advertising the SEAL to the 


consumer in the leading national magazines. 


The SEAL has proved itself; for several years some of 
the largest manufacturers of household refrigerators have 
used Wirfs’ ‘““AIRTITE’’ DOOR SEAL as standard 
equipment. 

It retails for 7\5c a foot and you can make as high 

as 112% profit. 

Price to dealers in U. 8. A. and Canada. 

price to ail.) 


Fe. 334e¢ per foot 
1,000 ft. reels. ...3le per foot 
Prices F. O. B. St. Louis 


If check aceompanies order we'll stand transpor- 


(One 





tation charges in U.S. A. 
The handsome display stand will be sent you free of 
66 . WIRFS’ 
DOOR SEAL 
Sole Manufacturer and Patentee 


charge with your initial order. 
REFRIGERATOR 
E. J. WIRFS, 128 S. 17th Street, St. Louis, Mo. 
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InCanada: DOMINION CHAIN COMPANY, Limited; Niagara Falls Ont 
District Sales Offices: BOSTON CHICAGO ‘NEW YORK: PHILADELPHIA-PITTSBURGH: SAN FRANCISCO 


AMERICAN CHAIN COMPANY, Inc. 


them by name. 
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“GUARANTEED” cast into 
every swivel used in El-Wel-Tra 
Trace Chains is your customer’s 
assurance that every chain will 
exceed his expectations or be 
promptly replaced. 





The American Chain Company 
has backed this guarantee for 
many years because each chain 
is carefully inspected and proof- 
tested before it leaves the fac- 
tory. 


Look for the name 
and guarantee 
on the swivel 


El-Wel-Tra Traces are leaders in 
their field and users also ask for 
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Packed six pairs in a canvas bag 
for convenience when handling. 
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A Better Fire Shovel 
For Less Money 


Unbreakable 


Strongest at the point 
where most shovels 
are weakest. The 
metal is heavily em- 
bossed and is double 
where the handle 
joins the scoop. The 
method of locking 
the handle to the 
scoop reinforces it, 
making the strongest 
sheet iron Fire 
Shovel made. Black 
enameled, baked on. 
Made of 20 gauge 
steel. Made in 4 
sizes. 


















JOBBER 
POLICY 


Our policy is to sell through 
jobbers only. We acquaint the 
consumer with our line through 
advertising and our prices do the 
rest in making this line the most 
desirable and _ profitable to 
handle. 


Free Sample Waiting 


STALLINGS, Inc. 


Lafayette Building 
DETROIT, MICHIGAN 














Your Customer Deserves 
Thorough Satisfaction 


You sell him a good iron, a first-class torch, 
a fifty-fifty solder. But the Service in that 
sale is not complete. He comes to you for 
more than soldering equipment. He comes 
to you to be satisfied. He cannot solder 
without a flux. Sell him NOKORODE, 
and you sell him thorough satisfaction, and 


‘he is sold to you. 





U. 8S. and For. Reg. 


Twenty-two years of Satisfactory Service 
back of 


NOKORODE 


A flux in Paste and Salts forms. Contains 
no acid. Never corrodes. 


Will not deteriorate with age. 
Big dealer profit. 


You cannot solder without a Flux. 


The M. W. DUNTON CO. 


PROVIDENCE, R. I. 
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The Value of 
a Standard 











VOLUME 
PROVIDES 
DEPENDABLE 
SERVICE 


‘THINK of producing and stocking 

handles for hundreds of jobbers. 
Think of carrying 2000 patterns in 
stock. Think of the investment re- 
quired, the accuracy of grading; the 
ability to instantly be able to deliver 
what each jobber wants. 


The jobbers, in turn, serve thousands 
of dealers. And dealers and jobbers 
know through 50 years of experience 
that Turner, Day & Woolworth stands 
for “a standard of grading” un- 
equalled, and a service in stocking and 
delivery that cannot be approached. 


During the twenty-seven years of 
this company’s existence our work 
has been creative rather than imi- 
tative. As practical hardware men 
we have sensed the needs of the 
hardware merchant and devel- 
oped fixtures that have been ac- 
cepted as STANDARD. 


But while featuring the sectional 
unit idea as originally applied by 
us to hardware fixtures, we have 
not let this overshadow other es- 
sential factors. Back of this idea 
has ever been the thought of supe- 
riority in design, practicability 
and workmanship. 


Examine any Warren Standard 
Sectional Display Fixture care- 
fully. Note how it is finished 
both inside and out—observe the 
careful attention to every detail of 
construction. Unsight, unseen has 
never entered into our ideas of 
honest construction. 


The value of Warren Products is 
evidenced in the tens of thousands 
of Warren Fixtures in use and the 
fact that one seldom, if ever, can 
find second-hand’ Warren Fix- 
tures on the market. 








Copyrighted Brands 
DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH ‘‘There Is No Substitute for 
DAISY HERCULES Warren Fixtures’’ 
SUNFLOWER SUCCESS 
PEERLESS EAGLE | 
BEAUTY ROYAL OAK peg Pigg he . %, 
tures. If you plan store 
—— gn lage — 
é ginceers omer practica 
Turner, Day & Woolworth suggestions 
Handle Co. 
J.D. WARREN MFG. COMPANY 
Incorporated 159 N. State Street Chi lino: 
Louisville Kentucky ‘ ” icago, Inois 
“Since 1855” | 





Hardware Store Fixtures 














































No. 3100 


ances. 


point. 
bearings. 


price appeals to everyone. 


Danville 





The only hinge of this 
type made with revers- 
ible finishing floor plates 


Dealers are invited to ask their jobbers regard- 
ing this item. The high quality at such a low 


ALLITH-PROUTY COMPANY 


Representative Joebbers Distribute A-P 
Herdwere throughout the United States 


Allith-Prouty 








Allith-Prouty No. 3100 
for doors 14%” to 2” thick 
(“The ball and roller bearing hinge’’) 


No. 3100 assures extreme durability at a price 
: that has caused a sensation among the trade. 


* No. 3100 is low priced but the quality is so 
1 high that it is quickly being recognized as the 
\ ideal floor hinge for installations requiring 
economy without sacrificing service and appear- 


The ball race serving as a bushing or bearing 
for the frame where the frame revolves on the 
post, prevents wear at this extremely vital 


The plunger operating thru extra long guides // 
has a rolling-sliding action against the roller y, 





~ oie 7 “i : 
7, \ . 






Illinois 































“THE SIGN 
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Make an Investment 
in Opportunity 


THE 4th JULY, 1924 
will be a RED-LETTER day for 


thousands of wide-awake Dealers 


who stock and sell BIG-BANG 


Timely Advertising will appear in the 
following publications: 
SATURDAY EVENING POST 

ST. NICHOLAS MAGAZINE 


AMERICAN BOY This 
BOY’S LIFE IS 


BOY’S MAGAZINE News 


WILL YOU BE IN A POSITION TO 
SUPPLY THE DEMAND CREATED? 


Write Today for Prices of New Models 


TOY CANNON WORKS, Bethlehem, Pa. 


Join in the Movement for a Safe and Sane 4th 
CANADIAN AND FOREIGN ENQUIRIES WELCOMED 

















Molding the Buying Habits 
of the 


Coming Generation 


There are a lot of children in your town, 
and the best way to get their trade is by 
selling toys. 


A good sturdy toy in the hands of an 
active child is an advertisement that will 
bring in flocks of youngsters. 


And their trade is worth cultivating. It 


won't be long before these children will 


grow up into real customers. 


Sell them toys today and get them into 
the habit of buying in your store. 


Read the second issue every month of 
Hardware Age for toy merchandising 
ideas. You can begin building future 
business right now. 
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“I always find a ‘welcome on the mat.’ 
I’m friends with all the family wherever 
I make my home.” 


WwW | TT CORRUGATED 
CANS ~- PAILS 
have an unusual appeal. The public demands the 


economical durability and sanitary qualities found 
only in a WITT. 


You will find the popular demand for WITT 
Corrugated Cans and Pails to your advantage— 
more profits and better customer satisfaction. You 
cannot recommend a WITT too highly. 


Let your jobber know that you have a “welcome 
on the mat” for WITT Corrugated Cans and 
Pails. If your jobber cannot supply you write us. 


Our Brighton 
medium - weight 
line is excep- 


tional value for 
the money. Ask 
your jobber. 
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€WITT CORNICECO. 
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uy CINCINNATI, OHIO. 


THE YELLOW LABEL MEANS QUALITY” 





«/ 


ee ee ee 
LS 


| mm SSL SZ_SZSZSZSZ7_SZ_SZ SZ * Ce i Ee ee 





HARDWARE AGE 121 





\ 
\ 


S 
N 






easy 
sellers— 
they embody security, 
quality and _ practical 





design. 
The oss Cae 
* ° i : 
Genuine Fraim (ai), 
We have been making AF nae 









Fraim padlocks and Night 
latches for forty-four years. 
The FRAIM trademark ap- — 
pears only on the product 
of our factory. 


NRF i, ORE ORO a, ERE EI RR ok Re Rn, RE 






Fast Turnover— 
Quick Profits 


Such locks as are shown 
in this advertisement sell 
themselves—they have 
quality, stability, and bear 
an attractive price. 


— ——— 


Displayed on a New 
Fraim Steel Display Panel, 
they save disturbing your 
stock, attract the attention 
of your trade and increase 
your sales. 

No. 445 


Write us, or ask your jobber about them. 


THE E. T. FRAIM LOCK CO. 


LANCASTER, PENNA., U.S. A. 
Sales Agents in 


C8 OL A, EP tn RE i 58, BP i, BENE I ae ROBE nS BT i a 


New York Boston San Francisco Philadelphia 
Chicago Seattle Winnipeg Ogden, Utah 
Detroit Los Angeles Vancouver Nashville 
Baltimore ew Orleans Atlanta 
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The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 
Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby—/ts home. 


He isn’t so hard to please—just a little economizing, doing 
his own repairs during the week-end and depending on 
his home-town dealer for supplies—and advice. 


If you pass his home sometime this Spring look over his 
rescreening job. “Perfect” was a good selection. You 
will be glad you recommended it. 


Your Jobber stocks “Perfect.” 





LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 











UUM ATL 


MALT ALGONA ART 
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The entering wedge for holding nail customers who 
want the best in Flooring Nails is found in the old, 
reliable TREMONT brand. 


These Hardened Steel Cut Flooring Nails have 
held customers for 25 years because they have held 
securely in hardwood floors without splitting, bending 
or twisting. 


Keep stocked. 






Prices on request. 


Tremont Nail Company 


The Entering Wedge 




















205 Lincoln Street, Boston 
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SURVEVING 
INSTRUMENTS 


It’s the articles in the tray that count 


ND here’s a tray that contains articles which 
are easy to sell and mean quick turnovers 
at a good profit to hardware dealers. 


Measuring Tapes with simplified-reading, black 
finish and top graduations; plumb bobs with screw 
caps, steel points and perfect balance; folding rules 
with joints that will not slip nor pull from the 
rule — articles that fully satisfy your trade. 


The tray is well-constructed, of golden oak finish, 
and compact in size—it attracts and holds interest. 


~“DIETZGEN 


SE E (z L TARE S = — = 


EER 


“a 





= = DRAWING 
MATERIA 1S 


In other words: THE TRAY THAT PAYS. 


List Price, £18.50 


Net Price and circular on request. 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Dranches Philadelphia Washington 





Chicago New York > 
New Orleans Pittsburgh & ) Factory : 
Sen Francioce a Chicago, Illinois 


























Here is a winner! 


A soldering outfit designed espe- 
cially for the amateur radio builder. 


They sell on sight, allowing a fine | 
profit and a quick turnover to the 
dealer. 


Complete instructions in each box 
for doing a first class soldering job. 


Write for our proposition today. 


‘i 

















Manufactured by 
BURNLEY BATTERY and MFG. Co. 


NORTH EAST, PA. 
(Send for dealer proposition) 








l 
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“There is likewise a reward for faithful 
stlence.”—Horace. 


uithfill silence 


 gretadgags HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. | 








Griffin Manufacturing Company : 
ae Erie, Pa., U. S. A. 
45 Warren St. N. Y. 74. W. Lake St., Chieago, Ill. 


Warehouse 





-”BRIDGEPORT,CONN. 


IRON—STEEL—BRASS —BRONZE 
AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
G E. i . Detroit 
Dan M. Bell, Ouse” New Orleans 
Milten Pray Ce., San Francisco, Los Angeles, Seattle 
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“GLIDE”=17 GLiDEs 


EIGHT and size of doors hold ~ 

no terrors for the original 
watershed hanger and track. 
“Glide” has proven to be best by 


test. 





Every “Glide” user is a booster, 
for a satisfied customer is a friend! 


Write Dept. B for “evidence,” and if you wish, 
a catalog of our hardware line. 





‘lis i x2 " 


RANT 


MANUFACTURING CO. 


Sterling, Illinois 










Distinguish the Hardware by the Label 














Don’t Wait Too Long! 


If you stock any of the Pennsylvania Quality 
Lawn Mowers, and haven't received the Splendid, 
New Sales Helps Outfit, better send your request 
immediately. 


a a 





We still have time to imprint your name and ad- 
THE NEW 1924 OUTFIT dress on the cards and folders, if you act promptly. 


CONTAINS Let us know the style of mower and name of 
i i a your wholesale agent. Write your name and ad- 
dress plainly. No cost for outfit—transportation 

Poster in Colors prepaid. 
Adjustable Pennant Window Trim, 
with window dressing instructions 


Counter Folders, ‘‘How to Care for 
Your Lawn” 


Advertising Book of Illustrations 
and Copy for Your Store 
Advertising 






PENNSYLVANIA 
LAWN MOWER WORKS 


1615 North 23rd Street Y | 


PHILADELPHIA, PA. ‘J | LAW MOWER 
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OTHING makes a dealer feel so 
N sure he is handling the right 
brand of tires as to have satisfied 
customers come back for more. 


Repeat sales on Revere Tires have 
built up a great confidence among 











Hardware Dealers everywhere. 


It is easy to see the extra satisfac- 
tion brought by the new sales ar- 
rangement for 1924 on Revere 
Cords and the 30 x 3% “R” Tread 
Clincher Cords. 


REVERE RUBBER COMPANY 
1790 Broadway New York City 





















































Get the Children to ADVERTISE Your Store 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 


Obviously different dealers have different ideas about 
how Toys should be sold. 


Harpware AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 











Read Harpware AGE each week and keep posted on 


And when one dealer in a small town can what others are doing. | 
originate a “scheme” that sells $500 worth of Toys A ; 
in a single week it simply shows what can be done nd while Toy trade may come to him who waits, 
when one really tries. the dealer who goes after it will get it first without 


waiting. 


Hardware Age, 239 West 39th Street, New York City 
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BABCOCK— 

for eee for 
PAINTERS HOUSEWIVES 
DEC2RATERS FARMERS 
MACHINISTS WINDeW- 
MILLWRIGHTS | ie CLEANERS 
STEAM ef CARPENTERS 

FITTERS REOFERS 






























































3 FOR CATALOG \@% 
AND LATEST PRICE LISTS ’ 


W. W. Babcock Co., 


WE PAY THE 
FREIGHT 











Bath, N. Y. 




















The Measure of Quality 


You can measure the quantity of rope a customer wants 


with a yardstick, but the usual way of measuring the quality 
is through use. 


There’s a much quicker way, however, of determining 
Rope -Quality. It is by the NAME. 


The name RAKCO has been the measure of Quality for 
many rope buy *s for many years. 





That is because RAKCO Rope has always proved Good 


Manila and Sisal Rope when measured by service. 


ROPE We intend to keep up the Quality in order that dealers may 
keep up their sales. 


Now is a good time to look up your stock of RAKCO 
Rope and RAKCO Cordage. 


The R. A. Kelly Company 


X ‘ ‘Oh STOCKS Branch Office 
came, o Schermerhorn Bros. Ce.. The Morey Mercantile Co. New Orleans, La. 
Ohio’s Model Town Omaha, Neb. Colo. 


Denver, 
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“You always come 
“<7 back to W. ROSE” 


said a delegate at the 1922 Bricklayers’, Masons’ and 
Wiebusch Plasterers’ Convention. 





and 


Hilger Ltd. 
heen Wm. Rose & Bros. 


106 to 110 Lafayette St. Sharon Hill, Pa. 
New York No. 113. 5%” Wide. 





- 
- 

















FORSTNER 
Labor Saving 


AUGER BIT 













GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


fee ne Armstrong Mig. Co. | || The PROGRESSIVE MFG. CO. 


Bridgeport, Conn. 248 Canal Se. TORRINGTON, CONN. 


Bores Any Arc 


of a Circle 








Many 
New Uses 


The Forstner Auger Bit, un- 

like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, rib- 
bon molding and mortising. 





Send for Catalogue. 























BIG PROFIT In These Levels 


Let your building men of your town know you carry Mayes Mason Levels. Inventors of wood 
and aluminum mason levels. Superior to all. 





Beware of Imitation 
Guaranteed Perfect, Also Against 
Breakage. 

Send for Catalog. 








Agents: Main Office and Factory: 
MACCOY SALES CO. Mayes Brothers Tool Mfg. Co. 
157 Chambers Street, Port Austin, Mich. Mayes Bros. Tool Mfg. Co. 


New Y . ns ° e 
ew York City Port Austin, Mich. Aluminum Hawks 
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| Create an Impression! 


“Ringco” Bath Room Fixtures offer an 
unlimited opportunity to the Hardware 
Dealer. At this time we are manufactur- 
ing nearly 300 various items, including complete outfits, 
for the bath room. By putting before your trade an at- 
tractive display of this line, there is an excellent chance 
to impress your customers and create through them, a 
constant demand for quality products. 








Our experience covers a period of Thirty years. We 
have specialized in Bath Room Fixtures of Nickel Plated 
on Solid Brass and have maintained a rigid inspection of 
every detail. 


Our trade mark is stamped on every article and assures you of the best material and 


No. 3768—BATH SOAP 














workmanship. 
__ gy 
7 ' 
AMERICAN RING COMPANY | _ lle ‘\ 
Waterbury, Conn., U. S. A. ieee 
BRANCH OFFICES: \ 
New York, 2 Hudson St. Boston, 170 Summer St. 
San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 





No. 2770 PAPER HOLDDPR 



























™ Among those who love fine things, 


Heisey @) Glassware 


has long been established as the standard of 
i a quality. 

HS ht att Asa Heisey dealer, these discriminating people will 
| come to. you for the glassware that bears the dis- 
tinguishing & mark. There is an endless variety o1 
original Heisey patterns and shapes from which 

E—ji/Pevasts: they can select. 
ee a . _ _ The Heisey line will be a source of most gratifying 

yy) pbs | profit to you. 








ICE TEA @ 





Write for particulars 


A. H. Heisey & Company 


Newark, Ohio 


TTR 
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A’ “Alirtesnred 1} 407-HOTEL 
| CREAM 


<== is | ces \ 
SEE Sh ‘|| IK 
GOBLET 



















FOR YOUR TABLE 
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GUARANTEED STERLI NG BEST BY TEST 









We 
Make 
Hack 
asd Guarantee — Material — Tungsten steel. Highest Grade. 
aqdes ° ° + 
ated Workmanship — Inspection at each operation. Performance 
Machines — Money back if not satisfied. 
Ask your DEALER for “STERLING” or write us. 
DIAMOND SAW & STAMPING WORKS BUFFALO, N. Y. 

































A Better Measure J M Carpenter 


of business will be yours if you 
stock and display 


x a £ || Laps and Dies 
MEASURING TAPES When you want a line of Taps 


and Dies, insist upon this 


Bl lel 
=) 


Their accuracy, durability and non- 
tarnishing “Ready - Reading” 
graduations make them popular 
with the building trades. 


REGISTERED 
<RADE-MAR, 


VW 


Write for information regarding our 
tandsome, golden oak 








DISPLAY TRAY 


which is furnished free of charge with 





ce lee ck ak on te It means ‘‘Carpenter Quality’’"— = 

en ae Uniform — Precise — Durable. = 

—— Favorites for over Half a Cen- “. 

Trade Price-List? tury, they remain the Favorites = 

today. = 

th 

aA 

KEUFFEL & ESSER CO. SEND FOR CATALOG 
NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. J. : 
math wun Geen « Raeern we J. M. Carpenter Tap and Die Company 
Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes Oldest Tap and Die makers in America 

PAWTUCKET RHODE ISLAND 




















OLIVER RON ANRSTEEL 


bagpipes CORPOR Al JON Ose 


BOLTS, NUTS, WASHERS, WAGON FORGINGS,TELEPHONE SCREW RAILROAD SPIKES, 
RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEELBARS, — 
HOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES, CONCRETEREINFORCEMENT BARS 


EASTERN OFFICE PACIFIC COAST OFFICE 


90 CHURCH ST., NEW ‘YORK CITY. MONADNOCK BLDG.,SAN FRANCISCO,CAL. 
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| Awad type of tool used in the 
ice business is built by the 
Gifford-Wood Co. <A large and 
varied stock, from which your re- 
quirements can be met with dis- 
patch, is constantly on hand. All 
G-W Ice Tools are ruggedly con- 


G-W Ice Tools for Every Purpose 


structed and absolutely depend- 
able in service. Over 100 years 
of experience are built into every 
one, 

Catalog No. 80, describing the 
complete line, will gladly be sent 
you on request. 





Main Office: 7 Hill St. HUDSON, NEW YORK. 
Chicago 


New York Boston Pittsburgh 





G-W Boston Tongs 








G-W Patent Link Tongs 











Glectn lidliieas 
forHand Powerélevators 





Fits Any Swinging Window— 
Sells Easily — Yields a Good 
Profit—The 


MONARCH 


Qulomalic CASEMENT STAY 








This practical, sturdy device prevents slamming, 
rattling, banging casement windows and wind-whip- 
ped drapes. Sells easily because it is positive, noise- 
less, safe and sure in action. 


Can be attached, concealed or exposed, to any case- 
ment, pivoted or transom window. Interchangeable 
—right or left, top or bottom. 


Free Descriptive Manual—A.I.A. classification file 
No. 27c2—gives real information that helps you sell 
—Application of Casement Hardware, Method of 
Manufacture and Installation and Complete List of 
Finishes. When writing ask for Mounted Models— 
supplied at hardware cost. 


Monarch Metal Products Co. 


4960 Penrose St. St. Louis, Md. 











This powerful little machine is easily installed on 
your hand power elevators. The motor and ma- 
chine are built togetherand contain the same good 
workmanship as the larger Kimball machines. 


HARDWARE DEALERS: You can make a good 
profit installing these machines in your district 


Write for descriptive matter. 


K | MBALL BROS, CO 


COUNCIL BLUFFS IOWA 





0000-00 9th St. 














Ezyrun Pulleys Cannot Freeze— They Are Protected! 


Fully housed and protected from storm, snow and sleet, ‘“Ezyrun” 
Pulleys are a decided improvement. They cannot freeze or rust. 
Being operated on Ball Bearings they are noiseless and so perfectly 
adjusted a child can pull any load. All squeaking and tugging is 
eliminated. 


The line cannot slip or tangle, and a broken rope can be easily 
replaced by tying a new one to the old line—No reaching or climbing. 


“Ezyrun” sells at a reasonable price with a liberal profit 
to Dealers. Ask your Jobber to supply you. If he 


Will Not Cut Line 





EXTERIOB DESIGN 


‘*Ezyrun’’ makes a 
Pulley for 
Gymnasium Work. 


85 Fifth Ave. 


cannot, write us for prices and detatls. 


The Brooklyn Pulley Company, Inc. 


This cut shows the interior 
construction. 


Brooklyn, New York 
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What’s the Cost? 


If you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment guickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won’t be obligating yourself by asking for the facts. 
Write us today for book No 26-A. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
MONTPELIER, OHIO NEW YORK CITY 








To the dealer who 
wants to lead the 
water system field 


We will show any dealer who wants to dominate 
the water system field in his locality just how he can 


do so with the Milwaukee Air Power Water System. 


This is the system that gives complete water 
service — one outfit pumps direct from well, 
spring, cistern, lake or all of them. Supplies 
fresh, healthful water at the turn of the faucet. 
The Milwaukee Air Power is years ahead in 
perfection and development. Double cylinder 
pump supplies powerful water pressure. Can 
supply a large number of fixtures at the same 
time. No expansion chamber that can become 
water logged. Very simple throughout. 

Backed by a big national advertising in Country 
Gentleman, House and Garden, the leading farm 
and dairy papers and live factory-dealer co- 
operation it is sweeping ahead, making bigger 
and bigger profits for dealers handling it. 

Let us give you complete information about the trend of 


water system buying aswellas the facts about this better 
water system. Write for our dealer proposition today. 


MILWAUKEE AIR POWER PUMP CO. 
48 Keefe Avenue Milwaukee, Wis. 
Largest exclusive manufacturers of Air Power Pump equipment 


TRADE 


WEIN 


WATER SYSTEM 


DIRECT FROM THE WFELI , 








Your Customers 


Will Call for These 








Screen Door Catch 


VERY year for the past three 
years our sales have jumped 10 
or 12 per cent higher than the year 
previous. Last year was an exceptional 
year for home building all over the 
country. Your market today is bigger 
than ever! The Superior Screen Door 
Catch sells easily. The capital invest- 
ment is small; the turnover big, and 
the profits are liberal. 
Be prepared to satisfy the carly spring trade. 
Order your supply of Superior Screen Door 


Catches today—your jobber should handle them. 
If not, write 


SUPERIOR DOOR CATCH Co. 


Superior, Wisconsin 7 
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Made of Stanley cold rolled steel. 


of strap do not cut the hands. 


Manufacturers of Wrought Hardware and Oarpenter’se Toole 


STANLEY —_—- 
BOX STRAPPING 


No. 3002 Self-Tightening 


The ribs prevent ities ’ Y 7 
Round edges I . “ih Ly ' 
. . % 


the nails from slipping in driving. 


THE STANLEY WORKS 

New Britain, Conn. 

New York Chicago San Francisco 
Seattle 
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SCREWS 





SPECIAL SCREWS *° UDSET WOR 


IRON. BRASS 4 . \wv 
eo ay 


DForp. NS 















MACHINE 





Continenta 


WOOD 
SCREWS 


FIOM Products 


Reg. U. 8. Patent Office 





WOOD SCREW CO. 
New Bedford, Mass. 











TRADE MARK 


SPRING HINGES 


Respected by Builders 


The fact that the 
leading Architects, 
Carpenters and Build- 
ers know and have a 
high regard for Chi- 
cago Spring Hinges 
helps materially in the 
sale. 








The main thing is to 
keep supplied on the 
types and sizes most 
called for in your lo- 
cality and hold trade. 


How is your stock of 
Triplex Spring Hinges? 





Ne. 2001 


Type 
Triplex Spring Hinge 


Send for Catalog H-39. 


Chicago Spring Hinge Compans,. 


1500 Carroll Ave. 23 Warren St. 
Chicago New York 














“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


_ PICKING BASKETS 


Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 
baskets now being built. Made 
from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 





No weak spots in the construction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
Balers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 


30 Fonda Ave., Battle Creek, Mich. 




















The Wendell Compress and 












Washes Tub of Clothes in 
Three to Six Minutes 


Order from your Jobber or write us. 





STUBER & KUCK CO. Peoria, Ill. 


Brightening the Day by Lightening the Labor 


That is exactly the principle of The Genuine Wendell 
Vacuum Washer. It is an elimination of wash day 
drudgery and offers every Dealer an opportunity to 
lessen the housewife’s task and increase his sales with 
a practical labor-saver. 

Well made of heavy 135 lb. Tinplate with steel rod rein- 
forcement on bottom of body—where it is subject to 
greatest wear. Furnished with extra long, strong 


waxed handle. 
“A Quality Item.” 


Tinware and Specialty 
Manufacturers 
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“ANCHOR BRAND” 
CLOTHES WRINGERS) ~ au, 


Have been true friends to housewives for over a 
generation. 


The satisfaction they give makes more sales and wins 
more friends. 


Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 


Best on Earth. Every One Warranted. 


Lovell Manufacturing Co. 
ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 























JELLIFF 
Copper and Bronze 
Windowscreen Cloth 


Every season sees an increasing demand 
for long-lasting Jelliff Copper a Bronze 
Wire-screen Clo We have ample stocks 
in 14 and 16 meshes, accurately woven 
from selected wire. Jelliff Wirescreen Cloth 
never disappoints; it will build good will 
for you as well as for us. Priced right. We 
are ready to make 






An Old Saying:— 


Immediate Shipments 
WELL BOUGHT IS HALF SOLD 


—— werk of the oe = ° oe is a direct reference to our locks— 
po within reasonabie Nauling distance good quality, reasonable prices, and 
from our factory we will good service. Give us a trial and be 


‘ convinced. You will be pleased to give 
Deliver by Auto Truck 


us your business thereafter. 
direct to your store. No need to keep cus- 


Bear in mind our No. 202 night latch, the 
os . only lock in the United States with the dead 
tomers waiting. You can clinch every sale. 


bolt feature—an improvement over all others. 
Use this lock as a leader and your entire 
sale on night latches will increase. We 
will be pleased to send a mounted sample to 
you upon your request. 


Wire, Write or Phone 


The C. O. Jelliff Mfg. Corp. 
Home Office: New York Office: Our padlock assortment has the reputation 
of being the best val for the money. 
Southport, Conn. 350 Madison Ave. ee . 


Baclustwe Sales Agente: 





Gieccapeand: Gorvae Me ae Bont, see” CDINDEPENDENTIOCKCO.Q> 


Orleans, La. Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 























MORE SALES FOR YOU 4 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 

sell on a utation established 
id dae on Oe ee: ee eS 


ee Gee i hn mein ant 0 tile anpes, but offs co wal os 
either the Lightning or Gem and should be ordered with either style te satisfy the 


We sngsest placing your order carly for shipment later, as you may direct. Be 
eure te include request fer sales helpp—THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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Profits Without Servicing 


We take such in- 
finite pains to build 
the IHRIG Electric 
Washer simple, 
sturdy and _ trouble- 
proof that your 
profits are not sacri- 
ficed by costly servic- 
ing. 


IHRIG 











The Right Way 
To Sell | 
Fence Posts 2/ /A 


—is to sell the ® 
kind that boosts ra 
your fence post 
trade. “Quick- 
Set” Steel Fence 
Posts are business 
boosters from every angle. Dealers are 
















Vacuum replacing the old, decaying wood post 
Electric for this more practical and durable type 
Eliminates hole digging for 


Washer 


pays you a larger 
profit than other 
high grade ma- 
chines, yet re- 
tails at $25 to 
$35 less. Every 
washer is 


Sold Under a Signed Guarantee 


of absolute satisfaction. Our washer has only one 

moving part in the cabinet besides the motor. Exclusive 

agency granted to dealers. Request. 
We have a plan that builds business and retains good 


will. Write us now. BUFFALO STEEL CO. 


PINEIHRIG MACHINE CO. = |" x7 = TONAWANDA, N. Y. 


“QUICK-SET”’ 
STEEL FENCE POSTS 
can be driven firmly in place right from 
the wagon—“They Drive Like a Stake 


and Anchor Like a Rock” and remain a 
solid fence support, unharmed by eartr 


or air destroying elements. 


Discounts and Information Upon 
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When Buying Sole Leather | 


consider the 
protection afforded you by the 


AL. EN 
YELLOW LABEL 


Complete Equipment 
in Each Carton It guarahtees the Quality. 
ALLEN’S SOLE STRIPS 


Economy All Metal Weather- 
strips come in neat, handy cartons, Made from real bark-tanned selected hides. 


with complete equipment for one 
window or one door, including 
nails and_ instruction sheet. 
Twenty-four of these cartons in a 
box, making them easy to handle 
and attractive to display. Two 
sizes, windows 36” x 36” x 36” 
and 42” x 42” x 42”; doors 36” 
_ x 84” and 42” x 84”—no waste. 


All bronze and will not rust. 
Keeps out dust, dirt, drafts, rain 
and snow. Cost no more than 
temporary strips and are guaran- 
teed to last a lifetime. 

Write at once for our attractive 
NW {i circular with a Remarkable Sales 
a ee ee ee ee THE STANDARD OF COMPARISON FOR OVER 
30 YEARS. 


; \ Sager a al pe naated MANUFACTURED BY 
ee eee ge N. R. ALLEN’S SONS CO. 
' KENOSHA, WIS. 


Complete Equipment : AR 
in Each Carton Chicago, Illinois 
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& Electrical Supplies 


Harr Alter’s “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
m tadio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. f 
Since all prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “‘The sooner you 
write, the sooner you save.” 


“HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 


Radio 








Chicago 








PUMPS 


A Type for Every Service 
THE GOULDS MANUFACTURING COMPANY 


Seneca Falls, N. Y. 


“a 
[5 | 
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RG Cushion 
TIRE 
TORE LADDERS 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without -; 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 






















ne 


tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
1} ing. Thousands in 
aa.use. Circular on 
Sa) & request. 


YY = 





mee em 


om ' 




















atl 
- if 
















LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subjected. 





Dealers! Jobbers! 
Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 

















HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 





We are making a bid for 
more ski business 
—are you? 

So that both of us might sell 


more skis we have consist- 
ently advertised the merits of 


Northland Skis 


They are long established with rapid growing popularity. 
Champions use them—progressive dealers stock them. 


Northlands are _ scientifically con- 
structed of choice, sliverproof, dur- 
able woods. 
Look for the deer-head trade mark, 
Send for booklet. 
The World’s Largest Ski Manufacturers. 


NORTHLAND SKI MFG. CO. 
22 Merriam Park St. Paul, Minn. 














UNIVERSAL ¢ramr 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out wire. 
No rough edges to cut hose. Put on in less than @ 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on cvery clamp and carton. 
Get them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. ‘ 
Hackensack, N. J. 











| 








THE TOY SECTION 


appearing the second issue of each month 
will keep you posted on the latest develop- 
ments in this line. Study it carefully. 








TOY 
MONEY 





figures high in the business of many hardware dealers. 


In addition to the growth of the toy business into a permanent, 
useful industry it has become a real Hardware Line. 


Have you planned for future profits in toys? 
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Low in Price—High in Efficiency 


Family Cherry Stoner 


Stones Two At One 
Time 


Nothing to Get Out of 
Order 





Simple to Operate 


All Metal Will Last A Lifetime 


2a Rubber Chair Tips 


GOODELL CO., Antrim, N. H. 





of six different styles and sixteen dif- 


Phiten Jobhewe Carry the Goodall ferent sizes in a neat showcase display 

Hadeler Hdwe. C0. 00; 0..seesseseeeeeeeeeeete es - Dayton, 0. box. They prevent injury to the 
Belknap Hdwe. & i Ces we pons ees ow oka a eben ouisville, Ky. " : : ™ 
John Pritzla®’ Hawe. Co... 0.00.0... eerie eee ; Alilwaukee, "Wis. floors = noise without leav 
Jonnegut Dd «ow diss bby 62. ced~oe ser haute ndianapolis, Ind. 
rg “ere mpetety me: OBid ws 0-400 6a Core RED cam i Rr ing a mark. 

lier Bros, i PEP GM ate a) 6.6 6666.0 08 60's en 6. ae chmond, Ind. . 
Camtem BEGWO. Od. ccc ccs ccccccrcccccccsccersevbecs Canton, O. Our Catalogue shows our complete 
ic Saas 6 ob 4.0 0k eR co bbekd veebbe’ Cleveland, O. line of rubber specialties with prices. 
ES Pe ey ee ee ee Milwaukee, Wis. ‘ 
Shapleigh Hdwe. Co........-.-0000ee00, Bek A The. St. Louis, Mo. Send for it. 
ey A EL ba a So oe bvik ca os wed Cvs he tee eis KEmeeeS York, Pa. 
Townley Metal wr TMA és d-4'4's 6 a Boao este at Kansas City, Mo. 
ar et i 7, ba sahe aas at cheng +9. 94 poe oct be e . 

an Camp i ae Meee Ged <b owes ooccs ee 6 bee ndianapolis, Ind. 
a aks kt. se gente 61m auane.e 0 maneaie dlded Cincinnati, O. HK | t j C 
i MER CL oo. les Coe ce tbe Oran ee eee Toledo, O. a S 1c ] O a 
Drake Hdwe. Co....... PO is dakeited hateabhban Burlington, Iowa 
EE ES err iy Fries ane ne er an Davenport, lowa 370 Atlantie Ave. Boston 






















































TIMER FOR FORD 


The real quality timer for 
Fords. Built on a different 
and better principle of Ford 
ignition and proven by tests 
over a period of seven years. 
Sells fast and stays sold. It 
brings the dealer a fair 
margin of profit and builds 
good will for him’ among 
his most exacting customers. 
List price $3.75. 











eee Se 


Something New and Profitable 
A simple little device that has a great appeal to carpen- 


ters, and everyone who has planing to do. Thousands are 
already in use—more than satisfies every user. 


The PLANE-O-GRIP 


is a remarkable new invention that holds a board on edge 


TURNER or side for planing. The patented slide (for holding 
boards on edge) enables anyone quickly to grip any board 
CARBURETOR up to 1%, inches in penne, and hold it firmly pee 
~ tion, so that it cannot go forward, fall to either stde, or 
CONTROL slip backwards. 
on + * 7 
ok SE Pek. ae Speeds and Simplifies Planing 
retor from seat. One Can be put on bench or trestle in 2 minutes. Made of 
large, handsome dash high-grade steel. Rust-proof. Retails at $1.50. Attractive 
button in place of demonstration board spurs demand. 


regular Ford button) 
both chokes and ad- ¥ 
justs. Saves gas, 


kes starting easy, 4 
prevents frequent kill- Modern Carpenter Tool Corp. 


of motor and .  jeprrte chia 
a battery. Easil 161 E. Erie ml Chicago 

and quickly install Send Demonstration Poard, Trade Discounts and full particulars. 
One universal model. 
Price $1.25. 














NR eth ak Se a se gn tis hh ee B RPT ee TEN oe dd da ake haba 


TURNER MANUFACTURING CO. re eee eee ore a Sree eee 
Dept. E KOKOMO, INDIANA ini 
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| ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
— only other kind made. By a tented 
process we increase the density “of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
— can ap pply. The Allen process nog 

> Ss ed socket-holes—no chips 

bottom. e entire length of the A ie 
utilised ake 2 ioe solid —— at the point, or depth of socket 
fer the wrench. sizes in stock from % in. to 1% im; 
any point or thread. Also Socket-Head —e 
Sc ep Extensions and Socket Wrench Sets. Dealers 
Write tor catalogue and sales proposition. 


The ALLEN MFG. CO. 






139 SHELDON ‘ST. 
HARTFORD, CONN. 











ADJUSTABLE 
PIPE .WRENCHES 


KEYC 








Gunsaatens. Packed 12 to a 


rton. Write for Discounts 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Ce. 














Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 


Write for Catalog No. 22 “A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Tooimakers 
Manufacturers of Hacksaws Unezxcelled 























Robertson “Horse Shoe Magnet Hammers” 


i} a high grade line with a good profit to dealers and 
i jobbers. Catalogues and discounts on request. 
i! Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 
























Russell Je 
- ‘Auger’ Bits 


= 
ey 
Satisfied 


S5 
Customers ~ 
— AT i@Z 


Our bits and braces have been accepted as standard by the 
finest woodworkers for over fifty years. Bits for every 
purpose—auger bits, dowel bits, car bits, machine hits, etc. 


Send for booklet. 


Russell Jennings Mig. Co 
Chester, Conn. 


iyit 























a ISLAND PISTON VISE 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 
ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 


STAR 


HACK SAW 
CAS) BLADES 
ite 







‘with a reputation” 


Clemson Bros. Ine. 
feilddletown, NR. #. 


























400 N. Monticello Ave., Chicago, Iil. 
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Double Needle Torches 
the Best for Service 


The Improved Double Needle 
Torches produce more heat from 
the fuel, doing the work quicker 
and better. The lower grades of 
gasoline or Kerosene burn perfect- 
ly. Gas orifice is cleaned by using 
the upper needle, fitted with a 
wire tip. Lower needle regulates 
the flame. Burner cannot be in- 
jured by forcing the needles as 
they are blunt, not sharp pointed. 
No. 208 is quart, 206 two quart and 
210 pint size. Jobbers supply at 
factory prices. Send for a cata- 
logue. 


CLAYTON & LAMBERT 
MFG. CO. 


10619 Knodell Ave. 
Detroit, Mich, U. S. A. 





No. 208 Torch 
Ask for latest price. 
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Cunventeod Fishing Lines 


When a fish line breaks the fisherman 
loses the fish—the dealer the customer. 
I stand back of my OSPREY Pure 
Italian Silk Lines with a Guarantee 
that my line will shold both fish and 
customer. 











Send for Interesting Catalog. 


Lou J. Eppinger, Dept. H. A., Detroit, Mich. 




















¢. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 





FLUSH DOORS— 
CLEAN LINES— 
NO PROJECTIONS 


And the profits proauced by Soss Invisible 
Hinges are as good as the jobs they de 
for cabinet makers, furniture manufactur- 
ers, builders and carpenters. 

You have a ready market for Soss Invisible 
Hinges already created in your section. 

us send you a sample hinge and full infor- 
mation. Show the hinge to your customers, 
and you'll find how mueh they like it. 

A style and size for most requirements. 
Special finishes on request. 


SOSS MFG. CO. 
175 BERGEN ST. BELYN., MW. ¥. 


INVISIBLE 
HINGES 


























WORCESTER, MASS. = 
TACKS 


mabealil: 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 





The Paine Expansion 
Shell is a D—n Good Shell. 











We Know It. 
Hundreds of sat- 


ished customers 
prove it. You'll 
never know it ‘til 
you try it. The 
least expensive of 
all steel or malleable shells. Send 


for sample. 
: 742 VAN BUREN ST. 
The Paine Co. ? CHICAGO 




















Sporting Goods Pay Well 


Sporting Goods are one of the best sell- 
ing lines a dealer can handle. 


And generally speaking the sporting class 
are liberal spenders. 


For clever displays, arrangement of stock 
and practical sales suggestions with interest- 
ing stories of successful sporting goods 
stores—read Hardware Age each week. 


Hardware Age, 239 W. 39th St., N. Y. 








DP 


Why is it that Putnam 
makes and sells more 
Rolling Ladders than 
all other makers com- 
bined? 

We carry all standard 
styles and sizes in stock 
for immediate delivery. 


Write for prices. 


Putnam & Co., Inc. 
132 Howard St. 
New York City 
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Osborne High Grade Punches Besides Punches Our Line Includes: = 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Pu aches. 


Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Moore White Enamel Household Thumbtacks 


RAPID SELLERS AT HOUSE-CLEANING TIME 


for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers on ee 
card tables, washable covers on baby carriages, netting to windows or over baby cribs and many 7 
other useful purposes. Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 


List $6.00 per carton; Dealers $4.00 per carton, a profit of $2.00 
Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you H OE: 

to wait on more trade, save B isaeegesceeearessitss i 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- . 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfc. Co. 


2411 N. 10th St. 
St. Louis, Mo. 


SEIT LILI LAA LP 





, ; all profes- 

Jian sional barbers, as 

well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 






DUDLOTIAASLSSSAOHROROATARIERGSSOLELRLORUGRGRREORADORORATOSO PLEO DOSB SAR LIOROEOIEL \e y 


GUCHTEGRTHINTVOCURORTCLATR TODD ATAT ALERT NOR a eaertipigte 


: | Koken Companies, St. Louis, U.S.A. 
Bm Wood Rim Sieves American Can TAPS 


And Wire Goods of R IRON GALVARATLD | rene 
All Descriptions Dies, Screw Plates 
Write for Catalog 

and Discount 


WINTER BROS. CO. 
GEORGE H. JELLIFF & SON American Can Companv Wrentham, Mass. : 


SILVER one rae eae 












































“aa” AS 
SASH CORD Manufactured by 


U. S. Clothes Pin Co., Siegen, Ve. 


Scythes since 1912. Axes since 1880. 


RIXFORD sett rigingste.ve 


| 
LUMBER 


NET WEIGHTS FULL LENGTHS 


Ss 
Silver Lake Co., Newtonville, Mass. 1015 Union Bank Bldg. ‘Pittsburgh, Pa. 

















GENUINE MARTY TRAPS 


#2,000,000 Sold 


Burditt & 
Williams Co. 
Sole Importers 
Boston, Mass. 





CRAYONS 


STANDARD CRAYON CO. 


Danvers, Mass. 


A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


























Freight Elevators 
and Dumbwaiters 
Write for 
eur catelog 
Energy Elevator Company 


214 New St. Philedelphis, Pa. 


GOVERNMENT 


Waltham, Mass. GENUINE BABBITT 


Tubular and Bifurcated 


— RIVETS —= 
Economy BALE TIES 


Hose Attachments ; 
Wor connecting bose to smooth Best Made—Prompt Shipment 


faucets. Slips on and off easily. > 
Economy Mfze. Co. Bauer Bale Tie Co. 


and that is made only by 
United American Metals Corp’n 





The “TORREY” 





196 Diamond Street, Brooklyn, N. Y. 

















for working stone, it’s ours. 


TROW & HOLDEN CO. 


Barre ; Vermont 


J. L. THOMPSON MFG CO. 


There Ile Only One 


If it’s the best tool you can sell 











850 Germantown Ave. INDIANAPO IND. 
Philadelphia, Pa. —_ 


ELEVATORS | 
19 Rr 
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DEALERS WANTED EVERYWHERE lron Fence, Gates 







Lawn Vases 
Ann aAMaa Na ’ Settees 
| ] TTT ] General Iron 
TO 
| | perce I CHAIN-LINK 
if Q WIRE FENCE 


























Ask for Catalog 
THE STEWART IRON WORKS CO., Inc.,225 Stewart Block, Cincinnati, O. 


BROWN & SHARPE | | STRATTON = ~~ 
BE. --y- -wynedliy ng HANDLES 


























ve ees Ta Sele For Smell Tools, Utensils, Blectricel Goods, Bte 
BROWN & SHAR F : mye 
[BS Providence, H. I. U. 5. A. STRATTON MFG. CO., Stratton, Maine 
= = 




















Incandescent Lamps 
that gives absolute satisfaction. Cea Seo 


A guaranteed Tipless Line of quality Tung- 
BEDFORD LAMP WORKS, INC, AMERICAN SAW & MFG. CO SPRINGFIELD, MASS.. U. S. A. 


SATELLITE HACK “TENOX” SAWS 
















































































Waste f ing, Packing. 
Yarn Mops, Twine’ Mops, ane Mope and Mop a 
arnsg. 
Cloths for Cleaning, Wiping and Polishing. Machintets” 
cKIn or Dg an ° ny 
Caulking Cotton, Cotton and Clethes Lines. Knife Handle Wrench 
é Bleached Cotton for Nitrat 7 Sizes—6 to 21 Inches 
MASCO Send for samples aad prices. Literature? 
PRODUCTS MASSASOIT MANUFACTURING 00 J. H. WILLIAMS & CO. 
"O80 ae O88 US AAR mR Fall River, Mass., U. 8. A. “The Wrench People’’ 
New York Office oe @ @ 8350 Broadway BROOKLYN BUFFALO CHICAGO 
verter, 
DARKE Makers of Every 
ETAL G Kind of Screw, 
M COMPANY Nut and Bolt. 
A. H. PARKER, P 
Bright Wire Goods ee CORBIN SCREW CORPORATION 
Special Wire Goods Americon Herdwere Cerp., Swecesser : 
Metal Stampings © 229 High Street New Britain, Conn. 
28 Cherry St.. WORCESTER, MASS. Western Factory: Dayton, Ohio 



































Gou as ——— Ask your jobber for 
zie |! BROOKS 
ili alata aa STEEL EAVES 


J E ° ° . 

ROR yey ryan nes “gi | B:ight Iron and Brass Wire 
Furnished in japanned or HOT : ‘ 

DIPPED GALVANIZED. Made in Goods. Special Wire Goods 
rod and nut and strap styles. e 
also manufacture ‘“‘OHIO’’ triple | made to order. 


twist wire hangers. Furnished in M. S. BROOKS & SONS 


Galv. or copper wire. 


OHIO WIRE PRODUCTS COMPANY, Dover, Ohio CHESTER, CONN. 


THE FOWLER & UNION PRIEST’S - CLIPPERS 
HORSE NAIL CO. | have been the standard 


since 1865. Style shown 










= == ee eee —_— 














HORSE SHOE NAILS our Shaver No. oo is a big 
OF HIGHEST GRADE seller for home use. 
Plant at American Shearer Mfg. Compan 
1000 MILITARY RD., BUFFALO, N. Y. = gh 

















KER. The Mark of Quality | | UNIVERSAL 


in Copper Utensils BOX S T R A P P | N G 


Sold through dealers for 30 years 
OME MAN CARY MANUFACTURING CO, 
pon. UFACTURING CO. Manhattan Bridge Plaza, Brooklyn, N. Y. 
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for 8 insertions. 


Positions Wanted Advertisements—50% off the above rates. 
No illustrations are accepted for classified advertisements 





Business Opportunities 
A broadcasting of offers in hardware 
stores, propertica, second hand equipment 
and general opportunities. 


ARTICLE TO MANUFACTURE—I HAVE 
AND FIN 




















TO ANY AR- 
TICLE USED FOR SIMILAR PURPOSE. 
W. C. RASTETTER, FT. WAYNE, INDIANA. 


MANUFACTURERS ATTENTION! 

A progressive manufacturing concern is seeking 
products in small hardware and small hardware 
specialties to manufacture. Concerns equipped 
with patterns and having a line which possesses 
possibilities can make an excellent deal with us. 
All correspondence will be held strictly in con- 
fidence. If you are interested correspond at 
once, as we are prepared for immediate action. 
— Box G-99, care Harpware Ace, New 

ork. 


FOR SALE—S000 NUMBER 2 NEW MOLD. 
ERS SHOVELS, $1.00 BRAND. THE WASH. 
INGTON SALVAGE CO., 303 TENTH ST., 
N. W., WASHINGTON, D. C 











For a young man who is capable, honest and 
experienced in hardware here is an excellent 
opportunity to become a partner. Such a man 
can buy half interest in hardware store with 
fine stock invoicing at $15,000 and located city 
second important of county. Indiana. Present 
partner retiring. Correspond at once. Address 
Box G-67, care Harpware AGE, New York. 


FOR SALE—Western New York General 
Hardware location, well equipped fixtures new. 
Municipal water and sewerage systems just com- 
leted in this town. An exceptional opportunity 
or one or two men to engage in General Retail 
Hardware and Heating and Plumbing Business. 
Stock and Fixtures will invoice $5,000.00. Get 
in just in time for 1924 Spring business. Other 
business takes entire time of owner. Address 
Box G-82, care Harpware Acz, New York. 








FOR SALE—HARDWARE STOCK AND 
BUILDING LOCATED IN INDIANA FARM- 
ING COMMUNITY NINETY MILES FROM 
CHICAGO, STOCK ‘ - 


T . x . 
WELL LOCATED, CENTRE OF TOWN. 
BUSINESS ESTABLISHED OVER FIFTY 
YEARS. PRESENT OWNERS RETIRING. 
ADDRESS BOX G-87, CARE HARDWARE 
AGE, NEW YORK. 


SALESMAN AND ORGANIZER WILL 
RAISE $10,000 TO $50.000 FOR BUSINESS 
OR VENTURE THAT PROMISES A WORTH 
WHILE FUTURF. ADDRESS P. O. BOX 
457, CHICAGO, ILL. 


TWENTY-FIVE DOLLARS for new Ideas. A 
large and responsible Manufacturing Concern 
wishing to enlarge its line will pay $25.00 for 
each new idea or suggestion accepted which it 
can use for articles to be stamped from sheet 
metal, for which a large demand can be created. 
No specifications needed other than a full and 
lain explanation. Preference will be given to 
ow priced and staple articles having least com- 
petition, and which can be made of common use, 
either entirely new, or an improvement over 
others now in use. Household articles preferred. 
no Box G-93, care Harpware Acr, New 
ork. 


TO BUY—Wanted to buy hardware business 
in Western Ohio or ern Indiana. Must 
Stock of about $10,000 to $20,000. Cash 











deal. Full descriptien and particulars in first 
letter. Address Box G-76, care Harpware Acz, 
New York. 


Business Services 





ADVERTISING——services in catalogs, 
booklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency service. 





ADVERTISING AGENCY —Service is a 
modern aid to all seeking sales development 
through advertising and its cooperation and pres- 
sure to general selling efforts. Large, well- 
equipped agencies, agencies specializing and small- 
er service agencies can make their valuable service 
known to the many readers of this section who 
are active prospects for their service. Write for 
analysis and prospectus. Harpware Acgz, N. Y. C. 


Help Wanted 
Wholesale 








SALESMEN WANTED—Factory Agent Co., 
just organizing in the Middle West, can use a 
limited number of experienced Hardware or 
Stove salesmen on a commission basis to call 
on the retail Hardware trade in Nebraska, Iowa, 
Kansas, Colorado, Wyoming. An opening now 
exists that may never appear again and isa r 
opportunity for the right parties. We want only 
permanent men who are qualified to establish 
themselves and grow with us. We have the 
lines. Address Box G-96, care Hiarpware AGE, 
New York. 





CATALOG WORK—A thorough Hardware 
man, with years of Hardware Catalog experi- 
ence. is at liberty for compilation of general 
Catalog. Middle West, Southern or Western 
Jobber preferred. Will compile and manage pub- 
lishing at great saving to Jobber. Can furnish 
actual cost of completed Catalog, any size, any 
issue, F. O. B. destination. Sample Catalogs 
submitted for inspection. Best references. 
dress Box G-92, care Harpware Ace, New York. 


Retail 


WANTED—An experienced hardware clerk. 
Please furnish references and state salary de- 
sired. Apply to George Bright Hardware Com- 
pany, 109 South Centre Street, Pottsville, Pa. 








Manufacturing 





CATALOG WORK—Compilation and printing. 
Bids and Offers. The richest field for catalog 
work is the hardware field. Actively produce 
business for yourself in this field by oaing, pogiies 
weekly announcements in this section. rite at 
once for analysis and general outline. Address 
Classified Opportunities, c/o Harpware AGzg, 239 
West 39th St.. New York City. 





CATALOG COMPILER. MR. MANUFAC. 
TURER OR JOBBER. AN EXPERIENCED 
CATALOG COMPILER, ONE WHO IS ABLE 
TO TAKE A JOB AT THE BEGINNING 
AND FOLLOW IT THRU TO THE FINISH 

OFFER. CAN YOU US 
SUCH A MAN IN YOUR ORGANIZATION? 
ADDRESS BOX G-70, CARE HARDWARE 
AGE, NEW YORK. 








DIRECT MAIL—Promotion work is extensive 
among hardware manufacturers, wholesalers, large 
retailers and selling agencies. All the special 
service and new and second hand equipment for 
indexing, filing, addressing and duolicating is in 
demand with them. You who offer these things 
should develop business from inexpensive an- 
nouncements on this page. Write at once for 


prospectus. P 


Investments in men are important. They are 
good, bad or fair. Select men of calibre and sound 
training. Why not learn what men of this t 
are available for you? It is worth while, and the 
simple, productive way is through Harpwars 
AGE Opportunity Exchange “Want” Ads. Use 
them regularly. Know the fields available man- 
power. Run ads seeking men of ability here as 
a regular policy. 





WANTED: Gas Range Salesman—Experienced 
Salesman who knows Dealer and Department 
Store Trade in New York State and New Eng- 
land and is capable of handling big business is 
wanted by an Eastern Manufacturer of a com- 
plete line of Standard Gas Ranges and Appli- 
ances. This line is established in this territory. 
Give full particulars and reference in first letter. 
— Box G-97, care HarpwaAre AcE, New 

ork, 





WANTED—Salesman now traveling by own 
car east Texas and west Louisiana entire, who 
can adequately represent as sole agent to dealer 
trade well-started mail-advertised short line of 
two axes highest logging quality. Unhandled 
samples. Commission basis and not a side-line 
but adapted to one other line profitably. Answer 
full details. Address E. W., Post Office Box 
64, Trinity Station, New York City. 





VERIFIED MAILING LIST—This Verified 
List of Wholesalers and Retailers is indispensable 
in economic direct-by-mail promotion work and 
also a helpful guide for salesmen’s calls. Every 
sales manager should have one on his desk, and 
every salesman could profitably carry a copy in 
his grip. Since the 1923 issue was published. 
there have been more than 10,000 additions and 
corrections, and these all appear in the 1924 
edition. Size 7 x 10% inches. Also contains 
lists on lines allied to hardware. Cost $12.00 per 
copy. Write at once for circular. Address 
Verified Tist, Harpware Ace, 239 West 39th 
Street, New York City. 


Positions Wanted 
Wholesale 


MAN 38 years old and married wishes posi- 
tion with wholesale house offering good future. 
Eighteen years’ experience in general hardware, 
housefurnishings and sporting goods. Employed 
at present as buyer for retail concern. Can fur- 
nish best of references. Address Box G-94, care 
HarpWArRE AGE, New York. 











FINANCIAL——<services in financing, in- 
corporsting, lecal office addresses, loans, 
collections. 








Wanted—Young man with energy, ambition, 


and ten thousand dollars to invest and manage 
a retail store in uisiana town. Address 
Box G-68, care Harpware Acr, New York 








INCORPORATIONS — Charters — Delaware 
charters are best, quickest, cheapest and most 
liberal. Nothing need be paid in. Do business 
and hold meetings anywhere. Free forms. Write. 
All business should transacted by the modern 
way of cornorations instead of incurring personal 
liability. Colonial Charters Company, Wilming- 
ton, Delaware. 





PROFESSIONA 


L——services in patents 
and legal advice. Specials. 





If you offer professional assistance get into this 
section with your notice. Start it growing. 





Sales Accounts Wanted 


AN EXPERIENCED Hardware Salesman 
would like to hear from manufacturers of Hard- 
ware, Tools, Cutlery, who are seeking represen- 
tation in the Southern States to the Hardware 
Jobbing and large retailers. Well acquainted 
with the trade. Correspondence invited. Ad- 
dress Box G-98, care Harpware Ace, New York. 








THE UNDERSIGNED, having long experi- 
ence as manufacturers’ Sales Agent in New 
York and vicinity, and familiarity with all of- 
fice work, desires the sages of Branch Office 
Sales Manager or Sales Agent, for manufac- 
turers of hardware or kindred lines in any ter- 
ritory. William H. Littell, 127 Duane St., 
New York City. 
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Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field know and follow this 


section. 





Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field know and follow this 
section. 








A SPECIALTY carrying 20% commission on 
sales to jobbers and 40% retailers is available to 
salesmen. This product is improvement on 
present fast sellers of its kind and superior to 
them in every way. Display card assures sale 
and resale. en wanted all over the United 
States to carry this profit-maker to jobbers and 
retailers. Address Box G-90, care HARDWARE 
AcE, New York. 


CENTRAL AND SOUTHERN—Experienced 
salesman selling builders hardware to handle non- 
conflicting line, consisting of Floor Hinges, 
Screen, Butt and Lavatory Hinges, Door Guards 
and Window Locks in Central and Southern 
States. In reply state age, references and lines 
now handled, territory covered and how often, 
iving full information first letter. Address Box 

-77, care HiarpwarE AGE, New York. 





ALL SECTIONS U. S. WANTED—Salesmen 
to handle patented garden implement for retail 
trade. Liberal Commissions. State experience. 
age, territory now covered, etc. Address Box 156, 
care HARDWARE AGE, 1420 Widener Bldg., Phila- 
delphia, Pa. 





SPORTING GOODS Salesman Wanted—To 
represent in Northern and Northwestern Penn 
syivamia, an old established cutlery, sporting and 
athletic goods jobber, who wishes to develop the 
territory described. State age and experience 
with reply. All applications will be treated in 
strict conndence, Interview at our expense will 
be arranged tor applicants considered. Address 
Box G-100, care Harpware AGE, New York. 





MANUFACTURER OF HIGH GRADE GAL 
VANIZED AND TINNED STAMPED WARE 
WISHES TO CONTRACT WITH SEVEN 
REPRESENTATIVES IN THE FOLLOWING 
STATES: ILLINOIS, IOWA, MICHIGAN. 
NEBRASKA, WISCONSIN, OHIO AND 
PENNSYLVANIA. ONLY LIVE WIRES. 
MEN WITH AMBITION AND INITIATIVE 
WANTED. A VERY LIBERAL COMMIS. 
SION CONTRACT TO SALESMEN OF THIS 
TYPE. WITH YOUR REPLY INDICATE 
THE TERRITORY PREFERRED. THE 
BROWN STAMPING COMPANY, BOX 176, 
TOLEDO, OHIO. 





SALESMAN WANTED—Salary or commis- 
sion representing old established house to sell to 
Foundry rade, Metropolitan District and 
Suburbs, full line of foundry supplies, equipment 
and sand. Articles for foundry use allied to 
Hardware Supplies. Preference to one who has 
covered Mills, Factories, etc., selling Mill Hard- 


ware. Permanent position. State age and experi- 
ence. Address Box G-89, care HARDWARE AGE, 
New York. 


REPRESENTATIVES WANTED — Wanted 
independent manufacturer’s representatives now 
covering hardware and paint trade, jobbers and 
retailers, for the metropolitan districts of Boston, 
Mass. ; Chica o, St. Louis, San Francisco, Cleve- 
land and Indianapolis. Only state present lines 
carried and manufacturers represented. The 
item is Five Minute Brush-Nu, retailing 10¢ 
(formerly sold 60¢ and 35¢). This article is 
the best improved rapid action brush cleaner 
marketed today by the most responsible manu- 
facturer in this line in the country. Fred Neese- 
mann & Co., 618 Hanover St., Baltimore, Md. 





SALESMEN WANTED—Salesmen in an 
state, except Wisconsin, now calling on Hard- 
ware, Paint and General Stores and Manufac- 
turers, to handle paints, varnishes, enamels, etc., 
as a side line. Can pick out any one or more 
articles or entire line. Straight commission 
basis. For further information write us. Ad- 
dress Box G-95, care HARDWARE Ace, New York. 














SALESMEN desiring excellent side line for 
hardware trade, secure our proposition of popular 
line of 5-25¢ Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 








TWO SALESMEN wanted to sell on com. 
mission complete line of Hardware and Tools 
to work from the following points: Detroit, Mich- 
igan and Chicago, Illinois. Give complete in- 
formation as to experience, commission expected 
and references, _ All information will he held 
strictly confidential. Address General Manager. 
Draw 1458, Hartford, Connecticut. 
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Here is a “want” that the hardware field can satisfy for me. 


Fill This In 





more than 8 insertions). 
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Classified Advertising, Hardware Age, 239 W. 39th St., N. Y. C. 








I am sending it to you to be run under the 
Please run this ad for 


PIN YOUR “WANT” TO THIS COUPON AND USE “THE MODERN WAY TO 
MAKE IT PAY”—CLASSIFIED ADVERTISING. 


The important thing is that the action for results which does you good is the action you take to-day—at once. 


in box display of .. 
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ee Mc ss. bwakcevesescunceall 105 Manhattan Electrical Supply Co. . . .19-20-21-22 Union Steel Products Co. ................ 60 
0 EE EET RNASE PETES. 18 Se win wn 6a bins 06 600be eee en 141 United American Metals Corp............ 140 
Continental Wood Screw Co............. 133 Mayes Bros. Tool Mfg. Co. .............. 128 as PCIE ne cdécedgpeeccsvcsas 140 
IRS OS as ou au neh 113 Meisselbach Mfg. Co., A. F.............. 47 United Steel & Wire Co., Inc............. 133 
ee ee 141 Milbradt Mfg. Co. ........-..----eeseeeee 140 Universal Industrial Corp................ 136 
NR on nan cathe aliases 110 Milwaukee Air Power Pump Co........... 132 y 
Modern Carpenter Tool Corp. ............ 137 
D Monarch Metal Products Co.............. 131 ieeiainacinahe ‘i 
. . a. Se Cena ee yea wee 140 * *e#e eevee eeeeeneree eeeeeeneeeeeee 
Diamond Saw & Stamping Co............ 130 ee Say ow Ss 30 Vaughan & Bushnell Mfg. Co. ........... 3 
Dione - Se, Gg De We ve ciedccsuontes 138 Myers & Brother Co., F. E............ -136 
ae rT re 123 WwW 
Draper-Maymard Ce. ....ccccccccecccsece 42 N 
esntneh i TEs Wanis a dans seenedseeweans 118 National Carbon Co. ..........cceeeeeses 4 Walden-Worcester Co., Inc. ..........+.-. 12 
E a, ee ae ee 64 Warren Mfg. Co., J. D... 1... eee ec eeeees 119 
ae a BR nn. cin ov 6wds Vebue 57 Wausau Abrasives Co. .........02.2eseees 62 
atiie: MER, «bs 6 ics ctnccccteuvesivets 140 No-Liquid Door Check Co. .............. 136 White Co., i PPP errr rr err ery ire rei ey 33 
nite SG G6. Juiced «cdb kde dee Edecboeet 137 Mate Dans BI. Gh ains icici vcwescvioses 134 Wickwire Bros. ........seeceereeecesenes 16 
ees a, BOD, oc.aondos0e00eses veeew 140 Northland Ski Mfg. Co. ................4.. 136 Wickwire <3 ee rae ccs eel cdoe 29 
Mepinget, Eme., BOR J.cccccvccccccesseses 139 Williams & Co., J. Hi... ccccccccccceces 141 
O ON NN sca. cuepnc auns¥an 140 
F Ohio Wire Products Co. ...........e0000. 141 I S Tr ale. oy Cee Ve eee eesieee cedeiedceé 116 
ies te. és rales obi bemaeesneemienessnene 40 Oliver Iron & Steel Co. ..............55- 130 ee ee es ere 121 
Fowler & Union Horsenail Co........... 141 Osborne & Co., C.8. 1.0... cece cece enees 140 Wright Steel & Wire Co., G. F..........-. 139 
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The 
ATABQY - BARO 


, It Weighs Only 30 Pounds—-Load Strength 1000 Pounds 




















| Cr’ Wha Mr. User 
| What do you think of that old wooden garden barrow you have 
| a at home—does it squeak and rattle same as always—and doesn’t 
There is Real Service ties it give you a lame back to think of pushing it? Remember 
nected with Sterling Bar- when your boy fell over with it, load and all? 

rows, which includes Im- e . 

mediate Deliveries from 8 

Sterling Warehouses. An in- Mr. Merchant 

quiry directed to the Clos- You can now offer your neighbor a wheelbarrow which don’t 

est Branch will bring you squeak, can’t break, and is not a mankiller. , 

Prices, Catalogue and Com- 

plete Information. 

&... aS 


There Ie a Sterling for Every Purpose. 
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Run a Demonstration of 

















Auto Vacuum Freezers 
at Our Expense 


IN order to co-operate with our dealers we are making the fol- 


> 


lowing offer: 


With every gross and half gross order we will give a Free Demon- 
stration right in your store. This plan will sell a dozen Freezers in the 
same time that you would ordinarily sell one. The Success Sales Plan 


shows you how. 


Order one of the following assortments: 











No. 1—Gross 


Assortment 


onstration with No. 
Assortment 


(6 doz. 2-quart) 
(3 doz. 3-quart) 
(2 doz. 4-quart ) 
(1 doz. 1-quart) 


Your Cost $630 





One Week’s Free Dem- 


I 








No. 2—Half Gross 


Assortment 


Three Weeks’ Free Dem- 


onstration with No. 
Assortment 
(3 doz. 2-quart) 
(114 doz. 3-quart) 
(1 doz. 4-quart) 
(14 doz. 1-quart) 


Your Cost $340 


2 








No. 3—Dozen 
Trial Assortment 
(6—2-quart) 
(3—3-quart) 
(2—4-qnart ) 
(1—1-quart ) 


Your Cost $56.67 











THE AUTO VACUUM FREEZER COMPANY 


220 West 42nd Street 











New York 





April 10, 1924 








